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Cabell Suggests 
Making Test Suit 
Of Missouri Case 


Would Follow Advice of Supreme 
Court and Have One Company 
File an Appeal 


MERITS AS YET UNDECIDED 


N. Y. Lawyer Still Believes Com- 
missioner Should Have Control of 
High Acquisition Costs 





Hartwell Cabell of Cabell, Ignatius & 
Lown, prominent New York insurance 
attorneys, last Friday on the eve of his 
departure for Europe, told The Eastern 
Underwriter that he concurred in the 
views expressed in insurance circles that 
probably the best solution of the Mis- 
souri rate reduction case remains in the 
filing of a test suit before a Federal 
Court by one company which has actu- 
ally lost money on Missouri underwrit- 
ing. Even without the application of the 
10% rate reduction order, which has been 
held up during all these appeals, it is 
believed that certain of the fire com- 
panies lost on their Missouri experience 
and applying the reduction would cer- 
tainly produce a loss for most of the 
companies writing there. 

Basing an appeal upon the experience 
of a single company would open a way 
to attack the rating formula devised by 
Superintendent Hyde of Missouri, Mr. 
Cabell says. It is this new method of 
calculating underwriting profits to which 
the stock fire insurance companies take 
unanimous exception. 

All Find Decision Dihappeinting 

“The decision is disappointing in that 
it does not decide the case on its merits. 
The expectation had been that the Su- 
preme Court would decide once for all 
the question whether in arriving at un- 
derwriting profits the earnings on pre- 
mium reserves should be taken into ac- 
count,” said Mr. Cabell. ; 

_ “The decision turns on the point of 
jurisdiction, i. e., whethersa Federal ques- 
tion is involved. The court finds that 
there is no Federal question and dismiss- 
es the writ. In reaching its conclusion 
the court emphasizes the fact that the 
deeision of the court below, which they 
were asked to review, is based upon the 
procedure outlined under Sections 6283 
and 6284 of the Missouri statutes. The 
Missouri law deals with classes or kinds 
of insurance, each kind being treated in 
iis entirety without reference to the in- 
dividual experiences of the several com- 
panies. The Supreme Court calls atten- 
tion to the absence of any evidence 
showing that any one or more of the 
complainants had actually suffered or 
would suffer a loss at the reduced rates. 

“Unless there is something in the 
stipulation entered into by the cOmpanies 
referred to in the opinion which will 
foreclose them, my impression, without 
having examined the record, is that a 
corhpany who had actually experienced a 

(Continued on page 30) 











PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A corporation which has stood the test 
of time! 145 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
150 William Street, New York 








MAKING GOOD 


For over sixty years the Equitable Life of Iowa 
has been making good. 


During this period the company has been built to 
greatness through the policy of giving the best in 
insurance service to its policyholders and the utmost 
in co-operation to its field force. 


_ Agents representing the Equitable Life of Iowa enjoy the advantage of 
friendly co-operation from satisfied policyholders and unusual sales assistance 
from the Home Office. 


Men desiring connections with a progressive helpful company 
are invited to write the Agency Department. 


EQUITABLE LIFE INSURANCE COMPANY OF IOWA 


Home Office: Des Moines 
FOUNDED 1867 





























Penn Mutual Expansion 


Practical plans for increasing the membership of our General 
Agencies in every part of our national territory will soon be put into 
operation. Our man-power is to be expanded numerically. 


Vincent B. Coffin, Director of the Life Insurance School of New 
York University, has been appointed Director of Education. This 
assures to PENN MUTUAL Agents an educational system of unexcelled 
profitableness to them. Our man-power is to be expanded educationally. 


In our well-equipped ranks are places for capable and industrious 
men and women. Consult our nearest General Agent. Come with us 
and prosper! 


The Penn Mutual Life Insurance Company 


“\ Independence Square 


Philadelphia, Pa. 


Founded 1847 

















Ten New Managers 
Here Welcomed By 
Their Confreres 


Spontaneous, Friendly Luncheon 
Gesture Brightens Business Rou- 
tine of Production Chiefs 


ADDRESSED BY F. H. DAVIS 


He Says There Is Room for All and 
Prophesies Appointment of 
Good Agents 








There is no city in the country where 
a fairer break is given to new general 
agents from their long-established con- 
freres than New York. This was again 
demonstrated a few days ago when fifty 
general agents of the greater city gath- 
ered at the Drug & Chemical Club to 
wish well in their new positions the fol- 
lowing general agents or associated gen- 


eral agents recently appointed in this 
city: 
Gerald A. Eubank, general agent of The Pru- 


dential and Home Life in fourteen cities. 

William H. Beers and Charles E. De Long, 
general agents Mutual Benefit. 

Edgar T. Wells, Percy A. Peyser and William 
L. Meissel, general agents National Life of Ver- 
mont. 

Frank W. Pennell, general agent State Mutual. 

Dewey R. Mason, general agent Aetna Life. 

Ralph Engelsman, general agent Penm Mutual. 

Harry E. Morrow, associate general agent 
Penn Mutual. 


Speech by Frank H. Davis 


There was one home office man at the 
guest of honor table, Frank H. Davis, 
vice-president of the Equitable Life As- 
surance Society, who was introduced as 
a lone sheep in a pasture of general 
agents, and who was asked to tell 
whether he thinks New York is as large 
as it thinks it is; whether there is room 
in town for the new general agents in 
view of the fact that there are so many 
old ones; and whether the production of 
life insurance will continue to climb. 

Mr. Davis was in his best form, force- 
ful, witty, sentimental and inspirational. 
He declared that the gathering was a 
friendly gesture which spoke well of the 
life insurance fraternity and its desire 
to extend a helping hand. He declared 
that he was in a decidedly tough spot 
where he needed help himself because 
not only was the room full of successful 
and important general agents but the 
new appointees were anything but spring 
chickens when it came to life insurance 
practices and technique. 

“Imagine my trying to give any point- 
ers to Jerry Eubank and some of the 
other fellows at this table,” he said. 

Then speaking in a more serious vein 
he told of the great insurance potentiali- 
tics of New York — and the respon- 
sibility which the new general agents had 
of picking their agents with the best i7- 
terest of life insurance at heart. He felt 
sure that these new managers fully ap- 
puéeiated their trust and would enroll 
agents which would be a credit, to the 
business. He paid the same kind of high 
tribute to the insurance agent which he 
made at the Association of Life Insur- 

(Continued on page 10) 
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Building b 
— Helping to Build 






A NEW “PENN POINT” 


The Penn Mutual Life Insurance Company now issues 
up to $50,000 on one medical examination. 


Our limits on male lives are as follows:— 


AGE AMOUNT AGE AMOUNT 
10-14 5,000 36 185,000 
15-17 50,000 57 170,000 
18-20 125,000 58 155,000 
21-24 200,000 59 140,000 
25-50 250,000 60 125,000 

ol 240,000 61 115,000 
a2 230,000 62 100,000 
53 220,000 63 90,000 
o4 210,000 64 75,000 
5H) 200,000 65 65,000 


Limits on female lives furnished upon request. 


We solicit your brokerage and surplus business upon 
the basis of “M & H Service” which includes the personal 
attention of a member of this firm to every case 
submitted. 


Let us show you how we are “Building by helping 
to build.” 


McWILLIAM & HYDE 
General Agents 


PENN MUTUAL LIFE INSURANCE COMPANY 
285;Madison Avenue New York Caledonia 3720 
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Ralph Engelsman to Be 
A Penn Mutual Manager 


NEW AGENCY IN NEW YORK CITY 





Million Dollar Producer Has Helped 
Train 1,500 Men at N. Y. University 
and Elsewhere 





The Penn Mutual Life announced this 
week that Ralph Engelsman, one of the 
most successful young producers in New 
York City and co-director of the life in- 
surance sales training course of New 
York University, has been appointed a 
eeneral agent of the company in Greater 
New York. It has not announced where 
his new cffices will be. 

Mr. Engelsman’s contracts have been 














RALPH ENGELSMAN 


very wide since he left high school in 
New York City to enter business. His 
first experience was in the cotton-goods 
line. Then he joined the Navy. After 
the war he became a life insurance agent, 
tying up with the Louis Lane office of 
the Equitable Life Assurance Society. 
He was a student of life insurance from 
the start, fought hard for business, pre- 
sented insurance arguments in a novel 
and vigorous manner and_ followed 
‘ presentation with results so that he be- 
came a million-dollar producer. 


Educator as Well as Producer 

In 1924 he joined the faculty of New 
York University life insurance school 
and took part in the conduct of train- 
ing schocls at Rochester, Buffalo, Okla- 
homa City and Boston. He became in 
demand as a speaker, was on the Na- 
tional Association’s program at Mem- 
phis, and has addressed underwriters’ as- 
sociations in this city, Montreal, Toronto, 
tica, Syracuse, Philadelphia, Providence 
ud Bridgeport. 

Last year he was chairman of the edu- 
“ational committee of the Life Under- 
riters’ Association of New York. A 
1ew book which he has written for Har- 
r & Bros., on the subject of sales con- 
cts, is soon to leave the press. 

Mr. Engelsman was twenty years old 
hen he sold his first policy and closed 
is initial year with about $90,000. In 
126 he paid for more than a million in 
echt months, and in 1927, despite the 
ct that he gave two full months to 
aining school work in Boston and New 
rk and took an extensive trip to Eu- 
rope, he paid for $600,000. Although less 
than thirty years old he has trained more 
than 1,500 men. 
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MADE BANK DIRECTOR 
E, L. Anderson, agent for the Frank- 
lin Life at Clarksdale, Tenn., has been 
wade a member of the beard of direc- 
tors of the Memphis branch of the lFed- 
eral Reserve Bank of St. Louis. 








Something To Consider 


Here is a news dispatch worthy of any man’s 
careful thought: 


‘‘Hoboken, N. J.—One man fatally hurt, four 
persons lost limbs and 26 others were injured here 
when a trolley car ran wild down asteep incline and 
telescoped another which had stopped.”’ 


The significance of this tragic 
event is obvious. None of the 
injured had any warning of 
disaster. Like most of fate’s 
most cruel blows it came un- 
expectedly. 


What more convincing argument could 
there be for the wisdom of immediate 
and adequate life insurance protection? 


The Prudential 


Insurance Company of America 


STRENGTH OF’ 


GIBRALTAR Home Office: Newark, New Jersey 


Epwarp D. Durrietp, President 











J. & H. And Home Life 
Men Get Together Lunch 


EUBANK EXPLAINS HIS PLANS 





Brokerage Concern To Build Its Own 
Structure And Not Raid Agents 
Of Other Offices 

Robbins & Simons, one of the gen- 
eral agents of the Home Life in Greater 
New York, gave a dedicatory luncheon 
on Friday of last week to members of 
the Johnson & Higgins organization 
and to officers and other general agents 
of the Home Life. 


As has been printed, Johnson & Hig- 
gins have been appointed general agents 
of the Home Life in fourteen cities. At 
this luncheon Gerald A. Eubank, man- 
ager of the Johnson & Higgins life in- 
surance division, explained what would 
be the life insurance attitude of that 
leading brokerage concern. He briefly 
sketched the history of Johnson & Hig- 
gins, which was formed in 1845, and in- 
cludes among its clientele many of the 
leading big business corporations of the 
country. 

He said that Johnson & Higgins had 
decided to go into life insurance only 
after reaching the conclusion that by 
doing so they could complete the cycle 
of full insurance coverage for their cli- 
ents. He made it clear that Johnson & 
Higgins intend to build a life insurance 
structure from the ground up and do not 
intend to make raids on the personnel or 
business of other offices, even although 
they intend to be an aggressive factor 
in life insurance. 

Twenty Contact Men 

The New York offices of Johnson & 
Higgins already have a force of twenty 
expert contact men who write all kinds 
of insurance and these are being rapidly 
trained to understand life insurance fun- 
damentals. These twenty men have the 
entre in the highest business places. The 
visits of these men and the literature 
that Johnson & Higgins intend to send 
out will help all life insurance by doing 
their share in breaking down sales re- 
sistance barriers. 

He described Johnson & Higgins as 
being producers in a dual sense. As 
zeneral agents they will be able to offer 
the same terms to brokers as any other 
gecneral agency, while as far as placing 
their own business is concerned they 
have made no attempt to get extra fa- 
vorable commission contracts. 

Mr. Eubank told how pleased John- 
son & Higgins were to be associated 
with the Home Life as general agents 
and Henry W. Lowe, vice-president and 
director of Johnson & Higgins, who fol- 
lowed him, also expressed pleasure in 
the connection. Mr. Eubank also praised 
the abilities and sincerity of James A. 
Fulton, head of the agency division of 
the Home Life. 

Mr. Fulton gave a description of life 
insurance production trends and said that 
to him it seemed inevitable that great 
general insurance offices such as John- 
son & Higgins would develop along life 
insurance lines. He said that business is 
built up on a base with three founda- 
tions: contracts, confidence and _ sales- 
manship. There is no substantial volume 
without all three. The business com- 
munity has confidence that Johnson & 
Higgins can handle insurance matters 
efficiently as that has been demonstrated 
in fire and casualty insurance, and he 
felt that life insurance would not be an 
exception. In fact, he was sure it would 
not under the management of Mr. 
Eubank. 

The meeting closed with a short talk 
by President Low of the Home Life, 
expressing satisfaction with the new 
Johnson & Higgins connection. Among 
those present was Harold S. Mayer, New 
Orleans general agent of the Home, Rob- 
ert Taylor, a director of Johnson & Hig- 
gins, and Matthew Kane of the J. & H. 


life division. 
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Jefferies New Agency 
Secretary Penn Mutual 


KNOWN THROUGHOUT COUNTRY 





Arthur B. Furner and Wallis Boileau 
Made Assistants to Vice-President 
of Agency Department 


J. Howard Jefferies, who since 1922 
has been assistant to the agency vice- 
president of the Penn Mutual, is now 
agency secretary, and will work in close 
association with Vice-President Hugh D. 
Hlart. Mr. Jefferies is known from one 
cnd of life to the other. He 
has spent many years with the 
Mutual; 





insurance 
Penn 
has been identified with agency 





J. HOWARD JEFFERIES 


management, as a member of the agency 
department, for a long time. His ap- 
pointment will be well received by the 
Penn. 

Two additional assistants to the vice- 
president in the agency department have 
been appointed, Arthur B. Furner and 
Wallis Boileau, Jr. 

Mr. Furner joined the Penn Mutual in 
1909 as traveling auditor. From 1911 to 
1915 he had general agent’s experience 
at Portland and Seattle on the Pacific 
Coast. From 1915 to 1922 he was a trav- 
eling representative of the agency de- 
partment. And since 1922 he has been 
a prominent member of the agency de- 
partment. His promotion is well earned, 
and his intimate knowledge of both field 
and home office conditions will be ex- 
tremely serviceable in the company’s 
agency-building program. 


Was George Wharton Pepper’s Secretary 


Wallis Boileau, Jr., was the other re- 
cipient of the title of assistant to the 
vice-president. From 1911 to 1914 he 
Was private secretary to George Whar- 
ton Pepper, general counsel of the Penn 
Mutual and former United States Sena- 
tor from Pennsylvania. In 1914 he joined 
the Penn Mutual as a member of the 
agency department, serving in various 
capacities, including that of editor of the 
“News Letter,” until November, 1917. 
From that time until 1919 he was in 
the service of the Government, in which 
vear he returned to the home office as 
« member of the home office agency. In 
1920 he was transferred to the agency 
department. 





HOUSE ORGAN IN TWO SECTIONS 


The Atlantic Life made a change the 
first of the year in the policy of get- 
ling out its house organ. Hereafter the 
\tlantic Life Bulletin will be issued in 
two sections. One, published the first 
of the month, will be devoted to feature 
articles, sales talks and the like. The 
other, published the tenth of each month, 
will be devoted strictly to statistical 
data. Robert G. Richards will get out 
hoth publications. Heretofore, all data 
has been included in one publication 
issued monthly. 
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MORTGAGE EXECUTIVE 
WANTED 


Substantial, long-established financial interests, now 
organizing a first mortgage company in New York City, 
are ready to appoint the chief operating executive, who 
will hold the office of President and General Manager. 


Excellent connections in various states and cities assure 
diversified loan opportunities and wide distribution of 
mortgages and mortgage certificates. 
sound methods only will be employed. 


A capable man of experience in this field of finance will 
find this the opportunity of a lifetime. 


Negotiations will be held in strict confidence 


Address Mortgage Executive, 
P. O. Box 109, Wall Street Station, New York 


Conservative and 


Salary basis. 
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CLOSES BIG GROUP CASE 





Equitable Society Insures 3,000 Em- 
ployes Sun Oil Co., Phialdelphia, 
For Total $6,000,000 
The Sun Oil Co., with headquarters in 
Philadelphia, has arranged a contract 
with the Equitable Life Assurance So- 
ciety covering the lives of 3,000 employes 
with $6,000,000 of group insurance. The 
company has arranged the contract on 
the contributory basis in which they pay 
a part of the premium, the employes 
paying the remainder. The protection 
provides life insurance and payment in 

case of total and permanent disability. 
The basis of the amount of insurance 
is to be determined on salary ranging in 


BACK WITH AETNA LIFE 
W. Sechtman Sie With R. H. 
Keffer, General Agent, At 
100 William Street 

Louis W. Sechtman will return to the 
Aetna Life organization as assistant to 
k. H. Keffer, general agent, 100 William 
street, New York City. He started his 
insurance career with the Aetna Life 
home office i 1916. Leaving his posi- 
tion, he served two years in France dur- 
ing the war and came back to the Aetna 
in 1919, remaining until 1926. 


Louis 








amounts from $1,000 to as high as $10,- 
00Q. New employes are to be eligible for 
insurance upon the completion of thirty 
days’ service. 























“There goes Mrs. Jenks. 
her so well dressed.” 


“Joe says it’s no problem to him. 





It must cost Joe a fortune to keep 


He's selling Perfect Protec- 


tion for the Reliance Life, you know.” 
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Tennis Star Back At 
His Insurance Desk 


DEFEATED CHINESE AND JAPS 











Vincent Richards Was in Orient On 
Four Months Trip and Is Now Ready 
To Again Write Insurance 





Vincent Richards, tennis star who is 
connected with the John T. Haviland 
Agency of the Equitable Life Society in 
New York City agent, is back 
from a trip through the 
He was accompanied by Mrs. 


as an 
four months’ 
lar East. 
Richards. 

Richards spent most of his time in 
Japan where he played in some of the 
large cities. His principal match was 
played against the Japanese champion, 
Teichioi Haroda, in the stadium at 
Osaka. Richards played him in both 
singles and doubles and won. both 
matches. He gave exhibitions in Tokio, 
Kobe, and Negora: he also played in 
some of the small towns such as Os- 
mori for a few days. 

Speaking of Japan, Mr. Richards said 
tennis is the second most popular sport 
there and that the Japanese are adepts 
at it. He did not lose a single match 
during his trip. 

Chinese Experience 


While in China he played against Lum, 
the Chinese champion, and beat him also. 
The Chinese, according to the Ameri- 
can star, are making good progress in 
tennis, although they are not nearly so 
skilful at it as are the Japanese. He 
said Lum learned to play while on a 
visit to Australia. From Japan, Rich- 
ards went to Shanghai, Hong Kong and 
Manila. 

When scen at his office in the Fifth 
Avenue Building by a reporter for The 
Eastern Underwriter Mr. Richards had 
just returned to his desk and was busily 
engaged in reading a large volume of 
correspondence which had accumulated 
during his absence. 

He said that he intended to work in- 
tensively from now until next May when 
he expects to sail for Europe. He is con- 
fident that he will sell a substantial vol- 
ume of life insurance during the com- 
ing year. 


JACK BERLET’S SCHOOL OPENS 





Meetings of Philadelphia Agency, Guar- 
dian Life, Started Jan. 16; Some 
Topics to Be Discussed 

Jack Berlet, Philadelphia manager of 
the Guardian Life, has made a somewhat 
unique appeal to attract the attention of 
life underwriters to the first 1928 insur- 
ance school of his agency. It is in the 
form of a fac-simile check made payable 
to the order of the prospective student 
in the course, and entitling him to attend 
all of the educational meetings. The 
meetings started January 16 and will oc- 
cur on Mondays, Wednesdays and Fri- 
days. 

Among the subjects to be discussed are 
the following: History of Life Insurance, 
Insurance Laws and Ethics, the Insur- 
ance Estate and How Created, Kinds of 
Policies, Rate Book and Rates, Non-For- 
feiture Values; the Salesman’s Major 
Asset; What the Insurance is and Does, 
Dividends and Net Costs; the Applica- 
tion—T'wo Forms, the Medical—the In- 
spection; By-Products of the Created 
Estate, 20 Payment Life Contract; the 
Administration of the Created Estate, 
Modes of Settlement; Prospects and 
Prospecting, the Disability Clause; Se- 
lection of Risks, the Double Indemnity 





Clause; Analyzing Cases, the Agent’s 
Manuel; Business Insurance and Life 
Insurance Trusts; the Approach and 


Pre-Approach, 
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Bankers Meet With 
Life Underwriters 


PHILADELPHIA ORGANIZATION 
The Two Groups Have Co-operative 
Association There; Insurance Trusts 
Subject Of Talk 





The first meeting of a co-operative as- 
sociation of life underwriters and bank- 
ers operating in and around Philadelphia 
was held at the Bellevue-Stratford last 
week 


by John A. Reynolds, assistant vice-pres- 


The principal address was made 


ident of the Union Trust Co. of Detroit. 
In speaking of banking and insurance re- 
lations Mr. Reynolds said, “There may 
be some feeling of competition between 
insurance men and bank officials. In 
some cases this has been caused by a 
mistaken notion of loyalty among insur- 
ance men. Many having got the idea 
that if they were to come to any under- 
standing with trust companies for the 
placing in trust of a client’s life insur- 
ance, they would be defeating the ambi- 
tions of their own companies and that 
somehow the home office would take ex- 
ception, Of course, this is not true. The 
majority of the insurance companies at 
this time encourage rather than dis- 
courage the placing of trust prerogatives 
in the hands of banks.” 
New Organization 


Mr. Reynolds’ address was the feature 
of the first general meeting of repre- 
sentatives of those two professions 
around whose activities are centered in 
and around Philadelphia, Representatives 
of both groups formed an organization 
several months ago to bring closer co- 
operation between life underwriters and 
trust companies and banks having trust 
departments, with the thought of en- 
abling both to render greater service in 
life-insurance trusts. 


Notables Present 


E. J. Berlet, manager of the Guardian 
Life, presided at the dinner, Arthur 
Kitson, Jr., vice-president and trust of- 
ficer of the Franklin Trust Co., was 
chairman of the committee on reception. 

Among those who attended the meet- 
ing were Matthew H. Taggart, Insur- 
ance Commissioner of Pennsylvania; 
William A. Law, president, Penn Mu- 
tual; William F. Kurtz, president, Co- 
lonial Trust Co.; Clifton Maloney, presi- 
dent, Philadelphia Life; M. A. Linton, 
vice-president, Provident Mutual; C. J. 
Craft, president, Central Trust & Sav- 
ings Co.; Frederick G. Woodworth, 
vice-president, Girard Life, and Niels M. 
Olsen, president, Philadelphia Associa- 
tion of Life Underwriters. 


BIG MUSICIANS’ GROUP 
Union Labor Life Writes One For $15,- 
000,000; Cigarmakers’ Union Takes 

$6,500,000 Group 

Effective January 1, 1928, The Union 
Labor Life Insurance Company has 
placed the following group policies: 

Musicians’ Protective Union No. 802, 
approximately, $15,000,000. 

Musicians’ Protective Union No. 520, 
approximately, $1,000,000. 

A policy covering members of the Ci- 
garmakers’ International Union of Am- 
erica for approximately $6,500,000 _be- 
came effective December 31, 1927. With 
these policies this Company now has ap- 
proximately $33,000,000 of group insur- 
ance in force after having been doing 
business for only six months. 


A CONSERVATION ACE 

Tom M. Scott of Texas is the con- 
servation ace of the Central States Life 
agency organization with a renewal per- 
centage for the year of 92. He was presi- 
dent of the Central States Life Club 
in 1926 and has qualified for the 1927 
club. 

















Compares Fortune Of 
E. A. Woods With Others 


SMALLER THAN IN MANY LINES 
This Paper Told Really Great Estates 
Are Not Built by Life Insurance 
Producers 


The fact that Edward A. Woods of 
Pittsburgh left an estate, including in- 
surance, of less than $2,000,000, even al- 
though for many years he was the lead- 
ing general agent of America, has re- 
sulted in The Eastern Underwriter re- 

os ie : nian 
ceiving some letters from insurance men, 
making comments on the earning poten- 
tialities of production people. Some ex- 
press surprise that a greater estate was 
not left, but, as The Eastern Under- 
writer has previously stated, Mr. Woods 
gave considerable to charity while living, 
spent a lot of money on his activities 
for the National Association of Life Un- 
derwriters, and was not connected in 
money-making business other than that 
of life insurance. 

Anyway, the gist of one of the letters 
follows: 

“There is as you know from time to 
time criticism among merchants and 
bankers, and people outside of the insur- 
ance business, of the enormous earnings 
of the life insurance agent, but the suc- 
cessful banker or merchant or stock 
broker, who had accumulated only $1,- 
000,000 or $2,000,000 would not be con- 
sidered a very large potato as compari- 
sons are made in these days. 

“Of course, Mr. Woods’ case was an 
unusual one, and yet it is undoubtedly 
the very minimum of what would be con- 
sidered extraordinary success on the part 
of banker, merchant, stock broker, real 
estate operator, etc. 

“Of course it is a well known fact that 
the average carnings of life insurance 
agents are moderate. Still many of them 
are very successful and Mr. Woods Was 
one of them. But as I said the highest 
pinnacle of success for a life underwriter 
bears no comparison at all with what is 
considered extraordinary success as to 
income and accumulation of an estate in 
lines of commercial endeavor, 

“In comparison with the profession, 
like law and medicine, I think the earn- 
ings of the average life underwriter may 
be about equal to the professions. 

“It is the merchant and the banker in 
many cases who complains most about 
the high cost of insurance, fire, work- 
men’s compensation, business life insur- 
ance, ete., and it is this class of kickers 
generally who try to use the cheaper 
forms of insurance, such as reciprocals 
and sayings bank life insurance.” 


PRUDENTIAL’S POSTAGE BILL 


The volume of business transacted by 
The Prudential, according to a report 
made by I. Harry Ogden, manager of the 
mail department, amounted to $294,000 in 
postage for outgoing mail. This was an 
increase of several thousands over the 
expenditure for the same purpose in 
1926. “It is not unreasonable to assume,” 
Mr. Ogden said, “that this year will see 
The Prudential spending more than 
$300,000 for postage, or an average of 
more than $1,000 for each working day.” 
The company is operating throughout the 
United States and Canada and has 21,- 
000,000 policyholders. 





METROPOLITAN LIFE GIFT 


The Metropolitan Life has contributed 
$10,000 to a diphtheria prevention cam- 
paign being waged by State agencies 
outside New York City, it was an- 
nounced last week at a meeting of the 
State Committee on Tuberculosis and 
public health of the State Charities Aid 
Association in the Roosevelt Hotel, New 
York. Plans were discussed for the third 
New York Health Conference which will 
take place February 23 and 24 in the 
Roosevelt. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 














Ad 








New York Life Agents. 
Paid for 
927 Million Dollars 


of NEW BUSINESS DURING 
THE NEW YEAR 


@j This is the largest total secured by 
Nylic Agents in any year in the 


Company's history, exceeding their 


record for 1926 by 
$27,000,000 


gq The Company’s' ‘total insurance in force 
on December 31, 1927, was over 


Six and a; Quarter Billions, viz., 


$6,285,800,000 


q In their service to the public, Nylic 
Agents continue to prosper and to forge 
ahead to greater achievements. 








“Is it any wonder that meas- 
ured by usual standards, 
Nylic agents are indus- 
trious, persistent, satis- 
fied and happy?” 











NEW YORK 
LIFE INSURANCE 
COMPANY 


346 BROADWAY, NEW YORK 
DARWIN P. KINGSLEY 


President 





New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 
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J. T. Shirley Manager Of 
New England Mutual 


GETS PITTSBURGH APPOINTMENT 

Member Of Board Of Trustees Of 

Bucknell University And Active In 
Life Underwriters’ Association 


The New England Mutual has ap- 
pointed John T, Shirley general agent of 
the company at Pittsburgh, succeeding 
‘homas W. Pomeroy, who has desired 
jor some time to be relieved of his re- 
sponsibilities as general agent. Mr. Pom- 
croy was appointed to this office twenty 








f 











JOHN T. SHIRLEY 


years ago. He will now devote his time 
wholly to his personal clients. 

A graduate of Bucknell University in 
the Class of ’09, Mr. Shirley is also a 
member of the board of trustees of that 
college. After working in a bank for 
some years, he went with the Equitable 
Society and in 1914 was appointed su- 
pervisor of agents for central Pennsyl- 
vania with headquarters at Harrisburg. 
In 1918 he was appointed manager in 
western Pennsylvania for the Connecti- 
cut General, an office which he has filled 
with distinction and marked success for 
the past ten years. He has taken a keen 
and active interest in underwriters’ asso- 
ciation affairs, and is now a director of 
the Pittsburgh Life Underwriters’ As- 
sociation, Inc., and chairman of its law 
and comity committee. 

For the next few weeks he will occupy 
the present offices of the New England 
Mutual Agency in the Benedum-Trees 
building, but on March 1 the agency will 
move to larger and more convenient ac- 
comodations in the new Clark building. 








agencies. 


110 Fulton Street 








An Old Massachusetts Life Insurance Company 
is seeking an 
Assistant to the Superintendent of Agencies 
preferably in his early thirties. 
Personal sales experience necessary. 
One to do constructive sales work in Home Office and 


A permanent Home Office connection of unusual merit with 
opportunity for advancement. 


Address with full information 


Assistant Superintendent of Agencies 
MASSACHUSETTS COMPANY 
THE EASTERN UNDERWRITER 


New York City 














PAUL ALEXANDER’S DINNER 





Guardian Life Manager, Brooklyn, Holds 
Annual Affair At Capitol Club; 
Had Good Year 

The annual dinner of the Pdul Alex- 
ander Agency, Guardian Life, Brooklyn, 
took place at the Capitol Club, Flat- 
bush, Tuesday evening, January 10. 
About sixty people attended the affair 
including the following home office offi- 
cials: James A. McLain, superintendent 
of agencies; Frank Weidenborner, assis- 
tant superintendent of agencies; R. W. 
Griswold, agency assistant and J. C. Slat- 
tery, publicity manager. All of these 
made addresses, the principal speaker 
being Mr. McLain. Max Kiss, vice- 
president and gencral manager of the 
Ex-Lax Company, who was also a speak-: 
er, gave the layman’s point of view of 
life insurance underwriters. Mr. Kiss is 
himself a policyholder and a warm friend 
of insurance men. Paul Alexander also 
made a few brief remarks. 

This agency closed 1927 with more 
than $3,000,000 of paid business which 
is about a half million in excess of the 
1926 paid business; it was the best year 
Paul Aiexander has had since he started 
the Brooklyn office a few years ago. A 
jazz band provided the music and enter- 
tainment. 


1927 Business 


Additional paid estimates of life com- 
panies for 1927: 





1927 Estimate 1926 

Company Paid Paid 
Amicable Life ........ $9,908,907 $7,841,452 
Bank Savings Life...... 13,918,698 10,326,335 
Canada Life Assur. .....127,772,759 138,766,588 
Central States Life..... 16,500,000 33,014,899 
Missouri State Life....196,177,393 179,542,912 
Mountain States Life... 5,072,237 3,142,019 
New World Life........ 7,626,348 9,656,178 








Pennsylvania 





Provident Mutual 


| Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
' 1927, the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 


Founded 1865 














KEANE-PATTERSON TO MOVE 





New York General Agents, Mass. Mutual 
Life, To Occupy Nineteenth Floor 
In Present Building 
The Keane-Patterson Agency of the 
Massachusetts Mutual, New York, this 
week announced a new program of ex- 
pansion. = 1925 when they opened, oc- 


cupying 2,000 square feet in the Penn- 
Sylvania building on 34th street, New 
York City, their first year’s paid-for 


business totaled $10,000,000. 

The next year these quarters became 
cramped and they were obliged to occupy 
additional space which it was estimated 
would take care of the growth for sev- 
eral years. At the end of 1927 further 
expansion was necessary. 

New plans to occupy 6,000 square feet 
on the nineteenth floor of the same build- 
ing are in the process of completion and 
on March 1 the agency staff will be in 
their new quarters. As the new space is 
generously lighted, with the latest im- 
provements, in agency arrangement, the 
Keane-Patterson Agency will have one 
of the most up-to-date offices in the city. 


Canadian Stocks 


The latest stock quotations of Cana- 
dian companies follow: 








r1¢ 4ASKO 

RRNM:  AODS eo Karcwweea coresces rc _— 
Canadian Fire 125 
Canada Life ...... i 
Canada Nat’l. ..... 20 
Confederation Life oi 
Crown Life, Full Pd - 
Dom. of Can. G. ay 
BRMNUOIR NANO a oc icba nance ccs s oe 
. Dominion Life, 50% “i 
RRGCHME EA oo cacgnteweccesucas 130 
Fid. of Can., Full Pd L 155 
Great West Lie osc cicccccccace 429 550 
Imperial Life, 85% Pd........... 25 450 
Manufacturers Life, 55% Pd 435 475 
Monarch Life, 10% Pd.......... 43 46 
Montreal Life, 20% Pd. ......... 68 72 
Ontario Equitable, 100% Pd....... 38 42 
Sum Esle; 7596 PGs ccsdcscccdces 1750 1850 
Wester Asitoc. <.s.060ccdccccn cs 60 65 


15,000 Interviews For 
A. B. Cheyney Since 1912 


HELD UP AS MODEL BY BURNET 





President Continental American Tells 
Agents They’ Can Make $25,000 
Yearly by Persistent Industry 
How an average life agent can build 
an income of $25,000 a year for himself 
was described by Philip Burnet, presi- 
dent of the Continental American of 

Wilmington in an address this week. 

The key to a big income, he said, is 
to make a large number of trials and 
make them frequently. Such an agent 
must see at least five persons a day for 
at least five days a week. Then large 
volume will inevitably take care of itself. 

Five real interviews every day means 
1,250 interviews a year. It would be 
difficult to avoid closing 10% of the 
cases of 125 apps in all. If the apps 
average only as much as those of the 
company as a whole they will average 
$5,000 each, or a total of $625,000 applied 
for. Of this amount, at least $400,000 
should stick. If the agent is better than 
the average his average per man will 
be higher than $5,000. 

Discusses A. B. Cheyney 

As the agent becomes more persistent 
and successful he naturally becomes 
more of an expert. Eventually his pro- 
duction will reach the $1,000,000 class. 
Renewals pile up and after ten or fifteen 
years of this kind of work a $25,000 in- 
come is easily possible. 

As a model agent Mr. Burnet discussed 
the experience of Arthur B. Cheyney of 
Philadelphia, to whom the company paid 
$40,000 in commissions last year. He 
has been with the company fifteen years, 
the first year netting him only $2,000. 
He has succeeded by writing more and 
larger policies. It’s steady work which 
is the keynote of his success. In those 
fifteen vears he has had more than 15,- 
000 interviews. 

Among people with whom life insur- 
ance people do-business one out of every 
four of five insures within the course of 
a year. In other words, of the persons 
who have life insurance one is insured 
within each five years. 





MAKE E. F. H. ROBERTS ACTUARY 

Emory F. H. Roberts, son of Artemus 
Roberts who organized and built the 
Amicable Life of Texas, has been made 
actuary of the Bankers National Life of 
Jersey City. Mr. Roberts has been as- 
sistant actuary of the Southland Life 
and more recently was secretary and ac- 
tuary of the Union Central of St. Pe- 
tersburg. 


JUDD GRAY ESTATE PAID 
The Union Central Life has paid the 
$30,000 insurance it had on the life of 
Judd Gray, who was electrocuted last 
week, having been found guilty in the 
Snyder case. 








We can’t serve all the 


—but we are giving 


2118 Pennsylvania Bldg. 








neighborhood a brand of service that will 
make us famous—and that’s what we’re after. 


DEWEY R. MASON, General Agent 
Life, Accident and Group Insurance 
7ETNA LIFE INSURANCE COMPANY 


CHICKERING 6270 
Right at the Heart of Things 


Brokers in Manhattan 


those in our general 


225 West 34th Street 
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Savage & Walker Make 
Good Running Team 


REPRESENT MANHATTAN LIFE 


P. G. Savage Is Old Time Insurance Man 
While T. F. Walker Is From The 
Theatrical Field 

Savage & Walker, a general agency 
which the Manhattan Life appointed last 


summer in uptown New York, is now 
on its way to becoming one of the 
strongest agencies of this company in 


Starting actual business in 
1927, its paid-for volume by the 
than half a 


the country. 
\ugust, 
end of December was more 


million dollars. Its goal is $2,000,000 
paid-for this year. 
Mr. Savage is an old-timer in the in- 


surance business. He handled the indus- 
trial accident and health department of 
the Commercial Casualty in New York 
years ago and then he went into the 
brokerage field for himself. In 1916 he 
became an agent for the Equitable Life 
Assurance Society in New York and be- 
fore he left that company in 1926 he 
had placed $3,000,000 of insurance on the 
books. Mr. Savage is just 
manager as he is a personal producer. 
\lthough the agency is in its first year 
there are now six full time producers 
connected with it 


Thirty Years A Showman 


as got da 


Mr. Walker has been a showman for 
thirty years and he’s proud of it. His 
contacts among theatrical people are 
wide and although he only started selling 
life insurance last year he has already 
rolled up a nice volume. A graduate of 


Leland Stanford University, he was first 
with Fred Belasco, brother of David Be- 


lasco, in California as the producing elec- 
trician. Then he turned his energy to 
the supervision of presentations with 
such producers as A. H. Wood, George 
M. Cohan, the Broadway Theatre Pro- 
ductions, Thomas H. Ince and others. 
One of the features of his career as 
a showman was to be the pioneer in 
staging pen air opera at the Polo 
Grounds, New York, during the season 
of 1924-25. He was with Mr. Ince from 
1910 to 1920 and one of his outstanding 
achievements with him was to edit the 
great peace moving picture, “Civiliza- 
tion,” in every known language spoken 


and supervise its presentation in all parts 
of the world. During the war he was 
loaned to the U. S. government to su- 
pervise the making of war pictures. At 
the time he resigned from the Ince 
ganization to become assistant managing 
director of the Capital Theatre, he was 
in charge of all the Ince production work 
in the East 


or- 


Mr. Walker is a Mason and a Ro- 
tarian and belongs to the Friars, Level 
Club and the Canadian Club. Mr. Sav- 
age is also a Mason, a Shriner and is 
a member of the Level Club. He is act- 
ive in the Grand Street Boys’ Club as 
well 

Mr. Walker has also had sales expe- 
rience with three national organizations 
and for a time conducted the Walker 


Company which shipped educational pic- 
tures to foreign markets during the war. 
So it can be said that he comes into the 
life insurance field with a well defined 
idea of salesmanship. 


CAROLINA LIFE HOLDS MEET 

At a meeting of the district managers, 
superintendents and supervisors of the 
Carolina Life held in Columbia, S. C., 
recently, Commissioner McMahon, Fitz 
Hugh McMaster, former insurance com- 
missioner and Governor Richards were 
among the speakers. 








W. A. SCANLON TALKS 
W. A. Scanlon, southwestern manager 
of the “National Underwriter,” made a 
talk before Houston, Tex., insurance 


men a few days ago saying that Houston 
is becoming one of the largest insurance 
centres in the country. 
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TRAVELERS CAMPAIGN 





Agents Will Honor Howard, Armstrong, 
and Scott in Special Drive; Latter 
With Company 60 Years 

The most intensive drive scheduled for 
1928 is the Howard-Armstrong-Scott 


campaign for life insurance, now under 
way. It covers three months, January, 
February and March. The men from 


whom the campaign takes its name are 
James L. Howard, vice-president; H. H. 
Armstrong, vice-president; and J. Stan- 
ley Scott, secretary. 

Colonel Howard has been with the 
Travelers thirty years and has long been 
associated with the life department in an 
executive capacity. He has been called 
the directing genius of the life depart- 


ment. Mr. Armstrong has been with 
the company since 1905 and is head of 
the agency division. There probably is 


not a city of any size in the country 


which he has not visited, while he has 
also been in many hamlets where the 
oracle of the crackerbox still holds sway. 
Mr. Scott has been with the Travelers 
six decades; in fact, is the oldest offi- 
cial of the company in point of service. 

The company expects to make an in- 
crease of 33-1/3% in new issued life 
business for the first four months of 1928, 





THE THOUSAND DOLLAR DEAL 

During the fall of the year the 
Washington Agency of the Mutual Bene- 
fit carried through a most unusual cam- 
paign, the purpose being to write thou- 
sand dollar policies on the lives of peo- 
ple who were not already insured with 
the Mutual Benefit. The campaign was 
advertised under the slogan, “The Thou- 
sand Dollar Deal.” Space was used in 
two daily newspapers and mailing pieces 
were sent to prospects four and two days 
respectively before it was planned to 
have an agent call. 


SECOND WEEK OF LIFE SCHOO!. 


Connecticut 


Course 





General’s 


Held at Raleigh, N. C.; 


Inter- 


esting Subjects Will Be Discussed 
The second week of the School of Life 


Insurance Salesmanship was held at the 
Neal Agency, Raleigh, N. C., Connecticut 


General. 
surance 
and per 


discussed by L. 
tional director. 


week. 


1g ae 


The advantages of the life in 
estate, assuring 
sonal needs are subjects to be 
B. Hendershot, 


Anderson will talk on salesman- 
ship, the approach, planning the presen- 
tation, meeting objecticns. 
diner will present the function and needs 
of accident insurance. 
starts the first lectures on group insur- 
ance, its history and development, given 
By Jock. 


Ritch of the home office. 


Salesmanshiy 


the education 
educa- 
Disability protection and 


business insurance will be the subject of 
other lectures to be given later in the 


c. M. Gar- 


This week also 








ASSETS 
Bonds, 
Government, State, County, 
and Municipal $3,869,981.22 
Railroad, Pub- 


lic Utility, ete. 5,775,659.69 





First Mtg. Loans (City 
Farm) - - - - - = = 
Collateral Loans Sts sce 
Policy Loans - - - - - - 
Real Estate - - - - - - 
Premiums, Due and Deferred - 
Cash on Hand- - - - - 
Interest Due and Accrued nal 
Other Assets - - - - - 





e 0. J. ARNOLD, presient 





50 Million Dollars 


An Increase over 1926 New Business of over 


6 Million Dollars 


Gain in Paid-for Insurance in Force 


23 Million Dollars 


Admitted Assets increased over 


44 Million Dollars 


| NORTHWESTERN NATIONAL 
| LIFE INSURANCE COMPANY 


| STRONG~ MinneapolisMinn. ~ LIBERAL 


43rd Year 


A Year of Progress 


New Business during the year—Paid-for basis 


13% 
10% 
20% 


Financial Statement, December 31, 1927 


LIABILITIES 


Reserve on Policies 
Death Claims Due and Unpaid 


$23,557,146.00 
None 


Claims Reported but Proofs 








of Loss not Received - - - 147,477.36 
Present Value of Death, Dis- 
a ability, and other Claims 
imei cea Payable in instalments - - 583,061.64 
Premiums and Interest Paid in 
ori Advance - - - - - - - 181,254.67 
ee Reserve for Taxes Payable in 
4,842,112.85 06. s -~- ss ss >. Be 
1,663,607.74 > a Eran 
—— 3.00 Profits for Distribution to 
ereaeae Policyholders - - - - - 1,190,766.91 
stata dentine All other Liabilities - - - - 140,244.39 
623,264.91 Contingency Reserves - - - 853,913.57 
icsiioees Surplus to Policyholders - - 2,510,459.53 
(Including $1,100,000 Paid in Capital) 
$29,379,434.07 TOTAL - - - - - $29,379,434.07 





| me 
| 





PARTICIPATING 


substantial capital 


| A Company combining with all the benefits of 
mutuality the advantages of a 


NON-PARTICIPATING 














$257,825,730.00 Insurance in Force 
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Article on Insurance 
For School Teachers 


PRINTED IN WISCONSIN PAPER 





Value of Life Insurance as a Social In- 
stitution as Seen by 


A. A. Heald 





The value of life insurance for teach- 
ers is the subject of an interesting article 
in the “Wisconsin Journal of Education,” 
the author being A. A. Heald. 


Asking his readers to forget for the 
time being the gigantic proportions as- 
sumed by life insurance in this country 
and to consider the value at which this 
important social factor must be appraised 
by millions of people to make possible 
its phenomenal but thoroughly sound 
development he gives three items to 
dwell upon. They follow: 

First: Large businesses place upon 
their active executives the value in dol- 
lars and cents that these executives have 
for them. As much as possible of this 
value is covered by life insurance made 
payable to the corporation to replace the 
loss which must occur in the eventual 
death of an important executive. 

Second: Because they recognize the 
value of concealed assets, the gentle 
compulsion of the premium payments, 
the immediate money necessary for tax- 
es, and family protection essentially sep- 
arate from their real property, business 
men of today carry large lines of in- 
surance. 

Third: Professional men and wom- 
en are responsible for a large part of 
the growth of life insurance companies 
during the past decade. 

Continuing he said: 

“Let us consider the reasons why life 
insurance is meaning more and more to 
teachers as one group in the professional 
class of workers. While circumstances 
vary with each individual, the general 
reasons why teachers take out life in- 
surance may be stated as follows: For 
the protection of loved ones; for pro- 
tection against old age; for the sys- 
tematic and gentle compulsion of sav- 
ing; for some charitable bequest; for 
the safety of the money so saved; and 
for the accomplishment of special ob- 
jectives which vary with individual cir- 
cumstances and conditions. 

The Terrifying Thought 


“These reasons apply to educational 
workers of both sexes. Some women 
teachers may wonder just how the need 
for protection might arise in their par- 
ticular cases. True, many do not feel 
the immediate need of protecting loved 
ones; but surely some day, if life con- 
tinues, each will be guaranteed at least 
one dependent. That person will be her- 
self and will be with her always in old 
age, 

“The most terrifying thought of the 
self-supporting woman is the possibility 
of reaching old age without money. In 
her heart she dreads the time when ill 
health, domestic duties, old age, etc., will 
cut off her earning power, we are told. 
In 1925 there were 16,000,000 self-sup- 
porting women in the United States en- 
gaged in over 400 occupations, and un- 
doubtedly this number has been enor- 
mously increased since the Great War. 
That their need for protection is great 
is unanswerably demonstrated by statis- 
tics which show that 95% are dependent 
at the age of 65. 

“Not only does the fear of reaching 
old age without sufficient income to 
guarantee independence manifest itself, 
but the fear of disability also prompts 
the farsighted to protect themselves. 
Through life insurance, the cash value 
of policies in these times of distress and 
of fluctuating security values may be im- 
nediately available as a loan without 
embarrassment or delay. There may be 
Incorporated in the life insurance con- 
tract a feature which guarantees a 
monthly income and which waives the 


(Continued on page 13) 


DOCTOR A DIRECTOR 





Board Of Kansas City Life Elects H. A. 
Baker A Member; Dix Teachenor 
Leads Company; Educational Work 
At the regular annual board meeting 

of the Kansas City Life Dr. H. A. Baker, 

medical director, was selected to fill the 
vacancy on the board caused by the 
death of T. J. Green. 


The company closed the year with 
$369,602,966 of business in force and in- 


creased its policyholders from 132,000 to 
168,000. 

Minnesota has been placed under the 
direction of W. T. Koop, general agent, 
assisted by C. L. Burlet, agency super- 
visor. Mr. Koop’s office is in St. Paul. 

Group meetings under the direction of 
the educational department of the Kan- 
sas City Life have been continued dur- 
ing 1928 and will be held during the year 
at the following places: Home office, 
Dallas, Tex.; Birmingham, Ala.: Wash- 
ington, D. C.; Columbus, Ohio.; Chicago, 
Il.; Denver, Colo.; San Francisco, Cal. 

A new correspondence course for be- 
ginners has been established by the 
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ble for our great expansion. 


pany. 


Pittsfield, Massachusetts 








THE BERKSHIRE LIFE INSURANCE COMPANY 


Writes all forms of standard participating contracts. 
Our SERVICE to POLICYHOLDERS and our splendid spirit of 
co-operation between HOME OFFICE and FIELD FORCE are responsi- 


Territory open for connection with this fine old Massachusetts Com- 


BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1928 





FRED. H. RHODES, President | 











company. This beginners course does 
not take the place of the standard 
course in operation for the past year. 

Dix Teachenor issued during 1927 $1,- 
057,450 of business. His renewal expe- 
rience for 1927 was 96.3%. He wrote dur- 
ing 1927 168 applications. Two other men 
in the Kansas City Life organization 
wrote during 1927 over a million dollars 
of business: W. G. Hunter, state man- 
ager of Utah, and Bayard Judd, joint 
state manager in California. 





J. M. WEBB’S NEW CONNECTION 
J. M. Webb is now associated with 
the Bankers National Life of Jersey City. 





CALDWELL BUYS ANOTHER 





Knoxville “Journal” Added to the Nash- 
ville Banker’s Chain of Daily 
Newspapers in South 

Another newspaper has been added to 
the chain owned by Rogers Caldwell, the 
Nashville banker who also controls sev- 
eral insurance companies; and Colonel 
Luke Lee of Tennessee. The latest to 
go into the Knoxville 
“Journal.” Others are the Nashville 
“Tennessean,” Memphis “Commercial 
Appeal,” “Evening Appeal” and Atlanta 
“Constitution.” 


group is. the 














Insurance Trust. 
subject most vital to him—his family. 
whole question of adequate protection. 


BEVERLEY DUER 








A NEW INTERVIEW WITH 
AN OLD POLICYHOLDER 


HE old policyholder will be interested in the Life 


interview or as a result of it, consultation and confer- 
ence with the Trust Department of this bank on all 


phases of the Life Insurance Trust are available to 


underwriters. 


National Bank of Commerce in New 


TRUST DEPARTMENT 


C. ALISON SCULLY 
Vice-President 


Trust Officers 


It is a new discussion of the 
It reopens the 

It shows the 
necessity for more insurance. As a preliminary to the 


MELVILLE W. TERRY 


York 
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1927 Healthiest Year 
Experienced in the U. S. 


INDUSTRIAL DEATH RATE LOW 


Auto Fatalities Increase According to 
Secretary’s Report of Association 
of Life Presidents 


In a report transmitted last week to 
Life 


secretary 


the Association of Presidents, 
Wight, and 
ager of the association, dwells in length 
upon the national health improvement in 
1927. He points out the fact that while 
life insurance companies of this country 
paid out a larger amount than ever be- 
fore in death claims, the ratio of deaths 
to the total number of individuals insured 
shows a substantial decline. The mor- 
tality experience of the companies, says 
Mr. Wight, not only demonstrates that 
the United States was much healthier in 
1927 than in 1926, but also indicates that 
1927 probably was the healthiest year yet 
experienced in this country. 


George T. man- 


Year In Extending Human Life 

The report in part states that, “rea- 
sonable forecast can now be made that 
the death toll, among each 100,000 of our 
insured population, was about fifty-five 
persons less during 1927 than during 
1926, and that this decrease in the death 
rate spread over the entire population 
resulted in an aggregate saving of about 
65,000 lives during the past year—an 
enormous economic gain. This achieve- 
ment of the year in extending human 
life is indicated by the combined mor- 
tality experience of fifty-two leading in- 
surance companies which have contrib- 
uted their records to the association for 
this study. 

“These companies reported 280,930 
deaths among over 38,000,000 policyhold- 
ers during the first ten months of 1926 
and 275,262 deaths among over 40,000,- 
000 policyholders during the same period 
of 1927. The data, which cover policy- 
holders from all sections of the United 
States, aggregating about one-third of 
our entire population, and which include 
both ordinary and industrial death 
claims, may be taken as fairly indica- 
tive of the current health trend of the 
nation. The records have been adjusted 
to a yearly basis and have been con- 
verted to death rates per 100,000 indi- 
viduals.” 

Mr. Wight points out the fact that 
the death rate among life insurance pol- 
icyholders is found to have been 823.5% 
in 1927, as against 878.1% in 1926—54.6% 
fewer deaths among cach 100,000 persons 
last year. 

Industrial Rate Low 

In commenting upon industrial deaths, 
he says, “The industrial death rate for 
the companies, reporting on that class 
of business, was 914.7% per 100,000 in- 


Write Disability With 
Care, Says G. E. Bulkley 


SELL ONLY WITH KNOWLEDGE 








Risk May Present Conditions Which 
Prevent Acceptance On Disability Plan 
And Hence Policy Will Be Refused 





That agents should not over-play dis- 
ability—sell lines without facts—is the 
advice which was given to the Pixler & 
Pixler agency of the Connecticut Gen- 
eral at Huntington, W. Va., a few days 
ago by Vice-President George  E. 
Bulkley. 

“The 


Connecticut General offers its 


agents exceptionally good disability 
plans,” said Mr. Bulkley, “but there is 
danger in their handling unless you 


know the coverage and the hazard in- 
volved. You may easily oversell on the 
most liberal disability clause, for exam- 
ple, only to find that the risk presents 
certain conditions which prevent the ac- 
ceptance on any disability plan, and the 
policy is consequently refused. Possibly 
a better understanding of the risk and 
the coverage on your part would have 
prevented such an unfortunate outcome. 
Tubercular Situation 

“Tubercular tendencies are the source 
of the greatest number of claims, and 
underweights, particularly at the young- 
er ages, must be looked on at least with 
suspicion. Some risks perfectly accept- 
able for life insurance are not good risks 
for disability. The disability clause has 
won for itself a secure place in the mod- 
ern life insurance contract, but it may 
be a dangerous friend in unskilled 
hands. 

“If the insurance is to be permanent, 
or reasonably so, the policy must fit the 
needs of our prospect. Remember you 
are the expert called in to prescribe for 
the future financial well-being of your 
client and can no more deal intelligently 
with the patient than could a doctor 
unless he inquired as to the symptoms 
of his patient and made a study of his 
physical and nervous make-up. You 
must first know why insurance is needed 
and then present the form and amount 
best adapted to help your prospect carry 
out the plans and objects in life which 
he has at heart. The day has gone by 
when an insurance policy is sold as such. 
Today we sell a man a monthly income 
to his wife to pay her monthly bills in 
terms of bread and butter, or travel and 
recreation for his own old age, or an 
education for his children.” 





NEW BEERS & DE LONG OFFICES 

The newly-appointed general agent of 
the Mutual Benefit Life in New York, 
Beers & DeLong, who have succeeded L. 
A. Cerf, announce the removal of their 
offices on February 18 to the fifteenth 
floor of the Transportation Building, 225 





(Continued on page 17) 
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this increase. 








I Thank You 


The past year showed an increase of 200% in our paid- 
for volume and I thank those brokers who contributed to 


Here's hoping 1928 will be mutually profitable to all of E 
us and that more brokers will find that this office can be Ee 64 
helpful in solving their problems. 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


STUART D. WARNER 

General Agent = 

25 WEST 43rd STREET, NEW YORK F 
Telephone Murray Hill 0490 


Broadway. 
ao, 


























THE VERDICT 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. For seventy-six 
years the Massachusetts Mutual has been building up a nation-wide 
reputation. Its friends are everywhere and are ever ready to testify to 
the efficient service that it always renders. There is no better company 
to buy from and none better to represent in the Field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 


More than a Billion and a Half of insurance in force 














AGENCY DEVELOPMENT 





McLain and Weidenborner Attending 
Atlanta Guardian Conference; Wash- 
ington Conference Next cn Program 
Superintendent of Agencies James A. 

McLain and Assistant Superintendent 

Frank F. Weidenborner, Jr., Guardian 

Life, attended the first of a series of 

Managers’ Conferences, that of the 

Southern Agencies to be held at the 

Atlanta-Biltmore Hotel this week. Two 

days after that conference the managers 

of the Eastern District agencies will 
meet at the Mayflower Hotel in Wash- 
ington, D. C., for a three-dav get-togeth- 
er. Mr. McLain and Mr. Weidenborner 
will then leave for St. Louis where the 

Western District managers will convene 

at the Chase Hotel on January 30, 31 

and February 1. 

Following the St. Louis meeting, Su- 
perintendent Mclain will continue on 
to the Pacific Coast for conferences with 
the Guardian Managers in that terri- 
tory. Mr. Weidenborner will make an 
extensive trip through the field. 


‘Lunch to New Men 


(Continued from page 1) 


ance Presidents at the December meet- 
ing of that association. Next he dis- 
cussed the splendid caliber and fine char- 
acter of men making up the general 
agency and managerial corps of New 
York City, “as fine a body of business 
men as can be met anywhere.” Speaking 
of New York City from the standpoint 
of its reception to new men and new 
ideas he did not regard it as cold or par- 
ticularly hard boiled. Sometimes it was 
necessary to be appraising, discerning, 
discriminating. Erratic ideas and mis- 
placed enthusiasm were not welcomed, 
but the city had an instinct for bolster- 





STUDY AT HOME OFFICE 

Agents of the Connecticut Mutual 
from as far west as Seattle, Wash., were 
present at the first home office educa- 
tional conference of the company, held in 
Hartford last week. The agents were 
shown through the plant, and attended 
lectures on all phases of life insurance. 
Among the speakers were James Lee 
Loomis, president, and Jacob H. Greene, 
secretary. 








ing and sponsoring what was worth 
while, whether that applied to ideas or 
men. The metropolis’ sense of values 
as a general thing was pretty good. 


Those at the Lunch 


None of the guests of honor made 
speeches but all were briefly introduced, 
each standing at the request of the toast- 
master at the mention of their names. 
In addition to the guests of honor the 
following general agents attended the 
luncheon: 

E. M. Allen W. R. Collins 

William F. Atkinson L. H. Andrews 

W. W. Brinckerhoff  &,_E. Baldwin 


William Carroll 
Clancy Connell John M. Egan 
Samuel Falk J. E. Flanigan 
C. A. Foehl Peter M. Fraser 
Harry Gardiner James P. Graham 
Harry F. Gray Max Hancel 
J. F. Haviland Shepard Homans 
William L. Hookes Harold C. Hubbell 
Ben Hyde Robert L. Jones 
Donald C. Keane Roscoe H. Keffer 
Mervin L. Lane H. H. Letcher 
E. A. Muller John C. McNamara 
E. G. McWilliam Godfrey Moore 
Julian S. Myrick Lloyd Patterson 

~ “ 


Louis Reichert iehle 
J. R. Robbins H. D. Robinson 
John H. Scott R. C. Simons 


Stuart D. Warner Graham C. Wells 
Paul Wendt A. P. Woodward 


Vincent B. Coffin of New York Uni- 
versity and Fred McKenzie, secretary of 
the Life Underwriters’ Association of 
New York, also attended. 








Triangle 7560 








APPRECIATION 


This Agency heartily thanks all 


its friends for the splendid increase 
of 108% for the year of 1927. 


Our December paid-for was $1,250,000. 
JAMES P. GRAHAM, Jr. 


Genera! Agent Brooklyn and Long Island 
ZETNA LIFE INSURANCE COMPANY 


*“A POLICY FOR EVERY NEED” 


16 Court Street 
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Talk Agency Building 
At Home Life Gathering 


PRESIDENT LOW TELLS OF PLANS 





Eight of Nine New General Agents and 
Managers at Key Places Attend 
Convention; J. M. Holcombe Talks 





The Home Life of New York is one of 
the forward looking companies and _ its 
organization building production plans, 
the development of which was the 
marked feature of 1927 will be continued 
on a more intensified scale this year. 
These plans were discussed by President 
Low in his talk before the managers of 
the company at the Hotel Pennsylvania 
this week. 

During the year the company made 
some important appointments of general 
agents and managers and they were all 
at the convention with the exception of 
H. C. Hare, new general agent of Jack- 
sonville, Fla. They are Harry Jacobs, 
general agent; John J. Gordon, Chicago 
manager; Wirt G. Close, Philadelphia 
manager; Robert E. Coxeter, Baltimore 
manager; Arthur Johnson, Boston mana- 
ger; W. D. Giles, general agent, Chatta- 
nooga; W. B. Stark, Syracuse manager, 
and Gerald A, Eubank of Johnson & 
Higgins, New York. It will be seen that 
many of the key cities of the country 
figure in these appointments. 

The vear 1927 also marked the intro- 
duction of the Preferred Whole Life 
policy and the introduction of a sales 
training course. During the year James 
A. Fulton joined the company as head 
of the agency division. 

Cut Down Term Insurance 


The production for 1927 was $45,329,000 
as compared with $40,192,000 in 1926, 
There was a gain of 12% in new pre- 
miums. The company wound up 1927 
with nearly $1,000,000 less term insurance 
in force in spite of the increase of total 
insurance. 

Mr. Fulton explained the training and 
managerial organization plans more in 
detail. He said that the conference this 
week was the first of several to be held 
during the year. The Home Life has 
zoned the country into eight territorial 
divisions for educational purposes. The 
conferences in various places will last 
two days and the country will be covered 
twice with this educational program, In- 
cidentally, the Home Life is sending out 
each week bulletins on agency building. 
Its monthly magazine is also featuring 
—— and other constructive mate- 
ria 

John M. Holcombe’s Talk 

Some of the appointments during the 
year were of personal producers who 
were turned into managers or general 
agents. The distinction between a man- 
ager and a general agent was featured 
ina talk by John Marshall Holcombe, 
manager of the Life Insurance Sales Re- 
search Bureau. He outlined the differ- 
ent executive qualities needed by a gen- 
eral agent, saying among other things: 
“If you don’t want to hear troubles, don’t 

take such a job; steer clear of it, too, 
if you cannot manage yourself. Don’t 
go into it if you are unable to plan. John 
1). Rockefeller once coined a very good 
phrase. He said every business institu- 
tio needs roof gazers. By that he 
meant men who could rise above the 
routine and could plan ahead.” 
_ Mr. Holcombe said that in no business 
is roof-gazing more needed than in life 
msurance. He declared that there are 
too many very large producers who want 
to become general agents. He added that 
most men writing more than a million 
4 year should continue in production and 
not get general agency ambitions. 

Continuing, Mr. Holcombe said the 
most interesting speech he heard in 1927 
lasted five hours and was the talk of 
@ scneral agent doing about $12,000,000 
mM a state where there are large cities, 
small cities and rural territory, all of 
Which he succeeded in cultivating. He 
Kne Ww every part of the state; not a sur- 


Career Of Lasker Who 
Would Lengthen Life 


ONE OF NATION’S BEST AD MEN 





Popularized “Leviathan” When Running 
U. S. Shipping Board; Was Poor 
Boy In Galveston, Tex. 





Life insurance men are watching with 
considerable interest the progress of the 
Lasker Medical Research Foundation 
which has been established at the Uni- 
versity of Chicago as the result of 
$1,000,000 donated by Albert D. Lasker 
and the aim of which is to increase life 
expectancy of persons fifty years or 
more. They are not only interested in 
the news of the endowment gift but in 
the personality of Lasker who will be 
recalled as the former chairman of the 
U. S. Shipping Board, the man who 
made the “Leviathan” popular and one 
of the greatest living advertising men. 

Mr. Lasker’s fortune is a self made 
one. He started with the company which 
he now heads, as office boy, doing letter 
pressing. He obtained the position 
through the friendship of Mr. Rubins of 
Rubins & Marble, shirt company, and 
later obtained the Rubins & Marble ac- 
count for Lord & Thomas, and still han- 
dles it. 

The advertising company’s first out-of- 
town account, that of the Bissell Carpet 
Sweeper Co. of Grand Rapids, was also 
obtained by Mr. Lasker. Lord & Thomas 
and Logan still handle this account, too. 

Born In Germany 

Mr. Lasker was born May 1, 1880, in 
Frieberg, Germany, of American par- 
entage. The home of his parents was in 
Galveston, Tex., but they were visiting 
in Germany when he was born. He was 
reared in Galveston until the age of 17, 
when he came to Chicago and went to 
work for Lord & Thomas. He has been 
with them ever since. He was chairman 
of the United States Shipping Board 
from 1921 to 1923, when he resigned. 

Mr. Lasker is the father of two 
daughters and a son. One daughter is 
married, and the son, 14, is at Exeter 
Academy. He is strongly devoted to 
family life, and just at present is devel- 
oping a beautiful estate in Lake Forest. 
The Laskers are well known for their 
small parties, but they seldom give social 
affairs on a huge scale. 

The chairman of the board of Lord 
& Thomas and Logan is known far and 
wide for the charm of his personality. 





PENN MUTUAL DENIES RUMOR 

The Penn Mutual has not made an 
agency contract with the Bank of Italy. 
The company has issued this denial along 
with a statement that its agents have 
been directed not to negotiate such a 
connection. 








face acquaintance but what was of im- 
portance and influence and what was not. 
If his men were not in contact with key 
associations and key business, he tried 
to get men who were. It is Mr. Hol- 
combe’s opinion that more and better 
men are going into the life insurance 
business and if general agents are not 
able to get such men, something is the 
matter with their layout. 


Preferred Whole Life Policy 


The convention devoted considerable 
time to a thorough discussion of the 
Preferred Whole Life policy. Dr. C. F. 
S. Whitney described its probable effect 
on mortality; W Gaylord viewed it 
from the standpoint of home office costs; 
W. J. Cameron discussed it from the 
standpoint of the agent’s income, while 
Mr. Fulton mopped up with summary, 
conclusions and prophecies about this 
policy as a factor in the agent’s future 
success. 

Mrs. Low, wife of the president, en- 
tertained the women of the convention 
on Thursday with a luncheon and a visit 
to “The Show Boat,” while there was a 


dinner-dance on that evening. The con- 
vention concluded Thursday noon. 








HITS THREE-QUARTER 
BILLION MARK 


The Bankers Life Company total of legal reserve 
life insurance in force on June 30, 1927, was 


$766,000,000. 


This is a gain of $50,000,000 for the first six months 
of the year. 





The total as of June 30, 1927, is nearly four times 
as great as the total at the end of 1918. 


Cea i nd 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Des Moines, Iowa 


Established 1879 























EYE—OPENING PROGRESS 


is shown in the figures of the financial statement as of December 31, 1927, 
for The Lincoln National Life. 

New Paid Business During the Year—141 Million Dollars 
Increase over 1926 New Business—1l4 Million Dollars (11%) 
Insurance in Force—515 Million Dollars 
Gain in Insurance in Force—55 Million Dollars (11%) 

Income During Year—1l6 Million Dollars (171%4% Gain) 
Admitted Assets—43% Million Dollars 


Increase in Admitted Assets During Yeox —6'% Million Dollars (17% Gain) 


(INK UP (jw tue () LINCOLN) 
The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Indiana 
More Than 3500 Millions in Force 
























































PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent ccanection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition. 


Address, PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 




















ROUND OUT YOUR SERVICE 


Here’s a policy that will back up every talking point of com- 
pany and service. Think it over: 


BE I yi 0.6 bch dwcecencccens . $5,000 
Any accidental death..................... 10,000 
Certain accidental deaths................. 15,000 


Accident Benefits, $50 per WEEK ( Non-cancellable) 
Also Disability Income, Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the hands of a 
progressive agent and we invite you to give serious considera- 
tion to the United Life “Policy You Can Sell.” 


There may be an opportunity in your town. Our Vice-Presi- 
dent, Eugene E. Reed, will tell you all about it. Write him 
direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 
Concord, New Hampshire INQUIRE: 




















- 











Fidelity Mutual Life Appoints J. W. 
Oliver Head Of Central 
Philadelphia Office 
In line with its 1928 expansion pro- 
gram, the Fidelity Mutual Life has es- 
tablished an agency in the central part 
of Philadelphia which will operate as an 
entirely separate unit from its head of- 
fice agency. John W. Oliver has been 
appointed manager of this central city 
office, and will make his headquarters at 

1303 Franklin Trust building. 

Mr. Oliver has had sixteen years’ ex- 
perience in the life insurance business, 
six years of which were spent as a head 
office supervisor. For the past ten years, 
he has been actively engaged as a life 
insurance manager. 

A large part of Mr. Oliver’s experience 
was in the Middle West, but for the past 
three and one-half years he has been lo- 
cated in Philadelphia, where he is well 
known in the life insurance fraternity. 





BARLOW AGENCY HOLD MEETING 
Geo. Goodwin, Ass’t Sec., Connecticut 

Gen., Announces Company’s 1927 Ac- 

cident Premiums 10% Above 1926 

George Goodwin, assistant secretary of 
the Connecticut General Life’s accident 
department, announced at a meeting of 
the H. E. Barlow Agency held in Spring- 
field, Mass., last week, that the com- 
pany’s 1927 accident premium income in- 
creased approximately 10% over that of 
1926. 

Mr. Goodwin told the men that one of 
the best arguments for selling accident 
and health insurance that has come to 
his attention recently is that a man’s 
present accident premiums are paying 
the cost of a probably future accident or 
illness in comparatively small yearly in- 
stalments, much easier to pay than the 
whole lump cost of a serious illness or 
accidental injury. There are not many 
who escape serious illness or accidental 
injury at some time or other, and if a 
man isn’t paying for accident insurance 
now, the chances are that when he is 
laid up, he’ll be paying the equivalent of 
his back premiums on the accident and 
health insurance he hasn’t had—and 
much more besides. 

C. H. Voorhees, attorney for the Con- 
necticut General, spoke to the agents on 
the opportunities the life insurance trust 
settlement offers the agent, and at the 
conclusion of the meeting each of the 
nineteen men present announced the 
quota he had set himself for 1928 and 
told why he had set himself that allot- 
ment, 


NEW OMAHA MANAGER 

C. R. Bigelow, recently appointed 
manager of the Omaha office of the 
Guardian Life, is a native of Nebraska 
and an alumnus of the University of Ne- 
braska. After completing his collegiate 
studies, he was engaged in teaching 
school for several years. He was at- 
tracted to the insurance field in 1922 and 
has since devoted his time to field work. 


FRANKLIN LIFE AGENTS MEET 


At the annual conference of general 
agents of the Franklin Life held on Jan- 
uary 9 and 10 at the home office prob- 
lems encountered by the general agent 
was widely discussed, particularly in the 
securing, training and the development 
of agents. No outside speaker was 
brought in to address the conference as 
it was thought that an open discussion of 
plans and methods would be more help- 
ful to the conference. 





OVER 528 MILLIONS IN FORCE 

The Equitable Life of Iowa paid for 
$91,382,403 of business during 1927, ex- 
ceeding the production of 1926 by $7,424,- 
394 or approximately 9%. This was the 
largest year in the history of the com- 
pany bringing the total insurance in force 
December 31, 1927, to $528,091,611. The 


actual to expected mortality of the com- 
pany during the year was 34%. 
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MISSOURI STATE LEADERS 
Kansas City Leads Branches and W. Hoyt 
Braselton Leads General Agencies 
in 1927 
The leading branch office of the Mis- 
souri State Life last year was that of 
Kansas City, F. J. McCaslin, manager. 
It made a gain of 291%. J. Ray Hall 
was the most successful agent in the 

branch. 

W. Hoyt Braselton, Paris, Tex., was 
the leader among the general agencies. 
His gain was 233%. The Cincinnati 
branch made a gain of 284%, Joe T. Du 
Moe being manager. 





SAMUEL GOMPERS’ DAY 

In honor of Samuel Gompers’ birthday, 
January 27, the Union Labor Life has set 
aside that date which will be known as 
“Samuel Gompers’ Day,” and a drive for 
one million in new business will be made 
by the agents throughout the entire 
country. 





THE LATE G. W. GLASSBURN 

George Washington Glassburn, comp- 
troller and director of the Edward A. 
Woods Co., who died recently following 
a surgical operation in West Penn Hos- 
pital, was fifty-two years old. 


LEON G. SIMON TO SPEAK 
Leon Gilbert Simon, one of the out- 
standing life underwriters of the coun- 
try, has accepted an invitation to ad- 
dress one of the meetings of the sales 
congress of the Pittsburgh Life Under- 
writers’ Association in the early part of 


March. The congress, which will open 
at the William Penn Hotel, Pittsburgh, 
March 1, will be attended by under- 
writers from the western part of Penn- 
sylvania. 


COSMOPOLITAN OF DETROIT 


Action toward bringing to a close six 


years’ effort to organize the Cosmopoll- 
tan Life of Detroit on the part of F. k. 
Wright was taken last week by thc 
Michigan Department. Wright, who was 
unable to furnish complete records of 
stock transactions and other statistical 
data in regard to his unsuccessful or- 
ganization attempt, was ordered to pro- 
vide this information at the Detroit of- 
fices of the department early this week. 
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our Reputation. 


EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through 
an Agency Force of Selected and Trained 
Men, has Formed the Character that Explains 


New England Mutual Life Insurance Co. 


Boston, Mass. 
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State Life. 


Life 


Add the 
Prestige of 


Progress 
To Your Sales Ability 


Nineteen-twenty-seven was another great year of progress for the Missouri 
Over $217,000,000 of new business written—nearly 
$30,000,000 gain over 1926! 


Insurance in force now over Three Quarters of a Billion Dollars! 


Nineteen-twenty-eight opens with still greater prospects. Our expansion 
program contemplates a greatly enlarged Agency organization. 


We offer exceptional opportunities to good men. Write us. 


A Great Company Daily Growing Greater 


Missouri State Life Insurance Company 


Home Orrice, Missouri State Lire Burtpine, St. Louis 


Accident - Health - 


Group 








Missouri STATE LIFE INSURANCE Co., St. Louis 


Send me your Agency proposal. 
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LIVEHINTS©? FOR BUS NESS 





\GEEIERS 


P, actic a! Sure gestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 





The Providence 

Ads of Trust Co., of Phila- 

A Trust delphia is printing an 
Company interesting series of 
ads about life insur- 

ance trusts. One of them is headed: 


“Your Family Gains When 
and Trust Men Co-operate.” 
graphs of the ad follow: 


Insurance 
Four para- 


“In an advertisement a week ago, the 
Provident Trust Co. called attention to 
its 69% increase in individual trust busi- 
ness in the last five years. 

“We feel that a large portion of this 
increase is due to our pioneer advocacy 
of life insurance trusts, resulting in a 
knowledge and experience in this field 
probably unequalled in America. 

“This experience has shown us, time 
and time again, how great are the hu- 
man and economic values of life insur- 
ance and how vital to family happiness 
is the work of life insurance under- 
writers. 

“We are constantly working with many 
insurance underwriters who have been 
quick to recognize the fact that a life 
insurance trust often furnishes the best 
possible protection for a policyholder’s 
family. And we gladly acknowledge 
here, this active cooperation of life in- 
surance men in promoting the best in- 
terests of our mutual clients.” 

x * x 

Vice-President Jo- 
On seph N. Babcock, of 
The Insurance the Equitable Trust 
Trust Co. of New York, 
brought out some in- 
teresting points in his recent talk to the 
life underwriters cf New York on insur- 

ance trusts. It follows in part: 

“You are all of course aware of the 
fact that options of settlement other than 
the payment of death claims in a lump 
sum have been offered by insurance 
companies for a long time, comparative- 
ly speaking. I say “comparatively speak- 
ing” because insurance in the scientific 
form in which we know it today is itself 
a modern conception, although it may be 
perhaps a logical continuation of Mutual 
\id Associations and Merchants and 
Trade Guilds which have existed from 
very ancient times. 

“In 1925, for instance, I am informed 
that 92.63% of all policies written were 
to be paid to the beneficiaries on the 
lump sum basis. While the percentage 
is undoubtedly less today, it is still very 
large. 

“There are probably many reasons for 
this slow growth of the settlement option 
idea. There are two in particular, how- 
ever, which seem to me to have an im- 
portant bearing on this question : 

“First: The adoption of new econom- 
ic remedies even when they meet long- 
felt social needs, is a process which, 
while it is certain to prevail in the long 
rin, ‘requires a considerable period of 
time to permeate the mass consciousness 
and become sufficiently commonplace to 
the individual for him to apply it to his 
own necessities. 

“Second: The various options offered 
by the insurance companies, whether be- 
cause of inherent difficulties in the or- 
ganization or legal capacities of the lat- 

ter, or otherwise, do not appear to have 


made the appeal which different or more 
flexible plans might have done. 

“To meet this situation, to induce the 
greatest number of people to buy insur- 
ance in the largest amounts, they must 
be taught to look at insurance from a 
new standpoint; the standpoint not 
merely of immediate protection to de- 
pendents but of the availability of in- 
surance to help them meet their eco- 
nomic and domestic problems and_ to 
carry out a consistent program for se- 
curing financial freedom for themselves 
and their families. 

“To make possible the accomplishment 
of this endeavor we must have the most 
complete and flexible series of settlement 
options which it is possible to devise. 

“Here is precisely where trust com- 
pany co-operation has its greatest field. 
Where the insurance company stops, 
having done its part, having created the 
estate, the | trust company steps in and 
carries on.’ 


APPLE & BOND DRIVE 





Baltimore Agency Of Travelers Honors 
Armstrong; $5,124,850 Paid In 
Four Months 
On September 1 Apple & Bond, Trav- 
elers, Baltimore, inaugurated a cam- 
paign for life insurance to obtain five 
million of paid-for life business in four 

months. 

On December 31 the final figures show 
that a total volume of $5,124,850 was 
reached—an average production of over 
$140,000 per man for the four months. 

The drive was in honor of Vice-Presi- 
dent H. H. Armstrong. 





RUTH SNYDER INSURANCE 

The insurance on Mrs. Ruth Snyder, 
electrocuted last week, is up before Jus- 
tice Levy in New York. It is being con- 
tested by The Prudential. It is alleged 
that the insurance was taken out with- 
out kne »wledge of Snyder and that the 
murder was in part due to a desire to 
collect the insurance. 


TWO MEN 


We have two pa 














territories for two 
good men under 
real general agents’ 


contracts. 
Address 


The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 


























REGIONAL CONFERENCE 





General Agents Connecticut General 
Hold Last Of Series Of Meets 
In Chicago 

conference of general 
agents of the Connecticut General was 
held in Chicago at the Edgewater 
Beach Hotel, January 16, 17, and 18. This 
was the last of a series of such confer- 
ences the company had during the last 
month, previous meetings having been 
held in Boston, Philadelphia and Roch- 
ester. The meetings in Chicago opened 
with an informal smoker at the Edge- 
water Beach Hotel on Monday evening, 
January 16. 

Vice-President Walter I. King, head of 
the company’s agency department pre- 
sided over the business sessions on Tues- 
day and Wednesday. President R. W. 


A regional 


Huntington gave an address, outlining 
the company’s plans for the future. He 
also presented ten-year service pins to 
H. W. Hoey of Youngstown, A. M. 
Packer and [. F. Kauffman of Minne- 
apolis. 


Vice-President J. M. 


Laird discussed 


the modern trend of life insurance and 
the place of life, accident, salary sav- 
ings and group insurance in the com- 


pany’s program. Dr. L. G. Sykes, medi- 
cal director, showed the part the medi- 
cal department played as a sales aid to 
the field, and G. W. Skilton told what 
the comptroller’s department can do to 
help. The Tuesday program closed 
with a dinner and theatre party. 

The subject of the Wednesday meeting 
was organization building and was han- 
dled by the general agents, following 
the opening talk by Vice-President 
King on the responsibility of the gen- 
eral agent. 

W. C. Bailey of Detroit then told how 
he has secured enough prospective 
agents to insure a selection through per- 
sonal contact and the interest of others. 
Mr. Bailey also discussed the value of 
an agency program. He was followed 
by H. W. Hoey of Youngstown, who 
spo ‘ke on helping the experienced man 
increase his production each year. 

Fhe discussion of how to select new 
agents was led by J. A. Coffman of 
Cleveland, and M. P. Hawkins of Los 
Angeles gave his most successful argu- 
ments in selling the job to the agent. 


School Teachers 


(Continued from page 9) 
premium payments in the event of dis- 
ability. 

“Systematic saving 
professional class in taking out life in- 
surance. The average teacher has neither 
the time nor the specialized training to 
permit him or her to make investments 
and to exercise the constant vigilance 
required to safeguard them. The time 
consumed in investing and reinvesting 
may better be spent, as a rule, in gain- 


alone justifies the 








ing the desired higher education or in 
carrying out pofitable personal hob- 
bies.” 

L. D. Bell of Indianapolis then dis- 
cussed the office training of the new 
man, and J. A. Fiske of San Francisco 


the field training. 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actua 
PRANK J. HAIGHT, President 
INDIANAPOLIS 


Denver Des Moines 


Omaha 

















“TRY THIS!” 


Ask Herbert W. Jones, Manager, 
Canada Life, for a copy of “Try 
This!”—a novel idea which you 
can use. Do it now! By mail, 
please. 


Canada Life Assurance 
Company, 


110 William Street 
New York City 


Beekman 5058—6691 

















satisfaction in so doing. 


limits 10 to 70. 





34 Nassau Street 





You Who Seek Opportunity 


Opportunity exists always for those who seek 
success and satisfaction in life insurance field work. 


During 84 years the first American legal reserve 
mutual life insurance company has been served and 
built to greatness by men who found both success and 


This company writes all standard forms of insur- 
ance and annuities on both men and women. Age 


Those who contemplate life insurance 
field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 





New York, N. Y. 
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Kansas City Paper 
Bought by G. D. Mathews 


DE PUY INTERESTS SELL IT 





“The Insurance Magazine” Will Keep On 
Featuring News Of Missouri, Kansas 


And Oklahoma 





Glenn D. Mathews, an able young 
newspaper man who understands insur- 
ance journalism, has purchased the stock 
of “The Insurance Magazine” of Kan- 
sas City of which paper he has been 
editor and manager. This deal means 
that the Kansas City insurance paper 
has dropped out of the group of De Puy 
publications (insurance and _ financial 
papers.) He has also arranged to pur- 
chase the remaining outstanding stock 
in the “Trans-Mississippi Banker,” a 
Kansas City bank journal which he has 
also edited and managed for five years 
and which is now called “Bank News.” 

In 1891 Webster Wilder, a former in- 
surance commissioner of Kansas, estab- 
lished “The Insurance Magazine.” The 
aim was to specialize on insurance news 
in the Southwest. In 1923 the paper was 
purchased from Carter Wilder, son of 
the former commissioner, by Clifford De 
Puy, Gerald A. Snider, D. H. Clark and 
G. D. Mathews. Snider publishes an 
insurance paper in Des Moines. 

In each issue “The Insurance Maga- 
zine” runs a page each devoted to the 
Missouri Association of Insurance 
Agents, Kansas Association of Insurance 
Agents and Oklahoma Association of In- 
surors. There will be no change in edi- 
torial policy. 





BACK WITH PENN MUTUAL 


Foster Witt who resigned recently as 
general agent at Richmond, Va., for the 
Connecticut Mutual Life has rejoined the 
sales staff of Diggs & Cary, general 
agents in that city for the Penn Mutual. 


RIEHLE AGENCY DINNER 





Excellent Progress Reported at Annual 
Get-Together Affair at Astor; Paid 
For $6,709,000 in 1927 
The underwriters of the Riehle Agen- 
cy, Equitable Life Society, held their 
Start-the-New-Year-Right Dinner at the 
Hotel Astor on January 12. This agency 
in 1927 paid for $6,709,000 as compared 
with $5,035,000 in 1926. This represents 
an increase of 33%. <A total of 1007 lives 

were insured. 

John M. Riehle, who is 65 years of 
age and has been an Equitable manager 
for thirty-one years, said he remem- 
bered the time when his agency con- 
sisted only of Max Goldsmith, Joe Eck- 
ert, Charlie Isaacs and himself, all of 
whom are still active producers for the 
company. He contrasted the early days 
of his insurance career when “selling 
life insurance was a task and $100,000 
was considered an awful lot of insurance” 
with the “modern profession of repre- 
senting a billion dollar corporation” to a 
public largely educated to the value and 
merits of life insurance. 

Mr. Riehle was applauded for his re- 
marks and was followed by his son, 
Theodore M. Riehle, who is supervisor 
of the agency. He thanked his men for 
their part in the agency’s successful 
achiievement during 1927 and pointed 
with pride to the fact that the Riehle 
organization had won the Equitable’s 
Neck and Neck Contest, finishing $1,150,- 
000 ahead of its nearest competitor and 
jumping ahead three places in the com- 
pany’s honor roll of the New York Met- 
ropolitan District and sixteen places in 
the national standing. Mr. Riehle an- 
nounced he had taken for 1928 a quota of 
$10,000,000 for the year. Turning to the 
invited guest on his immediate right, W. 
J. Dunsmore, manager of the Dunsmore 
Agency of the Equitable Life, the speak- 
er challenged the Dunsmore Agency to a 
race in 1928. Mr. Dunsmore, in accept- 
ing his friend “Ted” Riehle’s challenge, 


APPOINTED DISTRICT MANAGER 
Leon Alexander, Star Agent of Guardian 
Life, to Have Territory of 
His Own 
Effective the first of the year, Leon 
Alexander, crack agent of the Paul Alex- 
ander Agency of the Guardian Life, was 
appointed district manager for that com- 
pany. All his business, however, will 
be handled through his brother Paul’s 
office in the Terminal Building at 50 
Court street, Brooklyn. Mr. Alexander 
has opened a new suit of offices in this 
building where he will be given a free 
rein to build up a new territory with his 

own men. , 

Mr. Alexander, who is president of the 
Guardian Leaders’ Club, is in the million 
dollar class of producers. From all indi- 
cations, he will be the first man in his 
company to qualify for the Convention 
this year on the basis of actual business 
paid-for. He also bids fair to be the 
first to enter the Quarter Million Dollar 
and Half Million Dollar clubs during the 
coming year. He expects to have the 
biggest year of any year since he joined 
the Guardian. 





HAMILTON SPEAKS IN BOSTON 


Willard I. Hamilton, vice-president and 
secretary of The Prudential, was the 
guest and principal speaker at the lunch- 
econ meeting of the Boston Life Under- 
writers’ Association which was held on 
Thursday, January 19, at the Hotel Belle- 
vue. “Life Insurance—Economic Dyna- 
mo,” was the topic of his talk. 








delivered a forceful and instructive ad- 
dress. 

Another speaker was Joseph A. Cau- 
field, agency superintendent, who 
thanked the agents for their co-operation 
and expressed the hope that they would 
avail themselves of the facilities of the 
organization. 


NEW PUBLICATION MANAGER 


E. P. Hermann, Who Has Both A 
Master’s And A LL.D. Degree, To Be 
Editor Of Lincoln National Life 


E. P. Hermann until recently director 
of publications for the LaSalle Extension 
University, has been engaged as publicity 
director for the Lincoln National Life. 
He has taken up his new duties as edit: r 
of the agency publications and will be 
in charge of all literature published Ly 
the company. One of his duties will be 
to handle the direct-by-mail campaigns 
which have taken a prominent place in 
the sales plans of the company. 

Mr. Hermann was formerly a news- 
paper reporter and member of the pub- 
licity staff of the University of Illinois 


before taking the position as director of 
publications for the LaSalle Extension 
University. He holds a Master’s degree 
from the University of Illinois with two 
years of law at John Marshall’s Law 
School, and two years toward a Doc- 
tor’s degree in the University of Chicago, 





LETTER FROM E. J. McCORMACK 
Memphis, Tenn., Jan. 17, 1928. 
Editor The Eastern Underwriter :— 
Have read your article and editorial 
about my pamphlet, which bears the 
title “The Stock-Mutual Plan.” Your 
article indicates attack is on companies 
operating on both stock and mutual 
basis which automatically would align 
Travelers, Aetna, et. al., with opposi- 
tion. I have no criticism of stock com- 
panies writing both participating and 
non-participating but do question con- 
version of mutual companies to stock 
basis. Typographical error occurred in 
use of the word “assignable” in the first 
column last paragraph of article. Should 
be unassignable. E. J. McCormack. 
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who might be. 
touch with him. 








OUR PROGRESS— 
YOUR OPPORTUNITY 


N recent years The Guardian has experienced a rapid 
growth, the extent of which is suggested in the following 


New Business Paid For $35,431,368 


in Force on 
December 3lst ......... 


Progress such as this is evidence of the efficiency and pro- 
ductivity of the methods provided for our field force. 

We have openings at present for managers in several estab- 
lished territories where we are making plans for development 
consistent with our general increases. 


This may be your opportunity, especially if your training, past 
record and personal finances equip you for managership of an 
established agency. Write in confidence, stating your age, his- 
tory and territory preferred. All details must be given in your 
letter. If not interested yourself, perhaps you know someone 
We’d appreciate it if you would put us in 


THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 


1922 1926 


$ 71,812,005 


$206,310,800 $333,042,886 














should be your company: 


left at interest. 


General Agency Contract. 








Why The Midland Mutual 


1. Never contested or compromised a death claim. 


2. Pays 5% on policy proceeds and 434% on dividends 


3. Actual history for past twenty years shows exceed- 
ingly low net premiums. 


4. All policyholders share in surplus earnings even 
though written on non-par basis. 


5. Full reserve available second year with privilege of 
conversion to higher premium forms by paying dif- 
ference in cash values after fifth year. 


If you live in Illinois, Indiana, Michigan, Pennsylvania, New 
Jersey, Virginia, West Virginia or California, write for Ideal 


The Midland Mutual Life Insurance Co. 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises” 
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J. D. Sage Raps Bank 
Agency Appointments 


TALKS TO UNION CENTRAL MEN 





Also Calls New Ohio Tax Law A Morti- 
fication; Home Office Annex 


Dedicated 





A challenge to the life insurance busi- 
ness of America to meet forcefully the 
problems of bank agencies and of in- 
creased taxation was sounded by John 
D. Sage, president of the Union Central 
Life, in his opening address at the two- 
day convention of agents held in the new 
home office annex building in Cincin- 
nati this week. His address was deliv- 
ered before more than 600 qualified 
Union Central agents and their wives 
—who came to Cincinnati to participate 
in the largest convention the company 
has ever held. About eighty managers 
and general agents who attended the 
convention remained over for two addi- 
tional days for the annual conference of 
managers and general agents. 

A Cloud On The Western Horizon 


“A cloud upon the horizon appears in 
the West, and that is the possibility of 
banks entering the life insurance busi- 
ness as agents,” said Mr. Sage. This 
sounds almost like a foreign invasion, be- 
cause it is the Bank of Italy which seeks 
to enter this field. This enormous or- 
ganization, with branches in every town 
of every size in California and branches 
elsewhere, proposes to act as the agent 
of life insurance companies. If this ef- 
fort is successful, and other banks take 
it up, it might result in putting the ma- 
jority of life insurance men out of busi- 
ness. 

“Would this be to the advantage of 
the public? Shall we warn the public 
against it? We cannot oppose the move 
merely from selfish motives, and any- 
thing that we do might be construed as 
such. Would it be a real advantage to 
have banks act as life insurance agents? 

“We insurance men think not. It 
would not be fair for banks to make use 
of the confidential information which 
they have of the customers’ accounts to 
solicit them for life insurance; but other 
than that the solicitation of life insur- 
ance has come to be looked upon as a 
real profession. More and more we are 
insisting that life insurance men shall be 
prepared to give their clients expert ad- 
vice. Would this be the case if a bank 
appointed a clerk on a salary to solicit 
its customers for life insurance? The 
quality of solicitation would be lowered 
in most instances. 

Effect on Companies 

“Possibly in the larger banks compe- 
tent men would be employed to conduct 
the life insurance department of the 
bank, but the chances are that it would 
be merely a side line and that it would 
not receive the attention which it de- 
serves. Possibly the matter of keeping 
the business in force would be neglected 
with the bank as agent, as compared 
with the work that is done in the mod- 
ern insurance office. 

“Also, what would be the effect on the 
companies? If the idea were carried out 
to its logical conclusion, the few com- 
panies represented by the banks of a 
city would get most of the business and 
a large number of deserving companies 
would have difficulty in competing with 
them. 

“It is our duty to show the public that 
it is not to its interest to have move- 
ments of this kind gain headway.” 

Mr. Sage made an eloquent plea for 
justice for life insurance companies in 
taxation matters, pointing his moral with 
an account of the recent premium in- 
crease tax in the state of Ohio. 

State “Needs the Money” 


“One of our duties to the public is 
involved in the question of taxation,” he 
said. “We people of Ohio are mortified 
that our state set a bad example in 1927. 
In less than a day, and with no warning 
whatever, a bill was proposed and in- 


























SECURITY — 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersev 


Organized 1845 











troduced in the Ohio Legislature and 
became a law, raising the premium tax 
from 2%4% to 3%. The only reason for 
it was that the state needed the money 
and discovered that it would be a simple 
matter to raise the premium tax rate. It 
proved to be a simple matter, inasmuch 
as Ohio insurance men and others had 
no time to oppose the measure. 

“If the bill had been introduced in 
harmony with well-established custom in 
legislative bodies, and there had been 
time for public hearings, I am satisfied 
that it would not have been so simple a 
matter and that the bill would not have 
become a law. 

“Now every life insurance company 
doing business in Ohio must pay taxes 
on its Ohio premiums at the rate of 3%, 
and the Ohio companies, in whatever 
states they may be doing business where 
there is a retaliatory law, must pay 3% 
on their premiums. Take for example 
New York. The rate there is 1%. We 
receive annually a bill for 1% on our 
New York premiums and later a second 
bill is sent in for 14% extra, and this 
now will be 2% extra, because New York 
companies have to pay that rate in Ohio. 

“Tt is out of the question for insur- 
ance companies to attempt to avoid rea- 
sonable taxation. On the other hand, 
always it has been regarded as a matter 
of public policy not to overtax life in- 
surance. It is considered a matter of 
wisdom to encourage men to provide for 
the future by indemnity in case of death 
and thus avoid placing a charge upon the 
state, or charity, for support of widows 
and children. In short, if insurance is 
overtaxed there will be no insurance, and 
not only will the state have extra bur- 
dens placed upon it, but society in gen- 
eral will suffer. The state of New York 
thinks that 1% is a reasonable tax, and 
Ohio thinks that 3% is reasonable. Prob- 
ably most of us will agree with New 
York rather than Ohio.” 

Two Novelty Stunts 

Following President Sage’s keynote 
address, the Union Central field men 
were treated to two novelty stunts, both 
staged by agents. 

Members of the New Orleans Agency, 
led by Manager James W. Smither, took 
the rostrum and produced a “Model 
Monday Morning Meeting,” in which the 
manager and agents took up vital ques- 
tions which come up during the week 
in any agency and discussed them. 

The second novelty act was entitled 
“Making Appointments by Telephone,” 
by Roy Green and Lawrence B. Schell- 
hase, of the Cincinnati Agency of the 
Union Central. These agents had 
worked out a “sure fire” method of mak- 
ing appointments with. men of substan- 


tial wealth by telephone, and for the en- 
tertainment of the convention, made ac- 
tual telephone calls to Cincinnati busi- 
ness men who had no knowledge that 
their words were being broadcast 
through amplifiers at the Union Central 
convention. 

“The Development of a Successful 
Underwriter” was the theme of Charles 
B. Knight, New York manager of the 
Union Central, who has built up the 
company’s largest agency in the last fif- 
teen years. Mr. Knight outlined the 
methods which he had used to build up 
an agency of more than 100 active rep- 
resentatives whose production is ap- 
proximately $40,000,000 per year. His 
address will be published in full in this 
paper next week. 

Another feature of the opening dav 
was the speech by Mrs. Diederich H. 
Ward, of New York, on “Why I Believe 
in the Life Insurance Business.” Mrs. 
Ward’s husband is a large producer in 
the New York agency of the Union 
Central, and her talk was an eloquent 
testimony of how a wife can help an 
agent attain success. 

“The Outstanding Experience of My 
Insurance Career” was the title of a 
symposium of five minute talks made by 
seven prominent Union Central agents. 
Robert James Williams, director of ed- 
ncation, staged a sales demonstration on 
how to sell educational policies a sub- 
ject which aronsed high interest at the 
convention. Hubert E. Davis of New 
York wes the prospect. 

Tesse R. Clark, Jr., treasurer, reported 
on the financial experience of the com- 
peny during 1927, noting a favorable 
trend in the Union Central’s mortgage 
investments on both farm and city prop- 
ertv. 

Charles Hommever, superintendent of 
agencies, closed the first day’s session 
with an inspirational address entitled 
“Progress.” 

One Session in Charge of J. E. Bragg 

The entire morning of the second day 
was devoted to a “Working Session” in 
charge of James Elton Bragg, Philadel- 
phia manager of the Union Central and 
noted life insurance educator. Promi- 
nent managers and agents assisted Mr. 
Bragg in discussing knotty questions 
which the agents assembled asked by 
means of filling out printed blanks en- 
closed with the program. 


Dedicate Annex 

The Union Central agents took part 
in the dedication of the new home office 
annex on Tuesday, January 17, to which 
the public of Cincinnati was also invited. 
Manager John L. Shuff, Cincinnati and 
B. C. Sasse, Corpus Christi, Texas, 
leading personal producer of the Union 


Central in 1927, represented the agency 
force. Names of all agents who paid 
for more than $100,000 of business in 
1927 were placed in the century box 
which was sealed in a wall of the build- 
ing, to be opened January 18, 2028. 
Speakers were President John D. Sage, 
Vice-President George L. Williams, 
Treasurer Jesse R. Clark, Jr., Judge 
Clarence Murphy, chairman of the board, 
Dean Herman Schneider, of the Univer- 
sity of Cincinnati, and David Burnet of 
Cincinnati, a lineal descendant of the 
original owner of the land on which the 
building now stands. A memorial tab- 
let was unveiled commemorating the fa- 
mous old Burnet House, hotel made fa- 
mous by Abraham Lincoln, Ulysses 
Grant, Jenny Lind and other notables 
who registered there in the sixty years 
of its existence. The hotel was torn 
down in 1926 to make way for the Union 
Central’s new building. 

A feature of the closing session on the 
afternoon of January 17 was the intro- 
duction by Dr. William Muhlberg, medi- 
cal director of the Union Central, of his 
new booklet on “Medical Rulings Gov- 
erning Occupations” which is the work 
of many years of study and compiling 
statistics. 

Inspirational addresses by Jerome 
Clark, assistant superintendent of agen- 
cies, and Darby A. Day, the Union Cen- 
tral’s manager in Chicago, wound up the 
convention. 





THRIFT TALKERS 





Philadelphia Insurance People to Broad- 
cast and Speak in City’s 
High Schools 

Eugene Jordan, manager of the Sun 
Life in Philadelphia, is chairman of the 
thrift committee of the Philadelphia As- 
sociation. Broadcasting on January 18- 
19 will be done by J. O. Jensan, Aetna 
Life; F. Baruck, Girard Life; H. F. 
O’Reilly, Jefferson Standard; Mrs. 
Nancy T. Newland, Penn Mutual; N. W. 
Ingber, Jefferson Standard. 

There will be ten minute talks in 
Philadelphia high schools on thrift by 
the above broadcasters, and also by A. 
McQuilken and A. E. McElroy, Fidelity 
Mutual; C. B. Taylor, Northwestern Mu- 
tual; W. W. Whetstone, Connecticut 
Mutual; F. Schoble, Equitable Society; 
Rk. C. Pearce, Philadelphia Life. 





EQUITABLE, IOWA, MAKES GAINS 

The paid-for production of the Equi- 
table Life of Iowa during December was 
$11,271,280, which was a gain of $1,379,989 
over December, 1926, this being approx- 
imately a gain of 14%. The New York 
City agency led all agencies of the com- 
pany during December with a paid-for 
total of $798,474... J. D. Wainwright of 
the New York City agency led all agents 
of the company during December and 
paid for $362,500 of business. Mr. Wain- 
wright was also the leading producer for 
1927 earning the title with the first mil- 
lion dollar production of any Equitable 
of Iowa agent. 





A PROGRESSIVE AGENCY 

New York No. 1 Agency, John Han- 
cock Mutual Life, paid for $4,000,000 of 
business last year. The leading producer 
of the agency was W. Winkel who paid 
for $400,000 ordinary in addition to his 
weekly premium business. He was the 
leading producer in the weekly premium 
department. 

Assistant Superintendent Horowitz 
and his staff produced a million in or- 
dinary business. 





FRENCH-CANADIAN OFFICE 


The Sun Life has opened a new 
branch in Montreal, Can., which will ca- 
ter especially to the French-speaking 
residents of that city. The office is un- 
der the management of J. O. Baillargeon, 
who for sometime has been prominent 
in business there as branch manager of 
the Banque Canadienne Nationale, 
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Increased Production 
Predicted for 1928 


POLICY LAPSATION WASTEFUL 





Thomas I. Parkinson Writes First An- 
nual Letter to the Equitable 
Society Agency Force 





There is perhaps no document of more 
genuine interest than the first official 
communication of a newly elected chief 
executive of a life insurance company to 
its field force. The subjoined from 
Thomas I. Parkinson, president of the 
Equitable Life Insurance Society dis- 
cusses interestingly and authoritatively 
points of prime importance to the body 
politic of insurance. Mr. Parkinson 
says: 

“It gives me pleasure to inform you 
that the regular business paid for by you 
during 1927 was $806,987,661. While this 
is slightly less than the paid business 
during 1926, the annuity business, 
amounting to $83,122,725, which shows an 
increase of more than $22,000,000 over 
that of 1926, brings the total regular 
business of the Society during 1927 to a 
most satisfactory total, the greatest in 
our history. 

“The discrepancy in the regular busi- 
ness is accounted for by conditions over 
which we could have no control, and I 
feel sure that during the new year no 
such obstacles will be placed in your 
path. However hopeful the prospects for 
increased production in 1928 may seem 
to you, it is essential that each of you 
should make full and immediate use of 
its opportunities, so that whatever diffi- 
culties may arise during the year will be 
minimized by the results accomplished at 
the time when conditions were most fa- 
vorable. 

“This, and indeed all that I am saying 
to you in this, my first annual letter to 
you, I laid before a conference of agency 
managers, held at the home office in the 
early days of this month, and the en- 
thusiastic response which I received from 
them is an earnest to me that I may 
count upon your zealous and loyal co- 
operation during the months to come, to 
the end that the Equitable may continue 
to serve in the fullest possible measure 
its purpose. 


Life Insurance Is Essential 


“Although life insurance is essential to 
every man, it is unfortunately true that 
men must be persuaded to protect them- 
selves and their families by this simple 
and effective means. It is your function 
so to persuade them, and thus to render 
a signal service to the community. This, 
however, you can not do if you concern 
yourselves only with the haphazard plac- 
ing of a policy. No insurance can whol- 
ly fulfill its purpose that does not strict- 
ly meet the needs of each particular case. 
Even this, however, is not enough. Noth- 
ing is so expensive and so wasteful to 
the insured as a policy which has been 
allowed to lapse. Indeed the rate of 
lapse is a very true indication of the 
effectiveness of an agent’s effort. 

“I urge you, therefore, in the coming 
year particularly to direct your efforts 
not only to the sale of the proper form 
of life insurance, but more particularly 
to the keeping in force of the insurance 
which once has been placed. But even 





FIRM as the 
RUGGED COAST of MAINE 











when you do this, you will not have per- 
formed every part of your insurance 
service, unless you have used every 
means to persuade those who desire the 
protection of insurance to dispose of the 
proceeds of their policies in such a way 
as to be secure against the inexperience 
and carelessness of the utlimate benefi- 
ciaries, so that the very purpose for 
which life insurance was created may 
not be vitiated. 

“You all know that in the great ma- 
jority of cases, the proceeds of an in- 
surance policy represent the only estate 
left for the protection of widows and 
children; and I hope that you may use 
all your force of persuasion to the end 
that increasing use is made of the vari- 
ous forms of policy settlement which 
have been devised, so that the company 
may continue to provide protection for 
the beneficiaries. Then, and then only, 
will you have done your part in furnish- 
ing that invaluable service of protection 
against the hazards of life which is the 
essence of life insurance. The agent who 
only places a policy without regard to 
the future protection of its beneficiaries, 
has sold a commodity but has failed to 
render a service. 


Study Needs of Community 


“We shall of course do everything we 
can to furnish you both with the tech- 
nical material and with the training 
which will fit you best to render the high 
service you are called upon to perform 
in the community. But all our efforts 
will prove fruitless, unless you apply 
yourselves on the ground to the inten- 
sive study of the needs peculiar to each 
member of your community. You alone 
can judge of this, and unless you are 
constantly alert to discover these needs 
and to find the form of protection which 
yields the greatest protection at the low- 
est cost to the insured, our efforts to 
help you will be wasted. In this matter, 
self-education on your part must go 
hand in hand with the instruction which 
we can and will furnish you. 

“In conclusion, let me express to you 
the hope that you will all prosper in 
your chosen work, and that you will find 
it so satisfactory that we may count up- 
on your long services. You have chosen 
a work which, unlike most other occupa- 
tions, furnishes, together with material 
rewards, opportunity for lasting service 
to your fellow-men in the greatest pos- 
sible measure. It is true that success in 
the field of life insurance, more than in 
any other calling, requires hard and 
steady application to the task; but its 
rewards, both financially and in the con- 
sciousness of having done your part in 


Enduring—Substantial—Dependable, with New 
England conservatism, and too, “easy to do busi- 
ness with,” whether as Agent or Applicant. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 








Col. Clarence Hodson, 
About to Retire, Dies 


ORGANIZER OF MANY BANKS 





Chairman of Board of Bankers National 
Life of Jersey City; Funeral 
in North Carolina 





Colonel Clarence Hodson, who made 
plans at the beginning of this year to 
retire from his banking and other con- 
nections by turning his activities over 
to others, died of heart disease in East 
Orange, N. J., on Friday of last week. 
He was chairman of the board of Clar- 
ence Hodson & Co., an important house 
in the New York financial district, was 
chairman of the board of directors of 
the Beneficial Loan Society, of the Col- 
lateral Bankers, Inc., of the American 
Loan Co., and also of the Bankers Na- 
tional Life of Jersey City. 


Admitted to the bar in 1889, he went 
into the investment and banking busi- 
ness in 1893, and organized a number 
of banks and loan corporations which 
have assets in excess of $50,000.000. His 
former activities had to do with more 
than one hundred industrial loan cor- 
porations. He served as colonel on the 
staff of Governor Lowndes of Marvland 
in 1896. He was a member of the Marv- 
land Society, the Delaware Societv and 
was a governor of Washineton Colleve. 

The burial was in Winston-Salem, N. 
C., and about twenty executives of the 
Hodson organization went there in a pri- 
vate car with the widow. Amone those 
attending the funeral was Ralph R. 
Lounsbury, president of the Bankers Na- 
tional Life of Denver, and Bankers Na- 
tional of Jacksonville, and executive vice- 
president of the Bankers National of 
New Jersey. 








the elimination of the suffering conse- 
auent upon all the dreaded hazards of 
life, are greater than it falls to the lot 
of most men to enjov. Devotion to vour 
work. the use of the facilities offered 
vou for education, close and intelligent 
observation of the real needs of your 
prospects, and above all the exercise of 
the utmost cood faith in vour relations 
with the public, should make the comine 
year a most prosperous and successful 
one for you and the Equitable. Looking 
back upon the excellent work you have 
done in the past vears, T am confident 
that you will not fail us in the months 
to come, and T now urge you to bend 
all your efforts to the accomplishment 


Equitable Officers At 
Woods’ Memorial Meet 

TRIBUTE FROM T. I. PARKINSON 

oes Has $100,000,000 Goal for 1930; 


Davis and W. ae Graham 
Address B i 








The entire agency force of the E. A. 
Woods Agency, Equitable, Pittsburgh, 
attended a memorial meeting in memory 
of the late chief of the agency in Pitts- 
burgh January 14 at the Hotel Schen- 
ley. About 500 were present. From 
New York came a number of officers of 
the Equitable, including President Park- 
inson, Frank H. Davis and William J. 
Graham, vice-presidents. 

President Parkinson said it was rare 
to find in one man, combined in so bal- 
anced relation, the vision, genius and 
driving power of Mr. Woods. He called 
him a truly international figure. 

J. Rogers Flannery, long associated 
with Mr. Woods in Red Cross work 
eulogized his endeavors in behalf of that 
charity. Among other speakers were 
Howard C. Marcy, medical director of 
the Tuberculosis League; William M. 
Furey, National Association of Life Un- 
derwriters; J. Milton Ryall, president of 
the Pittsburgh association; William J. 
Powell, treasurer of the E. A. Woods 
Co., and Rev. Owen D. Odell, pastor of 
the Sewickley Presbyterian Church. 


Johnson President of Association 


At a business session of the agency 
Mr. Davis spoke on the 1928 outlook, 
about which he was optimistic; and Mr. 
Graham spoke on group insurance, say- 
ing it was still in its infancy. William 
M. Duff, superintendent of the Woods 
company, outlined 1928 plans. The 1930 
goal of the agency being $100,000,000. 
E. E. Johnson was elected president of 
the Woods’ Agency Association. 

President Parkinson paid a gracious 
tribute to the Woods organization when 
during the course of the afternoon pro- 
gram it was announced that, wishing to 
hold an Equitable policy through the 
Woods Agency, he was giving an appli- 
cation that day for a substantial amount 
of insurance to Miss Bertha Strauss of 
the Woods agency, the leading woman 
agent of the Equitable for the year 1927. 





HAS 2,381,000 POLICIES 





New York Life’s Insurance In Force Is 
$6,250,000,000; Paid $5,606,598 In 
Disability During 1927 
The New York Life issued 308,315 poli- 
cies last year for $927,500,000 paid. It 
total insurance in force is $6,250,000,000. 
The company collected last year $33,813,- 
800 in total first year’s premiums ex- 
cluding annuities. The total renewal 
premiums less amount paid to other com- 
panies was $197,570,000. Its total in- 
come for the year was $340,968,000, a 
gain of $30,106,000. It paid $139,000,000 
to policyholders during the year as fol- 

lows: 
RINE MCMMINEG, Soo 4.5 ined a dob OS $46,524,519 


Matured Endowments .......... 6,637,714 

Disability and Double Indemnity 5,606,598 

Surrender Values .....c.cccces 25,865,490 

WROEHGR. idcocecicccceeges buxec See 

DEES ccc cccdekavdenenccnuns 1,331,455, 

The company has 2,381,000 policies in 
force. 




















AN INVESTMENT IN HAPPINESS | 


—is a connection with the 


Philadelphia Life Insurance Company 


Joy comes from: 
1. Having the Thing That Will Sell—we have a great variety of policy 
contracts with very liberal features. 
2. Home Office Co-operation. You'll get it. Every help to help you sell. 
8. A Lifetime Connection. Agents have been with us 10, 15 and 20 years. 


111 No. Broad Street, Philadelphia, Pa. 


A. M. HOPKINS, Manager of Agencies 








character and ability. 








The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 
Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 


Exceptional opportunity is offered to salesmen of 
Communicate at once with 
Agency Department, 77 Franklin Streét, Boston. 
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How Britain Received News That 
Metropolitan Life Had Entered There 


C. T. Hallinan, a staff writer for the 
New York “Evening Post,’ sends that 
paper the following breezy opinion of how 
the entrance into Great Britain writing 
yroup) of the Metropolitan Life has been 
recetved on the other side: 

Like a bombshell in the cloistered 
world of British old-line insurance com- 
panies has come the news that the Met- 
ropolitan Life has invaded the British 
Iles for the purpose of selling “group 
insurance.” 

Down in the “City” in the Lyons’ tea 
rooms, in the Mecca coffee houses, in 
the dingy grandeur of the old Cannon 
Street Hotel, insurance men are talking 
oi little else. 

Mind you, it is a free country and we 
don’t mind competition, but egad, sir; no 
man likes to be hustled. 

James E. Kavanagh, vice-president, just 
over from New York, has opened up 
offices in the Bush House on the Strand, 
and is out rustling for business on the 
grand scale. 

Kavanagh Tries to Sell Stamp 


Rumor says he is bothering the life 
out of Sir Josiah Stamp, celebrated 
economist and chairman of the London, 
Midland & Scottish Railway, and that 
he is pressing his attentions upon Regi- 
nald McKenna, chairman of the great 
Midlands ‘Bank. Both men have thou- 
sands of employes ready to be shepherd- 
ed into the Metropolitan fold. : 

Life nowadays is just one American 
thing after another. 

Fortunately, we already have “group 
insurance” in this country. 

On Dec. 6, 1926, the Prudential of Lon- 
don—by far the largest company in the 
British Empire, with gross assets of 
$1,000,000,000 nearly—published a pam- 
phlet on the merits of group insurance. 
The date is right there in the pamphlet, 
proving conclusively that we were up and 
about on this matter many months be- 
fore American competition was mooted. 

Unfortunately, by an oversight which 
everyone now regrets, A. C. Thompson, 
chairman of the Prudential, at the an- 
nual meeting on March 3, 1927, clean 
forgot to mention the pamphlet and the 
company’s readiness to write group in- 
surance, so that the impression has gone 
forth that the Metropolitan is breaking 
new ground here. 

That impression will be corrected, sir, 
in due course. 

England Started Life Insurance 

The basic principles of modern life in- 
surance are fundamentally British in 
origin. Simpson, Dodson, Dr. Richard 
Price, pioneers in actuarial science, are 
all honored British names. The North- 
ampton Table of Mortality, based on the 
records of a Northampton, England, 
parish churchyard, remained for a cen- 
tuary the basis of life insurance. 

in the course of time somebody dis- 
covered that the Northampton tables 
were founded on the assumption that 
population is stationary and does not in- 
crease. Since the population does in- 
crease, the public peevishly demanded 
that the tables be revised. Always in 
the van of progress, British actuaries re- 
vised them, but fortunately sufficient time 
had elapsed to permit the companies to 
build up perfectly splendid surpluses and 
reserves. 

\Ve have nine companies in the British 


Isles that are more than a hundred years 
old. They have survived in their various 
fields in spite of the fact that Great 
Britain was the first country to discon- 
tinue the taxation of insurance policies 
and to throw the domestic field open to 
all comers. 

That new comers are welcome is 
proved by the phenomenal growth of the 
Sun Life of Canada, which now ranks 
second only to the Prudential. But 
outsiders, to succeed in this field, must 
recognize British prejudices and adapt 
themselves to our “sot” ways. 


Surprised at New Tone of Literature 


Reporters for the insurance press who 
went to Bush House to interview Mr. 
Kavanagh came away complaining bitter- 
ly at the variety of “literature” that was 
tendered them. 

“It is like coming away from a blink- 
ing pure food show,” said one of them. 
“Fancy, pamphlets on ‘Overweight: its 
Cause and Treatment,’ and ‘Nine Years 
Added to Life, Mother.’ 

“Our idea of an insurance leaflet is 
something drawn up jointly by the com- 
pany’s solicitors and actuaries. The re- 
sult is perhaps a bit dry and technical, 
but you can always ask your solicitor 
to explain it if you don’t understand, or 
you can even write to the company which 

will be glad to explain without charge 
or without pressing you unpleasantly.” 


Hard to Overrun British Loyalty 


But British loyalty to the “old Pru- 
dential” of London will be the Metropoli- 
tan’s biggest obstacle. The Prudential 
has specialized on industrial insurance; 
with its 24,821,864 industrial (or cheap 
working class) policies. It ranks first, 
with none second. Its scheme dovetails 
closely into the complicated British state 
systems of sick benefits and old-age pen- 
sions. 

Furthermore, we don’t forget that 
when the general strike prostrated Great 
Britain and the long coal strike put mil- 
lions on the bread line the Prudential, 
rising to the occasion, told its policv- 
holders not to worry, that everybodv 
must pull together for the sake of Old 
England, and that they could all consider 
themselves fully insured for the life of 
the strike. 

The Prudential carried more than a 
million and a quarter families for months, 
paying out death and sick benefits with- 
out a penny in return from the mean 
streets and humble mews where their 
customers lived. 

At the end of the strike a big adver- 
tising agent, stung with the splendor of 


a sudden thought, burst in on the man- 
aging directors of the Prudential. 

“A full page,” he explained, “a full 
page ad in all the papers telling about 
it. Knock ’em cold.” 

“Tut, tut!” said the managing director, 
“what is the country coming to? You 
dare to suggest, sir, that we take full- 
page advertisements to tell the country 
that we merely did our duty in a na- 
tional crisis? Most un-English, sir. I 
am astounded at you.” 

The matter was mentioned briefly at 
the annual meeting, almost slurred over, 
in fact, lest somebody think they were 
boasting! 

In short, Mr. Kavanagh and his ener- 
getic young men will encounter instan- 
taneous and deep resistance because (a) 
they and the Metronolitan are American, 
(b) because of stubborn British inhibi- 
tions and traditions, (c) because “the old 
Prudential” is our heavyweight cham- 
pion and we have no intention of nermit- 
ting it to suffer the fate of Phil Scott. 





WRITE WHERE IT BELONGS 





Western & Southern Field Thinks Too 
Much Ordinary Business Written In 
Weekly Premium Dep't. 

“Too much ordinary is being written 
in the industrial department,” savs the 
current issue of The Western & South- 
ern Field News. “It is as easy to write 
a prospect for ordinary as it is to write 
him for industrial; easier in fact, because 
vou can give him more for his money.” 
The writer continues: “You can’t build 
an ordinary record by writing ordinary 
prosnects for industrial. Neither can you 
build an industrial record by writing or- 
dinary prospects for industrial—because 
thev won’t stick. Four industrial appli- 
cations on different lives for a dollar 
are better than one for a dollar. Look 
over vour life register and you will find 

that the small premiums stick. 

“On vour debit there is plenty of busi- 
ness in both departments. In the houses 
between your calls and on a straight can- 
vass you will find that there is more or- 
dinary and industrial than you could 
write in a lifetime. Your industrial rec- 
ord will endure if you avoid big pre- 
miums and distribute your writing over 
the largest possible number of lives. 

“To write the most lives, straight can- 
vass and see the most people. Follow up 
vour straight canvass with nicht calls 
for ordinarv. Where there’s industrial 
there’s ordinary, but you must call at 
night to write it when the employed 
members of the family are home.” 








Independence Square 








THE HOME LIFE INSURANCE COMPANY OF AMERICA 
INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
Home Life Agents have a whole family of potential policyholders 
back of every door bell. Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 
“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


Interested in Replies from Pennsylvania and Delaware. 


Philadelphia, Penna. 




















THE LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
INCORPORATED 1871 


Admitted Assets, Over 51 million 
Insurance in Force, Over 300 million mo 
Payments to Policyholders in 1926, Over 314 million 
Total Payments to Policyholders Since Organization, 
Over 43 million 


JOHN G. WALKER, Chairman of the Board 


BRADFORD H. WALKER, President 








JOHN HANCOCK 1927 LOANS 





Financial Report Shows $45,815,917 Ac- 
cepted By Company On Farm And 
City Property 

The report of the Committee on Fi- 
nance for the year ending December 31, 
1927, shows $45,815,917 loans accepted on 
farm and city property during 1927 by 
the John Hancock Mutual Life of Bos- 
ton. These loans are about evenly di- 
vided between farm and city properties, 
the amount of loans on farms being $21,- 
529,257; on city properties, $24,286,660. 

The loans were made on 3,545 farm 
properties and 1,680 city properties, the 
latter including 1,381 dwelling houses and 
259 apartment buildings, housing in all 
5,235 families. 

The average rate of interest yield on 
these loans made during 1927 was 5.51%; 
the rate on farm properties being 5.29%, 
and on city properties 5.71%. 





FIFTH CANADIAN COMPANY 


The Crown Life of Canada has en- 
tered the state of Washington. That 
makes the fifth Canadian company in the 
Pacific Coast states. 


Healthiest Year 


(Continued from page 5) 


dividuals for 1927 as against 984.1% in 
1926. The death rate among ordinary 
policyholders was 680.5% per 100,000 
for 1927 as against 706.0% for 
1926. The reduction in the industrial 
death rate, therefore, was 69.4% per 
100,000 persons, as contrasted with a re- 
duction of 25.5% among ordinary policy- 
holders. The year’s decrease in deaths 
was due principally to the sharp reduc- 
tion in mortality from pneumonia, influ- 
enza, diarrhea and enteritis, measles and 
whooping cough, most of which had un- 
usually high death rates in 1926. The 
greater reduction in the industrial, as 
compared with the ordinary death rate 
is due to the fact that these diseases 
contribute more largely to the industrial 
death rate because of the much greater 
proportion of young lives among indus- 
trial policyholders.” 
Auto Fatalities 


In conclusion, Mr. Wight condemns 
the terrible waste of human lives that 
have-resulted from automobile fatalities. 
In part he says: “Fatalities resulting 
from automobile accidents continue a 
large and ever increasing adverse factor 
in our national mortality picture. The 
deaths from this cause are revealed as 
one of the most serious obstacles to the 
country’s life extension efforts. From the 
present study, it appears that deaths, 
among the entire population, during 1927 
resulting from automobile accidents—in- 
cluding those from automobile collisions 
with railroad trains and street cars— 
were approximately 25,460 as against 
23,264 in 1926—an increase, in a single 
year, of nearly 2,200 in the loss of hu- 
man lives. That deaths from this cause 
continue to increase at such an alarming 
rate, despite the untiring activities of 
many agencies working toward an ame- 
lioration of this condition, can be ac- 
counted for only by the carelessness and 
recklessness of many automobile drivers 
and pedestrians and, often, by the wan- 
ton disregard of another’s rights.” 
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Industrial Life Insurance— 
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PROPHETS AND ANALYSES 

Once a William S. Crawford, 
veteran insurance editor, gathers to- 
gether an interesting crowd of insurance 
experts and prints their opinion of the 
preceding twelve months of business, to- 
gether with prophecies of what the fu- 
ture holds forth. Here is what some of 
the experts say: 


year 


Frederick Richardson, U. S. Manager 
General Accident: 


As for the boom im insurance shares, 
this will subside as soon as it ceases to 
produce large and quick profits for spec- 
ulators. There is no moral justification 
for valuing any stock insurance company 
at sums away in excess of its total assets. 
The officers of any company which 
bought another on such terms would be 
fit candidates for a lunatic asylum. 

Henry H. Reed, Platt, Fuller & Co.: 

Until or unless reinsurance is put on 
a proper basis, no permanent improve- 
ment in marine insurance can be ex- 
pected. There is a great temptation to 
pass the loss to others. 

Edward C. Lunt, Vice-President Great 
American Indemnity: 

The competition of new companies may 
be less disturbing to the business as a 
whole than might be expected, particu- 
larly if they co-operate with their com- 
petitors in the maintenance of rates, the 
observance of approved underwriting 
practices, and the like. 

C. M. Martindale, Secretary, Home In- 
surance Co.: 

The market of the professional auto- 
mobile thief has narrowed through de- 
preciated second-hand values and lack of 
adequate demand in a mart heavily over- 
supplied. 

G. F. Michelbacher, Vice-President, 
Great American Indemnity: 

There is a gradual extension of the 
principle of merit rating which, however, 
is characterized by the decline of sched- 
ule rating and the rise of experience 
rating. 

3enjamin R. Mowry, Manager, Central 
Bureau, New York City: 

The information tabulated from the 
Central Bureau (fire insurance) records 
makes it decidedly unsafe for any dis- 
honest broker to give “free insurance” 
and an unscrupulous assured accepting 
same may some day find himself unable 


to obtain insurance from any reputable 
company. 

J. Ross Moore, Manager, National 
Automobile Underwriters Conference: 

A study of rating and grading opera- 
tions of the conference organizations 
during the past three years has shown 
that the general rate levels nation-wide 
are properly pitched. 

Martin W. Lewis, 
Bureau: 

It is expected that the forgery pre- 
miums for 1928 will show an increase of 
not less than 25% over the preceding 
year. 

S. Y. Tupper, Manager Southern De- 
partment, Queen Insurance Co.: 


Towner Rating 


Several Southern states are showing a 
tendency to deny the right of profit by 
resisting efforts to secure adequate rate 
increases which are sadly needed in 
many classes, and the results are plainly 
apparent in the inability of farm loan 
institutions to secure insurance to pro- 
tect their mortgages. 

Francis R. Stoddard, Arbitrator for 
New York City on Fidelity and Surety: 

In my opinion the fidelity and surety 
acquisition cost plan is working out suc- 
cessfully in New York City. 

Walter H. Bennett, Secretary, National 
Association of Insurance Agents: 

Our committee on public relations and 
education is carrying the work a step 
farther, by appointing key men in the 
important centers of population to see 
that insurance gets a square deal before 
business men’s clubs, in the newspapers 
and in every other quarter that can be 
reached, in order that insurance may be 
better understood. We believe that, in 
the final analysis, insurance needs but 
to be understood to be appreciated at its 
face value. 

William Leslie, General Manager, 

National Council on Compensation In- 
surance: 
_ The most serious situation is found 
in New York state where the latest com- 
pilations show that experience rating has 
produced an average net reduction of 
about 6.5% in the general level of man- 
ual rates. With a premium volume in 
New York of approximately $50,000,000 
or one-quarter of the entire country- 
wide compensation premiums, the defi- 
ciency is in the neighborhood of $3,- 
250,000—a truly appalling sum. 

A Duncan Reid, President, Association 
of Casualty & Surety Executives: 

It is obvious that efficiency and greater 
economy could be attained by housing 
bureau or association offices in one 
building. A special committee of execu- 
tives has been studying this problem for 
some months past and only recently the 
first step was taken toward bringing all 
such organizations together: 

John W. Longnecker, Vice-President, 


Insurance Advertising Conference: 


A number of prominent agencies and 
brokers have stepped boldly forward into 
the uncharted paths of insurance adver- 
tising, confident that the composite suc- 
cess of all general advertising must hold 
certain promise for insurance, although 
the insurance business is surrounded by 
many peculiar obstacles undreamed of by 
the seller of staple commodities. 





NEW BOOK BY L. G. SIMON 


“Life Insurance Illustrated” Will Be 
Issued in Spring; Selling by the 
Chart Method 
Leon Gilbert Simon of the Equitable 
Society, one of the city’s most success- 
ful agents, has written a new book, “Life 
Insurance Illustrated,” which will dem- 
ohstrate insurance sales by the chart 
method. It will be published by A. W. 

Shaw Co., Chicago. 

Mr. Simon will retire from the faculty 
of New York University June 1. He 
lectured there on inheritance tax and 
other specialized subjects. 
































Supt. Beha and His String Caught Off Florida 


James A. Beha, superintendent of insurance of New York state, returned to 
New York on Saturday from Florida, but did not remain here long as on Tuesday 
night he addressed the Life Underwriters Association of Glens Falls, N. Y., and 


vicinity on the “Power of Life Insurance.” 


Mr. Beha was in Hollywood, near Miami, Fla., last week attending the agency 


directors’ convention of the New_York Life. 
day’s fishing on the coast with Vice-President Aiken. 


While there he slipped off for a 
Mr. Beha caught quite a 


string of fish, including a sail fish which is over half as tall as he is, shown hung 
up beside him in the accompanying cut. At the convention Mr. Beha made a great 
hit with a humorous description of his fishing expedition. 








Francis D. Bartow has been made a 
director of the Home Life and a mem- 
ber of its finance committee. He is a 
partner in J. P. Morgan & Co. He be- 
gan his career as a clerk in the First 
National Bank, rising to a vice-presi- 
dency. With the Home Life board he 
succeeds F. L. Hine, who was president 
of the First National Bank and was 
chairman of its finance committee. Mr. 
3artow was in very close association 
with Mr. Hine for years. 

* * * 

S. D. McComb, prominent New York 
marine underwriter, head of the Marine 
Office of America, is ill in the Atlantic 
City Hospital. He became ill suddenly 
while visiting that city. 





SURETY ASSOCIATION MEETING 





Considerable Discussion at Quarterly 
Meeting on Lloyd’s Competition and 
Revision of Reinsurance Contract 
E. M. Allen, the new executive vice- 
president of the National Surety, pre- 
sided at the quarterly meeting of the 
Surety Association of America on 
Wednesday at the Hotel Pennsylvania, 
New York, with a-full attendance on 

hand. 

Although there were largely routine 
matters on the agenda, considerable dis- 
cussion was given to the revision of the 
reinsurance contract. Edward C. Lunt 
of the Great American Indemnity is 
chairman of the committee handling this 
matter, . ag 

Competition with Lloyd’s also loomed 
up as a problem which the association 
will take immediate steps to solve. 

Roscoe Gilkey, secretary-treasurer, re- 
ported that the new local association 
which he recently organized in St. Paul, 
Minn., was functioning satisfactorily. 

Three companies were admitted to 
membership being the Eureka Casualty, 
National Union Indemnity and the Na- 
tional Casualty. 





Malcolm G. Wright, the new president 
of the Boston Exchange, received his 
early education in public schools, special- 
izing in civil and electrical engineering 
at the Massachusetts Institute of Tech- 
nology. He followed civil engineering 
for a time and then engaged in engineer- 
ing work with the Underwriters Bureau 
of New England where he was associ- 
ated from 1912 to 1916. He then went 
with the North British & Mercantile in 
eastern Massachusetts, Rhode Island and 
New Hampshire, where he remained un- 
til 1922. Since then he has been special 
agent of the Hartford Fire for eastern 
Massachusetts and Rhode Island. He 
has been two years chairman of the ex- 
ecutive committee of the Exchange and 
vice-president for one year. At the pres- 
ent time in addition to being president 
he is chairman of the supervising im- 
proved risk department of the Exchange 
as well as being a member of several 
of the rating committees. 

* * x 


Sam Behrendt, of the Behrendt-Levy 
Co., Los Angeles, general agent of the 
Independence Indemnity, and represent- 
ing numbers of other companies as ageiits, 
was in New York this week. He said 
while here that his son, injured sonic- 
time ago on a battleship, is in good 
spirits again despite the loss of a ley in 
the unfortunate accident. 


. © % 


Mrs. Darwin P. Kingsley, Jr., dauyh- 
ter-in-law of the president of the New 
York Life, will make her debut as a con- 
cert singer on February 28 at the Lenox 
Little Theatre in a group of folksongs. 
She has been studying for five years 
under Fraser Gange, baritone soloist 0! 
the New York Oratorical Society. 





GROUP DIVISION HEADS 
James M. Campbell has been made 
manager of the group division of the 
Metropolitan Life and Fred Ulmer ‘1as 
been made assistant manager. 
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One Speech Does a Lot of Service 

A. L. Kirkpatrick of the Casualty In- 
formation Clearing House was recently 
asked to make a speech about insurance 
before Minneapolis business people. He 
fixed up a good talk on the subject. 
News that he was coming reached other 
business men and before Kirkpatrick fin- 
ished his barnstorming Twins City tour 
he had addressed the Rotarians, Lions, 
Kiwanis, two insurance organizations and 
an odd gathering or two about whose 
identity I have not the exact facts at the 
moment. He proved, also, that he was 
a good efficiency and anti-lost-motion 
man by making the same address at all 
these different lunches or dinners. 

Mr. Kirkpatrick is a bright young man, 
who does a lot of traveling, putting in a 
good word for stock company insurance 
wherever he goes and the only type of 
business people he hasn’t yet addressed 
are the reciprocals, non agency mutuals 
and fraternals. Give him time and he'll 
get around to them, too. 

* * 5 
Ives Also a Good Speech Maker 

One of Mr. Kirkpatrick’s co-workers, 
Henry Swift Ives, runs him a close race 
on public speaking. While in New York 
last week he was asked how many men 
he has addressed on stock company in- 
surance since he has been with the Cas- 
ualty Information Clearing House. He 
said it had run well into the thousands. 
His favorite type of audience is a public 
utility outfit. He has talked to numer- 
ous electrical railway and other bodies. 

~ <€. * 


The Price of Pianos 

In a quest for data about the diminish- 
ing value of the dollar the other day I 
asked Berthold Neuer, vice-president of 
Wm. Knabe & Co., New York, if pianos 
cost more today than they did a few 
years ago. He said: 

“The trend of piano prices has been 
upward. To illustrate: The smallest 
Knabe baby grand in 1917 sold for $750. 
The price of the same instrument today 
is $1,375, a difference in percentage of 
&3 1-3%. This price of instruments 
throughout the industry is true and is 
due mainly to the increased cost of ma- 
terial and labor.” 

ee  e> % 
Fur Coats 

I noticed in the New York Sunday 
“Times” that a fashionable Fifth Avenue 
store advertised a woman’s fur coat at 
$40,000. When I recovered my breath I 
made inquiry of a friend of mine if it 
were possible for a very wealthy woman 
to walk the Avenue garbed in $50,000 
worth of wearing apparel. He thought 
it could and did happen and if jewelry 
were included she might be a $100,000 
walking exhibit. = 

*- £ 2% 
“Amen Corner” Furniture in L. B. 
Little’s Office 

A. few weeks ago this paper published 

a letter from an old New Yorker who 











recalled such nationally known places as 
the Westminster Hotel and the Fifth 
Avenue Hotel in their palmy days. It 
was in the now historical “Amen Corner” 
of the latter place that Senator “Tom” 
Platt used to hold conferences with the 
newspaper men. The writer stated that 
Luther Little, publicity manager of the 
Metropolitan Life, has in his office some 
of the red plush furniture which used to 
grace the “Amen Corner.” 

Asked about this recently, Mr. Little 
confirmed the statement, and told me 
how he acquired the furniture. It seems 
that when the Fifth Avenue Hotel was 
dismantled, four of the pieces in the 
suite, including two large lounges, were 
given to the “Amen Corner” Corporation 
by the proprietors. Mr. Little, who was 
president of the corporation, received this 
furniture and later sent two of the red 
plush chairs to the New York Historical 
Society. 

The “Amen Corner” was composed 
largely of newspaper men. Such men as 
“Tom Macgill,” formerly of the New 
York “World,” and Harold Anderson, 
then an editorial writer for “The Sun,” 
were members. Mr. Little, who was with 
the “Times” for years, has in his office 
at the present time a group picture of 
some of the members of the “Amen 
Corner.” 

+e -*« © 


All Men Are Not Alike 


In view of this era of standardization 
John McGinley, the John street philoso- 
pher, was asked by me whether he did 
not think that most men were pretty 
much alike. He said: 

“No, and here is an example: Off the 
end of Massachusetts deep sea divers go 
to the bottom of the ocean and are able 
to take apart mechanical devices in such 
a way as to permit the pumping of air 
into the S-4 wreck, a most ingenious and 
complicated operation. And yet I have 
known men who refuse to wear evening 
clothes because they haven’t the ingenu- 
ity enough to button a collar to a stiff 
shirt.” 

oe es 


2s 

The Late Edward Kory 
Edward Kory, second vice-president of 
the Union Indemnity Co., and the North- 
western Casualty & Surety Co., who died 
recently, was with the Union Indemnity 
from the start. He had a wide acquaint- 
ance with general agents, was an enthu- 
siastic producer and was a loyal com- 
pany executive. He had many friends 

which he deserved. 
* & » 
America’s Advertising Bill 


C. K. Woodbridge, president of the In- 
ternational Advertising Association, writ- 
ing in the Financial and Business Sur- 
vey supplement of the New York “Eve- 
ning Post” of January 3 says that in 
America expenditures for all kinds of 
advertising now exceeds $1,500,000,000 a 
year. 


Says Samuel Pepys Was An 
Underwriter 

In the course of a notable address on 
Lloyd’s, recently delivered before the 
Insurance Institute of London, Eric Gibb 
stated that the individual system of un- 
derwriting had its roots very far back in 
history and long before the time when 
Lloyd’s itself was first heard of. The 
system first emerged into daylight in 
the seventeenth century, and that fact 
gave Mr. Gibb an opportunity of quot- 
ing Pepy’s Diary. 

The diary covered the years 1660 to 
1669, and as the first mention of Lloyd’s 
Coffee House was in 1688 they were deal- 
ing with a period at least twenty years 
before Lloyd’s itself was heard of. 
Pepys was in close and constant touch 
with the Court at Whitehall, and though 
he lived part of the time in Seething- 
lane, in the City, he was in no sense 
what they would call a “City man.” In 
fact, he had said very definitely that he 
never understood merchandise and found 
it difficult to understand how merchants 
managed their business. He was more 
than half a courtier, not closely in touch 
with City affairs. 

And yet Pepys was familiar with that 
market. There were in the diary rather 
more than half a dozen references to 
insurance, and every one of those re- 
ferred to that type of market, and his 
description of it might almost hold good 
for Lloyd’s today. For example, in 1663 
Pepys was interested in a cargo of hemp 
coming from Riga, and he went down, 
as he said, to Change to get the cargo 
covered. He went on to the market with 
another official and he tried to get cover 
at 15%, but he found that he could not 
get a start at that price, and he said 
that the best quotation was 20% for a 
full policy, or 15%, underwriters to pay 
only 85% in case of total loss. His in- 
structions did not authorize him to pay 
20%, and so he gave it up and went 
off, as he characteristically said, to a 
good dinner. 

But the risk was still sticking in his 
mind, and later on in the day he called 
in at a coffee house and there he had 
news of the vessel. He said: 


“I called at the coffee house, and there 
by great accident hear that a letter is 
come that our ship is safe come to New- 
castle. With this news I went like an 
asse presently to Alderman Bakewell and 
told him of it, and he and I went to the 
African House in Broad Street. 

“Now what an opportunity had I to 
have concealed this and seemed to have 
made an insurance and got £100 with 
the least trouble and danger in the whole 
world. This troubles me.” 

Pepys, Mr. Gibb continued, not having 
been educated by the Insurance Institute 
of London, was distinctly “wobbly” on 
uberrima fides. 

Next day he went on ’Change again, 
and there everybody congratulated him 
on the safe arrival, and he hears that 
“one man Middleburgh did give 20% in 
gold last night, three or four minutes 
before the news came of her being safe.” 

How modern all this was (barring the 
concealment of material fact, which, of 
course, never happened now). It might 
surely be a bit of gossip overheafd yes- 
terday afternoon in the overdue market 
at Lloyd’s. And there was another in- 
surance episode in Pepy’s Diary. He had 
a friend of the name of Sir W. Warren, 
who was a merchant of some standing 
in the City. Pepys found him a very 
useful acquaintance, and when Warren 
was doing a deal with the Admiralty he, 
on his side, found Pepys an equally use- 
ful acquaintance. In December, 1665, 
there were some mysterious references 
to an insurance of some ships from Got- 
tenburg in which Pepys and Warren 
were interested. There was something 
up between them, and in January, 1666, 
appeared the following: 

“Here W. Ewer came to me with £320 
from Sir W. Warren, whereof £220 is got 
clearly by a late business of insurance 
of the Gottenburg ships. To my very 


extraordinary joy I ought and do bless 
God.” 

When Pepys began to bless God, it 
meant only too often that Pepys had 
Just pocketed a bribe. Mr. Gibb liked 
to believe that Pepys, either in his own 
or some other name, had been doing a 
bit of underwriting. That Warren had 
said to him: “These Gottenburg ships 
look like a well-paid risk, and I should 
recommend you to try to get the order 
and have a line on them.” Pepys agreed, 
and for the purpose of that one venture 
he joined, as they would say today, the 
underwriting syndicate of Sir W. War- 
ren. The risk was written in December, 
and those being the days of quick re- 
turns, the profits were paid out in Janu- 
ary. Mr. Gibb wanted to believe that 
this £220 was Pepys’s first and last un- 
derwriting distribution—100% of the 
year’s premium income. Thus, before 
Lloyd’s Coffee House was ever heard of, 
Lloyd’s system was firmly established in 
London. It was familiar to men who 
were not business men. They turned 
to it and did their business there natu- 
rally—there was, in fact, as they would 
say, a good market. 

* ££ s 


Henry W. Lowe Makes a Speech 

Not one fire insurance man out of a 
thousand can make a speech or wants to 
and if you don’t believe it get your local 
association to invite some executive fire 
officer to address the next meeting. 
With very few exceptions they will stall 
and so the meeting will have to get along 
without them. I was not a bit surprised, 
therefore, when Henry W. Lowe, vice- 
president and a director of Johnson & 
Higgins, looked embarrassed when called 
upon to make a talk at a life insurance 
luncheon in New York City the other 
day to which he had been invited because 
the Home Life officers and general 
agents were meeting Johnson & Higgins 
people around a table, they having 
formed a business connection. I knew 
when Mr. Lowe got up that he would be 
back in his seat inside of three minutes. 
His experience in the world and prom- 
inent position in the insurance field 
quickly guided him through the pitfalls, 
and two minutes after he began he was 
finished. And he said just what he 
should have said, no more and no less. 

*  @° <4 


A Broker-Singer 

I heard the late David Bishpam and 
many other great living artists sing Rud- 
yard Kipling’s “On the Road to Manda- 
lay,” but none of them affected me so 
much as did Wallace Cox when I heard 
him sing it the other day at a Madison 
avenue soiree. He is a great artist. Mr. 
Cox is a member of Cox & Cox, insur- 
ance brokers, New York City, and one 
explanation of his artistry in putting over 
that number so well is that he was for- 
merly a well known concert singer. 

+. *£ * 


Getting a Lindbergh O. K. 


Mrs. Florence P. Clarendon, who 
writes the accurate material about insur- 
ance in the “Magazine of Wall Street,” 
a paper which also prints considerable 
inaccurate insurance data, and who is 
also secretary of Henry Moir, famous 
actuary and president of the United 
States Life, believes that the guides, buf- 
fers, advisers and personal guards of 
Colonel Charles A. Lindbergh are on the 
job, to say the least. 

Recently Mrs. Clarendon thought it 
might be a nifty article if the United 
States Life ran a picture of the flying 
eagle together with the information that 
he was insured by that company during 
his flying trip throughout the United 
States. As a courtesy to everybody con- 
cerned she decided to ask for permis- 
sion to run Lindbergh’s picture. 

That was the beginning of the busiest 
day she ever spent on the telephone. The 
first office called up was the Guggenheim 
quarters, which financed the Lindbergh 
flight. After talking to various persons 


(Continued on page 42) 
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Asks California to Cancel All 
‘Licenses for Bank of Italy Agents 





State Association Believes That If This Is Not Done 
Banking-Insurance Production Trend Will 
Eventually Destroy American Agency 
System in California 


Acting on the belief that the issuance 
of insurance agent licenses to employes 
of the Bank of Italy is illegal under the 
insurance laws of California, the agents’ 
association of that state, of which Harry 
R. Schroeter is president, and P. S. W. 
Ramsden is secretary, has requested In- 
surance Commissioner Detrick of Cali- 
fornia to refuse further licensing of such 
agents, and has also asked the commis- 
sioner to’ revoke licenses already issued 
after a hearing. 

In a letter to the commissioner on this 
subject the association quotes from an 
exclusive interview given to The Eastern 
Underwriter in December by James A. 
Bacigalupi, president of the Bank of 
Italy, in which the latter defended the 
insurance attitude of the bank. 


Questionnaire 

The California Association sent the 
following questionnaire to California in- 
surance agents and brokers: 

Have you lost any insurance to Bank of Italy? 
If so, give details. 

Was the Bank interested as payee or other- 
wise? Give details: 

Please give details as to assureds, amounts, 
“Was this new business or renewals? 

Do you know of the Bank soliciting insurance 
on any property or interests in which they were 
NOT directly or indirectly interested? 

In a letter to agents and brokers Sec- 
retary Ramsden says the insurance com- 
missioner has already had over 150 ap- 
plications for agencies from the North- 
western National and the Republic of 
Texas held up pending a hearing. The 
California Association has determined to 
find out whether insurance in the future 
is to be a banking side line. If it is, it 
believes the American Agency System is 
imperiled in that state. 

The Letter to Detrick 

The letter to the commissioner follows 
in part: 

“Section 633 of the Political Code pro- 
vides that no such license shall be issued 
‘until the commissioner has satisfied him- 
self’ of certain facts, and it provides fur- 
ther for the revocation of the license of 
any agent who ‘has wilfully misstated 
any material fact in his application,’ or 
who obtained his license ‘by concealment 
or misrepresentation.’ 

“One of the facts, as to which the com- 
missioner must satisfy himself, and one 
of the material facts stated in each 
agent’s application, is that the applicant 
‘is not actuated principally in applying 
for a license by the prospect of insuring 
* * * property * * * of which he 
is himself or through his employer or 
employers * * * interested or abel to 
control the obtaining or placing of in- 
surance * * * thereon or therefor, in 
whole or in part’ (Political Code, Sec. 
633). 

“This association respectfully submits 
that the scores of employes of the Bank 
of Italy who have recently applied, and 
who are now applying, for insurance 
agent’s licenses are in fact ‘actuated 
principally’ in insuring property, the in- 
surance on which is controlled- by the 
Bank of Italy. In fact, recent published 
statements by that Bank’s executive offi- 
cers would appear to justify the conclu- 
sion that these employes are so ‘actuated’ 
not only ‘principally,’ but wholly. 

“In an article published on page 16 of 


the San Francisco ‘Chronicle’ on Decem- 
ber 26, 1927, in the name of A. P. Gian- 
nini, chairman of the advisory council of 
the Bank of Italy, Mr. Giannini discusses 
that bank’s insurance activities, and says 
of all of that bank’s employes—which in- 
cludes those who have secured, and those 
who are applying for, insurance agent’s 
licenses: ‘One inflexible rule is that no 
person who works for the Bank of Italy 
can have any outside interests. He just 
gives his whole, undivided effort to the 
job.’ 

“In an article published on page 5 of 
The Eastern Underwriter on December 
9, 1927, in the name of James A. Baciga- 
lupi, president of the Bank of Italy, Mr. 
Bacigalupi defended the policy of that 
bank in claiming for the bank’s stock- 
holders the insurance commissions on in- 
surance written by the bank’s employes, 
upon the ground that the bank has ‘al- 
ways insisted that the employes of the 
bank must devote themselves exclusively 
to its activities, and have no personal 
outside enterprise.’ And he defended it 
further upon the ground that ‘the busi- 
ness, namely, the insurance business 
written by the bank’s employes, ‘was se- 
cured by virtue of the fact that the bank 
was concerned in the transaction and 
whatever profit resulted should accrue to 
the benefit of the bank’s stockholders, 
rather than to the employe.” In other 
words, Mr. Bacigalupi here admits what 
is current rumor, namely, that the insur- 
ance business written by the bank’s em- 
ployes is the business controlled by the 
bank, being ‘secured by virtue of the fact 
that the bank was concerned in the trans- 
action.’ 

“Obviously the principal motive, if not 
the sole motive, of these employes of the 

3ank of Italy, in applying for licenses, 
is to write insurance that is controlled 
as Mr. Bacigalupi points out, by the 

3ank of Italy. As to such employes, and 
in view of the published declarations of 
Mr. Giannini and Mr. Bacigalupi to the 
contrary, we believe that you cannot well 
be ‘satisfied,’ that such applicants are 
‘not actuated principally * * * by 
the prospect of insuring’ property, the 
placing of the insurance upon which is 
controlled by the Bank of Italy. And we 
believe further, in view of the foregoing 
circumstances that proceedings should be 
taken for the revocation of the licenses 


Will Ask Rehearing 
Before Supreme Court 


FOLONIE OUTLINES NEW STEPS 





Says Insurance Cases Should Not Be 
Classed With Those Of Railroads 
And Public Utilities 





Hicks & Folonie, attorneys at law in 
Chicago, who have represented the fire 
insurance companies since the beginning 
of the Missouri rate reduction litigation 
in 1922 state that they are preparing a 
petition for a rehearing of the appeal 
before the Supreme Court of the United 
States. The move for the new hearing 
is based upon the belief that the Su- 
preme Court erred in throwing out the 


case recently when it stated that the 
companies could not come into court col- 
lectively. Hicks & Folonie contend that 
fire insurance rates cannot be developed 
upon the experience of single companies 
but upon the average of all and so the 
companies are within their rights in 
going before the highest court in the 
land in a body. 

Folonie Attacks Court’s Reasoning 

“The decision of the Supreme Court 
in the Missouri rate case is predicated 
upon the assumption that the business 
of insurance is like that of railroads and 
public utilities,” R. J. Folonie told The 
Eastern Underwriter, “wherein the ex- 
perience of each unit or part is inde- 
pendent of the other persons or entities 
in the business. In this, the Court is en- 
tirely in error and we hope to point it 
out to them in a petition for rehearing, 
which we are now preparing. 

“The business of insurance rests en- 
tirely upon averages, which requires re- 
sort to large numbers of risks over ex- 
tensive territory and over a considerable 
space of time. To measure the expe- 
rience of the future by the experience of 
a single company, whose clientele is con- 
stantly being interchanged with that of 
others in the business, presents no rea- 
sonable standard for measurement of the 
future. 

“The case of a utility or railroad are 
so clearly distinct that we are somewhat 
surprised that the Court should have 
fallen into this error. Doubtless this is 
accounted for by the fact that the ques- 
tion upon which the Court predicated its 
dismissal is not one which is presented 
in the briefs and which originated with 
the Court. We hope that presenting it 
clearly to the Court will cause them to 
retract what we consider an unsound 
opinion.” 





MRS. S. J. PIPKIN DEAD 
A news despatch from London says 
that Mrs. Samuel J. Pipkin is dead at the 
age of 83. Her husband, former man- 
ager of the Atlas, died recently. 








of the Bank of Italy employes that ap- 
pear to have secured their licenses by a 
material misstatement in their applica- 
tions and by misrepresentation in the re- 
spect noted above.” 








STANDARD 


INSURANCE COMPANY 


OF NEW YORK 





J. A. KELSEY, President 


Head Office: 80 John Street, New York 
G. Z. DAY, Vice-Pres. and Secretary 





CAPITAL ° ; ° 
PREMIUM RESERVE ° 
OTHER LIABILITIES _ 
NET SURPLUS . ° 
TOTAL ASSETS ° . 





Statement December 31, 1926 


$1,000,000.00 
45,608.17 
136,565.00 
1,453,736.59 
8,435,909.76 
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The first petroleum well 
Opened in Pennsylvania 


RILLING sixty-nine feet 

down! Then—oil struck! 

And so the first man-made well 

—back in 1859 at Oil Creek, 

Pennsylvania. Today, — light, 
heat, power, lubrication. 

This commodity has a perma: 
nent and prominent role in the 
modern drama of progress, it has 
‘revolutionized industry and 
changed our mode of living. 

These transitions of home and 
business are ever making new de- 
mands upon our social and eco- 
nomic structures. Responding to 
current needs, creating new forms 
of insurance as changes take place. 
the Home for three-quarters of 2 
century has played a prominent 
role in keeping pace with the de- 
mands of business and home life. 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


—Seventy-fifth Anniversary Year~ 


tion 
soci 
Gece 
and 
had 
age’ 
plie 
Oce 
the 

exe 
age 

whi 
inte 
stat 
low 

“ 


of 
to 
ban 
valt 
pos 
ban 





January 20, 1928 





Page 21 











Agents’ Committee Acts 
Upon Bank Agencies 


ENDS NATIONAL SURETY PLAN 





Executive Body Takes Up West Virginia 
Problem, Mid-Year Meeting and 
Other Questions at Sessions Here 





The executive committee of the Na- 
ional Association of Insurance Agents 
ield a busy two day meeting in New 
York last week, taking up a wide range 
f important questions and reaching defi- 
iite decisions upon a number of subjects. 
The West Virginia problem, bank agen- 
ies, auto finance practices and member- 
hip drives were among the topics dis- 
ussed. Following this meeting Secre- 
ary-Counsel Walter H. Bennett left for 
‘harleston, W. Va., where this week he 
s studying the legal phases of relations 
vetween companies and agents, in ad- 
ance of the injunction proceedings 
vhich will be argued there the first week 
n February. 

Several bank agency violation charges 
vere brought up for consideration. The 
nost important of these was the sub- 
mission to the Association of a propo- 
ition by the National Surety to appoint 
as agents for bank burglary business the 
secretaries of several western and south- 
ern state bankers’ associations. The Na- 
tional Surety sought these appointments 
because the Ocean Accident & Guaran- 
tee now has several such agents. 

National Surety Drops Proposition 


Headquarters of the National Associa- 
tion sent out telegrams to the state as- 
sociations in Alabama, Arkansas, 
Georgia, Kansas, Kentucky, Michigan 
and Missouri, asking what attitude they 
had taken on the existence of these bank 
agency appointments. Most of the re- 
plies criticized these appointments of the 
Ocean as violations of the principles of 
the national and state associations. The 
executive committee likewise ruled such 
agencies as bank agencies, following 
which the National Surety abandoned its 
intentions to seek such agents. The 
statement of the executive committee fol- 
lows: 

“Attention of the National Association 
of Insurance Agents has been directed 
to the licensing of secretaries of state 
bankers associations by one or more cas- 
ualty insurance companies, for the pur- 
pose of writing insurance for member 
banks, which practice has been recog- 
nized by the burglary conference, 

“This practice is in violation of Na- 
tional association principles; constitutes 
a rebate within the provisions of many 
anti-rebate laws; and establishes an in- 
defensible precedent. 

“This committee requests its executive 
fficers to make this the subject of nego- 
tiations with any offending companies 
and with the burglary conference.” 

No Action on California Fight 

The executive committee took no ac- 
tion on the California situation as none 
was requested but gave unofficial ap- 
proval of what the California local 
agents’ association has done so far in the 
Bank of Italy controversy. It was re- 
ported that practically all the companies, 
vith the exception of the two or three 

ccepting appointments from the Bank 

f Italy, are wholeheartedly behind the 
agents in their fight against the whole- 
ale appointment of bank agencies. 

Another bank agency problem has 

risen in Fort Smith, Ark., where an old 

stablished agency, representing a num- 
er of leading fire companies, was sold 
ecently to two banks, following the 
eath of the head of the firm. This 
~gency, the Arkansas Valley Trust Co., 
hich despise its name, does mostly an 
insurance and real estate business, is now 
perating as before, but is controlled by 
he two banks. The companies repre- 
ented in it have been invited to express 
their opinions whether the change in 
ownership does or does not alter the 
tatus of the agency itself. 

The place for the mid-year meeting ot 


the National Association has not yet 
been fixed. It has been decided tenta- 
tively to go South in the middle of 
March, leaving the exact time and place 
to the officers of the association. West 
Baden, Ind., is seeking the annual con- 
vention in the Fall. 

J. A. Giberson, Alton, Ill.; W. E. Har- 
rington, Atlanta, Ga., and Clyde Smith, 
of Michigan, were appointed members of 
a committee to draw up a code of ethics 
for agents to be presented at the 1928 
annual meeting of the National Associa- 
tion. 

Edwin J. Cole of Fall River, Mass., re- 
ported on a meeting last week of the 
speakers’ committee of the National Fire 
Waste Council. He said he hoped the 
fire prevention work of the National As- 
sociation would continue to be linked up 
with that of the other organizations in 
the Fire Waste Council. 

Hildreth Committee Appointed 


George D. Markham of St. Louis; Ed- 
ward C. Roth of Buffalo, and James L. 
Case of Norwich, Conn., all past presi- 
dents of the National Association, were 
appointed a committee to draw up a 
suitable memorial upon the recent death 
of past President Charles F. Hildreth 
of Freeport, Ill., for presentation at the 
mid-year meeting. 

The executive committee will aim to 
have 100% of local board memberships 
enrolled in the various state associations. 
This end will be the goal of many of 
the sectional membership drives. At the 
present time many members of local 
boards have joined their state associa- 
tion and National Association while oth- 
ers have not. 

One session of last week’s meeting was 
devoted to the problem of non-policy 
writing agents and branch offices. The 
association has not withdrawn its oppo- 
sition to such agents, the committee said, 
in amplifying the announcement made at 
the 1927 New Orleans convention, except 
with reference to such regular agents and 
branch offices who employ full time so- 
licitors. The committee did not take up 
the question of commissions to non- 
policy writing agents and made no state- 
ment on what the correct differential in 
commissions should be. 

With reference to wholesale insurance 
and the operation of finance companies 
the executive committee ruled that 
wholesale insurance is not overhead writ- 
ing if the policies are written in accord- 
ance with state laws and if local agents 
are paid an overriding commission. 

Past Presidents Frank L. Gardner of 
Poughkeepsie, N. Y., and Thomas C. 
Moffatt of Newark, N. J., and Mr. Cole, 
chairman of the fire prevention commit- 
tee, attended some of the executive com- 
mittee sessions. 





EXPECT BUTTON TO CONTINUE 

The Virginia State Corporation Com- 
mission will not make the appointment 
of the head of the new division of in- 
surance and banking created under Gov- 
ernor Byrd’s reorganization plan until 
after the first of February. It has been 
expected that the appointment would be 
made earlier, but when Governor Byrd 
recently appointed William Meade 
Fletcher to succeed Berkley D. Adams 
as a member of the commission on Feb- 
ruary 1 it was decided to defer the ap- 
pointment of the head of the newly cre- 
ated division until after Mr. Fletcher en- 
ters upon his duties. It is understood 
that the program is for Mr. Fletcher to 
have supervision over banking and in- 
surance. The chief of the new division 
does not go into office until March 1. 
Colenel Joseph Button, the present com- 
missioner of insurance, is generally be- 
lieved to be favored for this appoint- 
ment. Mr. Fletcher is rated as one of 
the leading lawyers of the state. 





ASKS CAPITAL INCREASE 
The Liberty Fire Isurance Co. sub- 
sidiary of the Liberty Insurance Bank, 
Louisville, has filed amended articles in- 
creasing capital stock from $400,000 to 
$500,000. ' 
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Pasteur- Metschnikoff-Koch 
Ehrlich: Van Ermengen-Noguchi 


These might be unknown to 
fame had not - 


ANTHONY VAN LEEUWENHOEK 
of Delft dreamed ofa lens deli- 


cate enough toreveal the smallest 


of living organisms. Braving 
poverty and ridicule. The Crack- 
ed Lens-maker of Delft ‘worked 
until his vision become a realit 
and he showed toa waiting world 
BACTERIA : 
The science of Bacteriology- 
a foundation stone of modern 
medicine-was thus begun. 


The agent who can visualize a sub- 
stantial growth for his agencycan, 
by persistence,make it a fact. 

His efforts will be ‘constantly supported 


THE WORLD FIRE AND MARINE 
~ INSURANCE COMPANY 


“Get the Best in THE WORLD.” 
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Only 4% of Taxes 
Used for Insurance 


SPECIAL REPORT IS_ ISSUED 





U. S. Chamber of Commerce Analysis 
Shows Upward Turn for First Time 
in Several Years; Taxes Too High 





During 1926 more insurance was writ- 
ten than in any previous year, over $#,- 
200,000,000 being collected in total pre- 
miums. The public has long been ac- 
customed to various types of indirect 
taxes on amusements, commodities, etc., 
but few of the insurance policy-holding 
public realize that an indirect tax is also 
being placed upon them through the me- 
dium of an insurance premium tax, says 
a special report on taxation issued yes- 
terday by the United States Chamber of 
Commerce. This tax, originally designed 
to provide for the expense of operating 
state insurance departments, has now be- 
come mostly a general revenue tax as is 
shown by the fact that out of every dol- 
lar collected in 1926 only 3.94 cents weré 
spent for state insurance supervision. 

The remainder, amounting to 96.06 
cents of every dollar of tax, was used as 
part of a general revenue fund for which 
the policyholders had already been taxed 
as citizens. Special state insurance taxes, 
levied indirectly on policyholders only, 
constitute class legislation and, upon 
policyholders as a class, are inequitable 
especially insomuch that they fall with 
added burden upon life policies taken out 
at an advanced age or upon the higher 
priced endowment forms. 

Taxes Totaled $79,630,000 

Special insurance taxes in 1926 amount- 
ed to $79,634,512 which was an increase 
of more than 9% over the corresponding 
amount for 1925. 

Figures for 1926 show that 3.94% of all 
special insurance taxes collected from 
policyholders were spent as service to 
them, states this report. This is a 
change in the decline that had been ap- 
parent from 1915 until 1925. In 1925 the 
figure was 3.65% and $2,661,317 were 
given as total expenses of insurance de- 
partments by way of service to policy- 
holders. An increase of $479,128, giving 
a total of $3,140,445, was recorded in 
1926. Much of this increase was due to 
two states. Connecticut showed a total 
of $102,118, representing an increase dur- 
ing the year cf $34,680, as having been 
spent by the state insurance department 
for the last fiscal year. In explaining 
this difference, the Connecticut Insurance 
Department says: “The large increase 
for the year ending June 30, 1927, was 
caused by extensive increases to our 
force of examiners.” 

Explanation of Increase 

New Jersey shows a much more pro- 
nounced growth for insurance depart- 
ment expenses than Connecticut as a to- 
tal of $518,279, representing an increase 
of $318,934, was reported for 1926. Ex- 
planation of the New Jersey figures may 
be found in the fact that there was a 
reorganization of the Department of 
Banking & Insurance into three distinct 
bureaus, viz: Bureau of Insurance, Bu- 
reau of Banking and Bureau of Building 
& Loan. This resulted in a slight in- 
crease in the personnel of the depart- 
ment. An actuarial division for the in- 
surance bureau was also estabilshed so 
that actuaries are appointed by the com- 
missioner and now receive their compen- 
sation from the department. Advice 
from the department states that the ap- 
parent great increase in the cost of 
maintenance is largely fictitious and re- 
sultant of the recited change in the 
method of disbursing examination 
charges and actuarial fees. 

The amount given as the cost of op- 
eration of the department is the sum ex- 
pended for the entire banking and insur- 
ance department as the appropriation 
is not segregated for the three bureaus 
and estimates for the expenses of the 
Bureau of Insurance are not obtainable. 
The amount of revenue collected by the 
New Jersey department shown in the 


table represents special insurance taxes 
alone but expenses are borne by rev- 
enue not only from insurance companies 
but from banks and building and loan 
associations as well. 

Comparison of percentages spent for 
service by the varoius states show that 
in 1926 there were actually twenty-one 
increases and twenty-seven decreases. 
Louisiana figures were not compared as 
1925 figures were unavailable. As a 
whole, excepting Connecticut and New 
Jersey, the trend was downward. Table 
A, given below, shows the percentage of 
insurance premium imposts spent for 
service to policyholders since 1915. 


Table A 
Year Percentage Year Percentage 
LOLS ico ce 6.48 | Ee 4.08 
ROLG. <0 0c0 5.69 a 4.37 
M909 sc: 6.52 eh. 3.87 
ye 4.78 See Bg i 
Lob ae 4.37 99O5 cess 3.65 
J ae 4.33 or 3.94 





HAMILTON BECOMES ADJUSTER 


Andy Hamilton, for the last eight 
years branch manager at Montreal for 
the Sun Insurance Office for the Prov- 
ince of Quebec, has resigned to enter 
into partnership with A. W. Kilgour, a 
Montreal adjuster, under the firm name 
of Kilgour, Hamilton & Co. 





LA PREVOYANCE SOLD 





Group of Montreal Financiers Purchases 
Canadian Company; Hector H. Racine 
Chairman of Board 

La Prevoyance, also known as the 
Provident (Fire) of Canada, has been 
sold to a group of Montreal financiers. 
The old board of directors resigned and 
a new board was elected, headed by Hec- 
tor H. Racine. Jules H. Pigeon has been 
appointed managing director to succeed 
J. C. Gagne, who is retiring from the 
business. Mr. Pigeon was manager of 
the Merchants & Employers Guarantee 
& Accident. La Prevoyance was organ- 
ized in 1905. 





S. M. SAUFLEY REAPPOINTED 

S. M. Saufley, insurance commissioner 
of Kentucky, has been reappointed for 
a term of four years under the new sys- 
tem. Arch. Pulliam, a former local 
agent, was named deputy insurance com- 
missioner. 





NEW ENGLAND FIRE AGENT 

The New England Fire has appointed 
Jacob Newberger as New York metropo- 
litan district agent. He also represents 


the Minneapolis Fire & Marine, and has 
been in insurance for twenty years. 


An Open Letter to 
Harmonia Agents— 
Digging Up Leads 


For instance: 


insurance-wise. 


a letter 





The Harmonia Fire Insurance Company has 
suggestion along this line for 
Harmonia Agents who write for it. 
help stimulate business. 


In territories where The Harmonia Fire 
Insurance Company is not already repre- 
sented, applications from reputable agents 
for representation will be considered. 


for New Business 





Each advertisement of The Harmonia Fire 
Insurance Company during 1928 will contain 
a suggestion for digging up prospects for the 
various lines of insurance. 


The insurance field is a fertile one. Agents 
who are constantly on the alert can find many 
ways to increase business. 
will be business building ideas. 


These suggestions 


In January remind your 
clients about starting the new year right 
Write to each name on your 
list of those already insured in your agency 
and to your prospect list. 


It will 





HARMONIA 


Fire Insurance Company 


NEW YORK OFFICE 
59 MAIDEN LANE 





West Virginia Ass’n 
Will Fight Injunction 


MEETING HELD IN NEW YORK 





Committee To Raise Funds To Secure 
Counsel In Battle That Will Start 
February 6 





_The West Virginia Uniformity Asso- 
ciation’s supervisory committee met at 
the headquarters in New York last week 
of the Eastern Underwriters’ Association 
and voted to contest vigorously the tem- 
porary injunction taken out to prevent 
the companies from putting into effect 
the new commission agreement. This 
injunction is returnable February 6 and 
not January 20 as was stated last week. 
Following the meeting in New York this 
resolution was adopted: 

“Resolved: That it is the sense of the 
meeting that the supervisory committee 
be empowered to employ counsel and to 
make such arrangements as are neces- 
sary to make answer for all member 
companies and to contest vigorously this 
temporary injunction. It is further re- 
solved that the committee is empowered 
if necessary to make an_ assess- 
ment to raise the necessary funds to 
provide for the expense in this connec- 
tion. 

The association wants to go through 
with this litigation in order to determine 
what power a state has to interfere with 
a company in making contractual rela- 
tions with agents. 

Walter H. Bennett, secretary-counsel 
of the National Association of Insurance 
Agents, left Sunday afternoon for 
Charleston, W. Va., where he is mak- 
ing this week a complete study of all 
the legal phases of the situation. As 
published last week the executive com- 
mittee of the agents’ association de- 
plores litigation of this character aad 
hopes the whole matter can be settled 
amicably through compromises. 





HEAR TALK ON FIRE NEEDS 
R. M. Cadman, N. J. Schedule Rating 
Office, Tells Roselle Park. Ass’n. 
Methods Of Fire Prevention 


Various methods of fire prevention and 
various forms of fire departments were 
explained at length last week at the 
meeting of the Roselle Park, N. J., Civic 
Association by R. M. Cadman, super- 
intendent of the engineering department 
of the Schedule Rating Office of New 
Jersey. 

The speaker outlined the advantages 
and disadvantages of the different sys- 
tems. He declared that obviously a paid 
fire department was the best, but that 
excellent service could be rendered from 
a volunteer department that was oper- 
ated efficiently. The employment of sev- 
eral paid men, he said, was of a dis- 
tinct benefit and increased the effi- 
ciency of any department. 


HEADS LOUISVILLE BOARD 


Arthur G. Chapman of the Chapman 
Insurance Agency of Louisville, Ky., was 
last week elected president of the Louis- 
ville Board of Fire Underwriters for 
1928. He succeeds Edward J. Miller who 
had served for two years. Mr. Chapman 
was previously vice-president of the 
board. C. J. Hellman of the Hunter & 
Hellman agency was elected vice-presi- 
dent and William M. Watson re-elected 
secretary-treasurer. Retiring President 
Miller was presented with a handsome 
silver water service. 








SAYS COMPANY IS SOLVENT 

W. S. Newton, receiver and manager 
of the Canada National Fire of Winni- 
peg, says that the reason for the ap- 
pointment of a receiver was not because 
the company was insolvent but to pre- 
vent its going into liquidation, The com- 
pany has enough securities deposited 
with the Dominion Government, he said, 
to protect all its policies and some in 
addition. 
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Thrift Week— 
January 17th to 23rd 


Thrift is defined as care and wisdom in 
the management of one’s resources. What 
greater care can one show than to protect 
his property with complete insurance? 
And what greater wisdom than insisting 
on policies in a dependable company—the 
First American for instance? 









Ree PAY As. lf y 





Thrift demands complete insurance pro- 
tection. Make sure your clients are thrifty. 


“AMERICA FORE” 







FIRST AMERICAN 
FIRE INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. ¥. 


CANEST STURM Counman or re Bona, 
LHAIO, Pacsoenr 


‘CASH CAPITAL — ONE MILLION DOLLARS 





NEW YORK CHICAGO MONTREAL SAN FRANCISCO 
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Up-State Field Men 
Sorry Peck Is Retiring 


AN INSPIRATION TO OTHERS 





Covered New York, New Jersey and New 
England in Long Career; Reviews 
Changes in Fire Underwriting 





When summer comes along bringing 
the annual meeting of the New York 
State Association of Supervising and 
Adjusting Fire Insurance Agents— 
popularly known as “The Old Associa- 
tion”—-at Upper Saranac Lake, there is 
going to be a fine personality missing 
from the picture as an active member. 
Announcement was made last week cf 
the retirement from active service with 
the North British & Mercantile fleet of 
fire companies, and the Pennsylvania 
Fire in particular, of George P. Peck, as 
New York special agent. 

It would take considerable space in 
The Eastern Underwriter to recite the 
fine qualities of George Perriwinkle 
Peck, one of the best-known and loved 
members of both the active association 
and the “Old Association” of New York 
State field men. To few field men has 
it fallen the lot to be so genuinely highly 
regarded. He is of the old school who 
exercise thought and have conscience. 

No more popular field man ever at- 
tended an “Old Association” meeting. He 
has always been active in its affairs, 
both serious and pleasureable. To him 
more than anyone else is to be given 
credit for the warmly contested and al- 
ways interesting bridge tournaments at 
the Adirondack meetings. Then the 
golf bug got into his system and each 
vear for the past several the golfing ele- 
ment of the association meeting has 
found itself involved in contesting for 
the “Peck Trophy” which he presented 
to the organization. 


Going To Specialize In Golf 


When in New York City recently 
George was a caller at The Eastern 
Underwriter office. He reported feeling 
tip-top. In fact, his health is better than 
for years. 

“Tam just right to enjoy the leisure 
my superiors fecl | have earned. Mother 
Peck and I are going to get away from 
the big house in Syracuse and find a 
cozy little apartment just big enough for 
two and settle down to a peaceful and 
contented afternoon of life. My _ golf 
clubs will afford healthful diversion,” he 
said 

“It will be a new page in the book 
of my life to be an absentee from the 
active New York State Association meet- 
ings at Syracuse. I sang my swan song 
at the meeting held on January 10. I 
will retire from active work on March 1. 
Among my finest and most cherished 
heritages are the lovable friendships 
formed throughout the years I was in 
the field. I have been in the business 
more than forty-three years.” 

During Mr. Peck’s work in the New 
York State field he was honored by 
being elected to offices in the “old” as- 
sociation. He was vice-president of the 
“Old Association” in 1904-1905, and its 
president in 1905-1906. He presided at 
the meeting immediately following the 
San Francisco earthquake fire. 


Career of G. P. Peck 


In November, 1874, Mr. Peck started 
as office boy with the Shoe & Leather 
Insurance Co. of Boston, working up to 
a position which would now be consid- 
ered as manager of the agency depart- 
ment. On the re-insurance of the com- 
pany in October, 1884, he accepted a po- 
sition as special agent of the American 
Fire Co. of Philadelphia, through the 
Frame & Hare General Agency, and 
covered New England, New York State 
and Northern New Jersey, part of the 
time being devoted to work for the 
Pennsylvania Fire in New Jersey and 
Long Island. 

On the retirement of the American of 
Philadelphia after the California fire of 
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And an agent gets only 50% of the 
profits he should have when he sells fire 
policies and does not stress Use & Occu- 


HE business man who carries fire 
insurance alone is only getting 50% 
of the protection he should have. Profits, 
rent, high salaries and many other items 
should be safeguarded against the time 


when fire might bring his whole business 


standstill. 


pancy Insurance. 


Agents of this company are one hundred 
per centers. They believe in complete 
protection. Use & Occupancy insurance is 
no mystery to them. They know every 
phase of it, have studied its every advan- 
tage. Whenever they sell or renew a fire 
policy they tell the complete, convincing 
story of Use & Occupancy. No alert busi- 
ness man neglects to take this important 
policy when it is properly explained to 


him. 


After all our agents’ unusual success 
with Use & Occupancy Insurance simply 
lies in knowing how to Tell Them in 


order to Sell Them. 


“]IVERPOOL, 
wo | ONDON 


GLOBE. 


Tusurance Co ev 


Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St., New York, N. Y. 


Western Dept. 
CHICAGO 


Pacific Coast Dept. 
SAN FRANCISCO 

















THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 





















































1906 he became New York state agent 
of the Spring Garden Insurance Co. aid 
in September, 1907, went with tie 
Pennsylvania Fire, continuing with thi m 
to the present time. 

Speaking of changes in fire insurar ce 
during the years of his field work, \'r, 
Peck says: 

“Times have changed very materia’ ly 
in the insurance business from what thy 
were fifty-four years ago. In the old:n 
days there were only two kinds of in- 
surance, fire and marine, and it was 
straight fire and straight marine—:o0 
frills or side lines. Policy forms were 
simple and as we had to write our pcli- 
cies by hand the forms were short and 
to the point. 

“Very few riders were attached to 
policies in those days; in fact we didn't 
give the lightning clause unless it was 
specially requested. From this you can 
see how different the business was then 
as compared with the large number of 
side lines, printed forms, and riders now 
in use. In the early days there were 
no rates; each company made its own 
rates. $2,500 was the maximum line 
written by any company and this same 
line of $2,500 is the basis of all lines 
that we take today. 

“As there was no standard policy the 
adjustments were sometimes very pecu- 
liar, Exclusions were made in one pol- 
icy and not in another and so the com- 
pany having the broadest form often 
paid the larger proportion of the loss. 

“T know of nothing that demands a 
higher grade of men than the insur- 
ance business. It is a constant study and 
can never be learned from text books. 
The old experience of hard knocks is 
the teacher.” 





COMM. McMAHAN DEFEATED 





Radic:1 South Carolina Commissioner 
Will Be Succeeded April 2 by Sam 


B. King, General Insurance Agent 

Jchn J. McMahan, insurance commis- 
sioner of South Carolina for several 
years, and one of the most radical op- 
ponents of stock fire insurance company 
practices, is soon to leave office. He was 
defeated for re-election in the state leg- 
islature last week by the convincing vote 
of 100 to 44 and will be succeeded on 
April 2 by Sam B. King of Greenwood, 
S.C. Mr. King is president of the South- 
ern States Realty Co., and also conducts 
an insurance agency. He has been a 
member of the legislature three times 
and last year resigned to become a can- 
didate for insurance commissioner. He 
is a man of wide influence. 


Mr. McMahan is one of the most pic- 
turesque of insurance commissioners. 
Appointed head of the South Carolina in- 
surance department in 1921 by the gov- 
ernor, he was elected to remain in office 
in 1922, 1924 and 1926. Almost from the 
start Commissioner McMahan launched 
attacks on the stock fire companies, con- 
demning their rates in his state, criticiz- 
ing their rate-making methods and ac- 
cusing them of various ways to maintain 
unjustifiably high rates. For a few years 
he was a familiar figure at commission- 
ers’ conventions end his talks, while 
usually controversial in nature, always 
drew a good audience. He was a fighter 
clear through and with Bullion of Ar- 
kansas and Hyde of Missouri formed the 
three musketeers of the National Con- 
vention of Insurance Commissione’s. 
Bullion dropped out of the picture abit 
three veirs azo. Hvde is still serious!y 
ill and now McMahan loses his place. 
The South Carolina commissioner hs 
missed several of the latest commissio'l- 
ers’ meetings. 





APPROVE CAPITAL INCREASE 


At a special meeting of stockholdi’s 
of the Springfield Fire & Marine 1st 
week the recommendations of the dircc- 
tors to reduce the par value of the sto ’k 
from $100°to $25 and to increase the ca- 
ital from $3,500,000 to $4,500,000 were 
adopted. 
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Hoboken Fire Losses 
Drop Over $120,000 

DECEMBER PIER DAMAGE SMALL 

Cleaning Out of Rubbish One Reason 


Given for Decrease; No Claims 
in November 





In a report of the fire department of 
Hoboken, N. J., of the fire losses for the 
ycar 1927, figures show that there was 
a decided drop over that of 1926. The 
total loss as estimated by the fire depart- 
ment for the year just closed is given as 
$59,858, while in 1926 the total loss 
aiounted to $162,342, showing a decrease 
of $122,484. 

The heaviest loss for any month dur- 
ing 1927 was sustained last May, when 
there was a loss of $20,000, while in No- 
vember of the same year there was no 
losses reported, although the fire depart- 
ment answered many alarms. The fires 
were of such small nature that before 
the department arrived they were extin- 
guished, and as far as could be learned 
no losses were reported to the insurance 
companies, 

The pier fire which occurred last De- 
cember in Hoboken and which was re- 
ported as being a loss of over one mil- 
lion dollars, will, as far as city property 
damage is concerned, be settled at an es- 
timated loss of about $5,000. The dam- 
age which was sustained by the burning 
steamship is not included in the Hobo- 
ken losses, for the reason that the 
steamer is not a part of the New Jersey 
town. It was learned from another 
source, however, that the damage to the 
steamer was considerable. 

The losses for the years 1927 and 1926 
are given in the following tables: 









1927 
NED abs. asd Ratécb elon ire ein $2,500 
PRUMEND 6k cceimns mines wows 6,401 
PMNOEE Ge co crkeicntbane odes 200 
DED dtcGeduet werent scee 100 
DOE ira VRaIE ss MAwkoms ewes 20,000 
June 150 
july .. 2,400 
August .... is 1,201 
SOIEIDEE 50s oisidescnweca os 375 
WU, ears c cae eee bdiones 1,443 
INGCOUEE a65 coe evesenced No loss 
ee, EN ee eee ee *5,000 
MOE siecesederuieees $39,858 
*Estimated. 
1926 
NON, © Kxekanewae nee vier $51,664 
DEEN g2casveenenenses 4,077 
MEME Scccndavtdeeane ease 3,098 
MEE Sa dadiaGek caneelncdde 44,116 
MEM siecdessesueh.vewwanue 5, 
EEE SaNiéisi cinders eons uasiera 11,631 
EE Oe wieees cba wee tavernee 350 
PN. basa teawmels eed 3,734 
OENOE? tc avian cuie cee 2,675 
MEE . crak otavades acu 1,924 
DEN nistecwmadveste 3,203 
DOREMRE as wewivenoaestas 30,447 
BOE  xasc0cbcepaccks $162,342 


Many reasons have been advanced for 
the large decrease in fires during the 
year just closed. According to fire de- 
partment officials the people have been 
taught to keep their cellars, alleys, va- 
cant lots and other places where rubbish 
is bound to collect, free of this menace. 
Keeping floors in factories and other 
business buildings clean and the prohib- 
iting of smoking in factories, has had 
much to do with the keeping down of 
fire losses. 

There were comparatively few fires on 
the Fourth of July, owing to the strict 
ordinance relative to the selling and 
keeping fireworks on the premises with- 
out a permit. Much credit must be given 
to the fire department for enforcing this 
ordinance as they made many inspec- 
tions in the various parts of the city. 

The fire department and the Chamber 
of Commerce of Hoboken are strongly 
advocating the maintaining of a fireboat 
which could cover the waterfront and be 
of great assistance at all pier fires. Rail- 
toad companies are opposing such a 
move for they claim that it would place 
a heavy taxation on them to sustain 
such an apparatus. They maintain that 
their tugs are fully equipped for fire 
emergencies and of more assistance than 
a ‘ireboat. 


Fire 

Rent 

U and O 
Windstorm 
Automobile 
Fur Coat 
Tourist 
Transit __ 
fand Others 








NORTHERN 


ASSURANCE COMPANY LIMITED 


OF LONDON 
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‘No Fire Liability In 
Concussion Explosion 


THAT IS, IF FIRE COMES ATER 





Secretary Hall of America Fore Dis- 
cusses Lake Denmark Explosion 
Aftermath; Cites Authorities 





In a recent issue of the America Fore 
Bulletin Secretary Hall of the America 
Fore companies, discussed the question 
of concussion damage to a neighborhood 
building. Several claims for loss and 
damage caused by concussion following 
a series of explosions in the Government 
Arsenal at Lake Denmark were pre- 
sented. Here is what he had to say on 
the subject: 

“In every case where it is clear that 
the damage is solely the result of con- 
cussion, liability should be disclaimed. 
The point is one which has been fre- 
quently submitted to the tests of litiga- 
tion, and the decisions have uniformly 
upheld the contract as written. The 
Hustace case is probably the best known 
and most often cited precedent in this 
jurisdiction, and the conditions there pre- 
sented are almost identical with those 
following the Lake’ Denmark explosion. 
Fire originated in the Tarrant Building 
on the northwest corner of Warren and 
Greenwich streets in New York City. 
The building was filled with drugs and 
chemicals and within thirty minutes after 
the fire started there was a terrific ex- 
plosion which wrecked not only the Tar- 
rant Building, but practically every other 
structure in the immediate vicinity. The 
Hustace property, which was completely 
demolished by concussion from the ex- 
plosion, stood 56 feet 11 inches from the 
Tarrant Building and there were several 
intervening structures, in addition to an 
eight-foot alley. After reviewing the 
facts and citing numerous authorities, 
Justice Parker of the New York Court 
.of Appeals reached a conclusion favor- 
able to the contention of the Insurance 
Company in the following language: 

“It (the policy) insures plaintiff against all 
direct loss or damage by fire, and relieves the 
insurer from liability for all loss caused directly 
or indirectly by explosions of any kind, and 
necessarily, therefore, from a loss by concussion 
caused by an explosion in a neighboring build- 
ing, whether the explosion be brought about by 
a lighted match, a fire, or other cause. Hustace 
et. al. vs. Phoenix Insurance Company of 


Brooklyn, 67 N. E. 592. 

“Of like import is the decision of the 
Texas Court of Civil Appeals in L. & L. 
& G. Insurance Company vs. Curry, 234 
S. W. 232, citing as precedents the Hu- 
stace case; Clement on Fire Insurance 
123, and numerous others. 

“In discussing the question of liability 
in the Curry case, it was stated by the 
court that ‘after diligent search we have 
been unable to find any case holding that 
damage from an explosion was within 
the risk assumed under a fire policy con- 
taining an explosion clause as an except- 
ed risk where the explosion occurs in, 
and is caused by, an antecedent fire in 
a building other than the insured prem- 
ises.” 





ST. LOUIS FIRE LOSSES 

Fire losses in St. Louis during the last 
nine months of 1927 were only $871,085 
according to statistics compiled by the 
Fire Department headquarters. The 
losses by months were: April, $119,420; 
May, $52,165; June, $67,045; July, $53,- 
685; August, $69,825; September, $67,765; 
October, $125,840; November, $96,550 and 
December, $218,790. The St. Louis fire 
situation has shown steady improvement 
in the last three years. The total loss 
for 1924 fiscal year was estimated at 
$3,402,714 or $3.95 per capita. In 1925 
the loss dropped to $3,075,000 or $3.57 
per capita and in 1926 the loss was $2,- 
474,435 or $2.87 per person. 





BROOKLYN OFFICE MOVES 


The Brooklyn office of the Central Fire 
Agency, Inc., has moved to 92 Clinton 
street. 
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Wide Circulation Is 
Given C, A. Gough Paper 


NEAL BASSETT DISTRIBUTES IT 


Writes to His Agents, Also, About Their 
Chances of Subscribing for 
Stock Ownership 





Neal Bassett, president of the compa- 
nies in the Firemen’s of New Jersey 
group, has mailed to agents of the Fire- 
men’s and stockholders a complete copy 
of the address made on company group- 
ing ownership which Deputy Gough of 
New Jersey delivered in Cincinnati be- 
fore the Convention of Insurance Com- 
missioners. In the same enclosure Mr. 
Bassett discusses recent capital changes 
of the Firemen’s and desire of agents to 
buy stock. He says in part along that 
line: 

“You will doubtless recall that on 
April 25, 1927, our board of directors 
voted to increase the paid-up capital of 
the Firemen’s from $5,000,000 to $7,500,- 
000:through the issuance of 50,000 addi- 
tional shares of a (then) par value of 
$50 each, at the price of $185 per share. 
Thereafter we received many queries 
from our agents as to whether they 
could subscribe for stock at the issuing 
price. We were obliged to advise them 
that this could not be done because under 
the law stockholders of a company are 
entitled to subscribe proportionately to 
a new issue of stock, unless they waive 
such right. In the case of the Firemen’s 
all of the 50,000 shares were subscribed 
except thirty-three (33), and under the 
resolution of our board these were sold 
at public auction at a price very far in 
excess of the issue price of $185.00 per 
share. 

“On July 14, 1927, the stockholders of 
the company met and voted to reduce 
the par value of the stock from $50 per 
share to $10 per share. This was done 
with the thought (we quote from our 
letter to stockholders dated June 27, 
1927) that: 

“It is believed that the lower par value 
will bring the stock within the investment 
means of many persons desirable as _ stock- 
holders, who at the present time do not so 
invest because of the high monetary value 
per share of the stock. A 

“Reduction in par value would obviously 
cause a greater distribution in the shares 
of the company both as to individuals and 
as to territory. Such distribution would 
be of value to the company for many rea- 

including the general advertising 
value, as well as the resultant increase in 
the insurance business of the company 
through the placing with it by its stockhold- 
ers of the insurance upon their own prop- 
erty. 

“Also low par value is in line with pres- 
ent day practice of leading financial insti- 
tutions of all kinds having close rela- 
tionship with the general public.” 

“We regret that it was impossible for 
our agents to subscribe for stock at the 
time of our last issue but the reasons 
given above will clearly explain why this 
could not be done. 

“If, however, there is any agent of the 
Firemen’s and/or any of its affiliated 
companies: The Girard F. & M.; the 
Mechanics; National-Ben Franklin Fire; 
Superior Fire; the Concordia Fire; the 
Capital Fire, who would like to become 
a stockholder of the Firemen’s, or if al- 
ready a stockholder would like to in- 
crease his stockholdings, we invite such 
person to address us on the subject and 
we will be more than glad to put him 
in touch with a reputable and financially 


sons, 


responsible broker (or brokers) and will _ 


do every proper thing in our power to 
aid him in carrying out his desires. You 
of course understand that the company 
has no stock for sale (and is not in 
position to offer any) and therefore in 
making this suggestion to you is only 
doing it through its desire to serve you.” 








J. Campbell Haywood 
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CAPITAL PAID IN 
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National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1927 


Shalinanp tata eTuee k''6' 4 Sa: al daiave So, ge die Ce 3,000,000.00 
RESERVE FOR ALL LIABILITIES re : 


eer eee - 26,703,531.64 
I rare + 11,673,952.46 
CONTINGENT RESERVE FUND................-cc00 800,000.00 

2id,0 0 on niko bs ai eee star AS secccccccccccs 41,377,484.10 
TOTAL SURPLUS TO POLICYHOLDERS............. 15,473,952.46 


F. D. Layton, Vice-President S. T. Maxwell, V.-Pres. & Sec’y 
. F. Cowee, Secretary 
C. C. Hewitt, Secretary 
Assistant Secretaries 

L. C. Breed (Automobile) 









R. M. Anderson, Secretary 
F. B. Seymour, Treasurer 


H. B. Collamore 
V. 1. G. Petersen (Marine) 

















Tel. 221-4 Washington 
Warren, Conn. Cornwall Bridge P. O. 





Insurance Stocks 





Following are Tuesday’s quotations of 
stocks as furnished by J. K. Rice & Co.: 







Market 

Bid Asked 
BNE ANE. 5. cn aokuestacne seuss 790 800 
PEM PEEEO oc tote cwakeeouirn 840 850 
PATENTED 6c o can amnaeercss 135 cae 
PONTERINE © ois il nin xan AS aoa ee 75 80 
American Alliance ...........0 600 625 
American Reserve ........cc00 85 93 
DIRICAN, BUNT 6 hkcvascaeesec 345 355 
Bankers & Shippers............ 500 sin 
POMOC canes gre keus eed eek os 950 he 
COMI. o.sdas <b neu wrckaasacwes 28 30 
PUN: Sea bisislnncecacnuaecece 75 80 
OI NE hike soo woes Se een 45 50 
Continental (New) ............. 80 83 
Rae OEY bon caswescanace 80 ake 
chee, Oe ee eB 900 ae 
Fidelity and Casualty........... 220 230 
Fidelity and Deposit ........... 290 300 
FiO PCIE 6 oi6sccadcawesaee 200 
Fire Association 73 
Fireman’s Fund 128 
MEOPIGRI Es INS Deo wikéaek scAuuacen 61 
Be ee 365 
Glens Falls 65 
Globe & Rutgers .. 3000 
Great American 550 
Great American (new) ......... 53 56 
RIMUEOR TRPW)) 6 sic’ scccacisiene's 233 cae 
ce OR ern ee eae 330 340 
PRGNUIEN ab aale aA cates oko aes aia 75 80 
EEMETING: oc cbuce eek ecaspnceess 800 830 
MOMUP: Sa cisnaulkasksucanesauesase 595 605 
OMEN: cove ccinveeasiceeene 55 60 


mittee. 


movement. 


expenditure. 


—JOHN HANCOCK SERIES 


THRIFT WEEK and 
the HOME BUDGET 


D URING JANUARY, from the 17th to the 23rd, the coun- 
try generally, and life underwriters in particular, will be 
concentrating their attention on the Thrift Idea. 


This organization is known as the National Thrift Com- 
The Y. M. C. A., the life insurance companies and 
the banks have been the most active promotors of the 


All begin to realize that one of the defects of a growing 
and prosperous country like the United States is the incli- 
nation to spend up to the limit, and very often beyond. 


The Thrift movement is teaching us that a little more 
thought in budgeting the income, a little more care in over- 
seeing the outgo, simply gives greater value for the 


The John Hancock Home Budget Sheet has been a great 
factor in extending Thrift education. 
to Inquiry Bureau, 197 Clarendon St., Boston, Mass. 


ee EP ee Ets ear rere ere Reaee Fae 100 en 
Importers & Exporters.......... 106 111 
Ins. Co. of North America...... 88 93 
RAMOGIR, Sones eenacecdccus ec ews 120 125 
Mass; Bonding & Ins... 62 600 nr 
Metropolitan Casualty .......... 73 76 
Milwaukee Mechanics .......... 52 56 
8 ener 1050 1100 
National Liberty (New) ........ 194 200 
PIGOREE. S. ec cdcwescsvnsene 340 350 
New Amsterdam Cas: .......... 74 79 
Wew PFWMOWECK 4occcsccceccnse 65 70 
OW TROBE ook occ c0ce saws 400 wat 
DI, MAME Dale Savw-5c 6605 88 aa KOR 62 65 
POUR FUE ooo sve se ccceaves 410 420 
| RC eRe ACT ee or 425 ne 
POURED SREWED o s:51400-0.,b penance aid 240 250 
SUOUMINORTIEED i ov-5.8 0's dic 5:0 09 9:0 «a 199 sax 
Pee etn ee ee 140 150 
6 OE TUTTO CCC 830 850 
Providence Washington ....... 650 670 
ty SE eine cane sew ssuuscesees 215 225 
RUMI > 0.6 cewiciw sra'e.s Va'atetaaibierere 130 140 
ee err errs ee 1000 as 
ENE oo ask ican eons see 300 310 
EMM RE at gece ene ya eos eee 1750 =1850 
RD Si PU ois esosacmeyecnneess 320 340 
U. S. Merchants & Shipping.... 420 440 
WHMUMA  SacaecedsaeceseneeTees 140 155 
WERICIIOSEET: .4:0:5:40'0'0: 0:04 0b beita0e 80 85 


WARREN S. COLEGROVE DIES 

Warren S. Colegrove, sixty-five years 
of age, a well known Boston fire insur- 
ance adjuster and formerly with the Bos- 
ton Board of Fire Underwriters, died at 
his home at Newtonville Saturday night 
following an attack of apoplexy. 





Gradually the Thrift Movement, which began in a desul- 
tory way, is being expanded as well as controlled and 
directed by a National Committee with headquarters in New 
York City at 347 Madison Avenue. 


Copies on application 








Wry 
Lire INSURANCE COMPANY 


cre BOSTON. MASSACHUSETTS 


Thrift and Budgets go Hand in Hand, and Life 
Insurance is Inseparably Linked With Both. 


SIXTY-FIVE YEARS IN BUSINESS 








PACIFIC COAST MANAGER 





C. F. Rupprecht to Assist Manager Grif- 
fiths of Commercial Union; Trans- 
ferred From Wisconsin Field 


F. W. Koeckert, United States man- 
ager of the Commercial Union, an- 
nounces the appointment this week of 
Charles F. Rupprecht as assistant to 
Manager J. C. Griffiths, Jr, of the Pa- 
cific department at San Francisco, of 
the Commercial Union, Palatine, Union 
Assurance and Commercial Union Fire. 
Mr. Rupprecht has been in the service 
of the Commercial Union for almost his 
entire insurance career following his con- 
nection with the rating bureau in Chi- 
cago. He was special agent for the Com- 
mercial Union and its allied companies 
for Illinois and later left the company 
to enter the local agency business. 

In 1923 Mr. Rupprecht returned to the 
Commercial Union, securing the senior 
field position in Wisconsin, which posi- 
tion he leaves to become assistant man- 
ager of the Pacific department. His 
wide general experience in office and 
field fits him well for the broader re- 
sponsibilities which he now assumes. 





HENRY CLAY EDDY DIES 

Henry Clay Eddy of Chicago, at one 
time resident secretary of the Western 
department of the Commercial and its 
affliated companies, died Sunday eve- 
ning at the age of seventy-nine years. 
Mr. Eddy entered insurance in Provi- 
dence, R. I, at the age of sixteen. He 
worked up through several company po- 
sitions and in 1883 went to Chicago as 
Commercial Union secretary. Mr. Eddy 
retired from active service in 1921. Dur- 
ing his active years he took a leading 
part in fire company organizations, being 
president of the Fire Underwriters As- 
sociation of the Northwest, and for many 
years president of the Underwriters La- 


boratories. For a while he was the head 
of the Underwriters Salvage Co. of 
Chicago. 





SAMOISETTE SUN MANAGER 

A. Samoisette has been appointed 
manager for the Province of Quebec for 
the Sun Insurance Office with headquar- 
ters at Montreal, succeeding Andy Ham- 
ilton. Mr. Samoisette joined the London 
& Lancashine in Montreal in 1915 and 
in 1920 went with the Sun as office man- 
ager. In 1924 he was appointed assistant 
branch manager. In the same office with 
the Sun are the Imperial, Patriotic and 
the Planet. 





HARTFORD AGENTS ELECT 

The Hartford Board of Fire Under- 
writers met last week and elected the 
following officers: Walter B. Allen, 
president; Earl W. Goodel, vice-presi- 
dent; Edwin S. Cowles, Jr., secretary- 
treasurer; Herbert F. Fisher, Harold T. 
Messenger, Paul B. Godard, Thomas F. 
Burke, and Leo Herrup, executive com- 
mittee. Retiring President Fisher was 
presented with a handsome clock. Dale 
D. Butler, one of the veteran agents of 
Connecticut, was the principal speaker. 


NEW YORK LOSSES CUT 


Fire losses for 1927, compiled this 
week by the Committee on Losses and 
Adjustments of the New York Board of 
Fire Underwriters, reveals a total of 
5,252 fires in New York City amounting 
to $13,736,849, compared with 6,253 losses 
totaling $18,634,037 in 1926. In the New 
Jersey shore district there were 211 fires 
last year, representing a loss of $1,346,- 
849, against 233 fires amounting to 
$983,001 in 1926. 














INSURANCE 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 


LOGUE BROS. & CO., Inc. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 








NEAL BASSETT, President 


JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President and Secretary 


WELLS T. BASSETT, Vice-President and Secretary 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 


RUTNETRET UT TET NUNIT UOT TOT UOT TUTTE TRI UUT COTTE IAW TATE TAPING TCO TAOT WO) WOIAUTAUTAGING AGAIN TING ING INCI ROJNOINGINOINGNOINO ING IEG): 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE CO., OF PHILADELPHIA, PA. 





ORGANIZED 1854 


MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 








ORGANIZED 1871 


. NATIONAL-BEN FRANKLIN FIRE INSURANCE CO., OF PITTSBURGH, PA. 
SUPERIOR FIRE INSURANCE CO, OF PITTSBURGH, PA. 
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ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO., OF MILWAUKEE, WIS. 








ORGANIZED 1886 


CAPITAL FIRE INSURANCE C0., OF CONCORD, N. H. 


HOME OFFICES 
NEWARK, NEW JERSEY 








PHILADELPHIA, PA. CONCORD, N. H. MILWAUKEE, WIS. PITTSBURGH, PA. 
DEPARTMENT OFFICES 
WESTERN DEPARTMENT PACIFIC DEPARTMENT 
H. A. CLARK, Manager W. W. & E. G. POTTER, Managers 
844 Rush Street 60 Sansome Street 
CHICAGO, ILI. SAN FRANCISCO, CAL. 
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Automobile Show Draws 
Thousands Of Visitors 


GOLD-PLATED CHASSIS SHOWN 





Most Cars Covered By Fire And Theft 
Insurance; Cunningham Exhibits 
Insured For $35,000 





The National Automobile Show which 
was held at Grand Central Palace, New 
York, lasting from January 7 to 14, at- 
tracted 


thousands of from all 


The show was vis- 
ited by many notables including Ogden 
H. Hammond, Ambassador to Spain, for- 
merly connected with Frank & DuBois, 
U. S. managers of the Yorkshire. 

Almost every known type of American 
motor car was to be seen at the exposi- 
tion, including various kinds of motor 
trucks. The leading manufacturers of 
the country, such as the General Motors 
Co. and the Cunningham Motor Car Co., 
made extensive displays of their prod- 
ucts, although most of the manufacturers 
were adequately represented. 

Perhaps the most interesting single cx- 
hibit was the gold-plated chassis adver- 
tising the Erskine car, a product of the 
Studebaker Motor Co. This chassis was 
valued at $10,000 and was covered by fire 
and theft insurance during the time 
it was displayed. A handsome af- 
time it was displayed. A handsome af- 
fair, it was originally built to be ex- 
hibited at a motor car exposition in 
Paris; it contains more than twelve 
pounds of 24 carat gold. This stark 
frame, with a golden sheen, was easily 
the “classic” of the show. 

Most of the manufacturers represented 
had fire and theft coverage on their cars. 
For the most part these were blanket 
policies covering cars from the time they 
left the manufacturing plant to the time 
they were returned after the show. 

Fire And Theft Coverage 

The Cunningham cars, for example 
were covered with $35,000 of theft, fire 
and liability, according to D. C. Weg- 
man, New York manager for the Cun- 
ningham Motor Co. In talking with Mr. 
Wegman about the insurance on auto- 
mobiles while they are on display, he 
said he carries a blanket policy which 
covers the cars in his possession at all 
times. This includes cars on the show 
room floor as well as those in other parts 
of the city. 

According to one of the managers of 
the show there is little likelihood of a 
car’s being stolen out of an exposition 
such as this one. He declared that he 
had never known one to be taken during 
the time he has been connected with 
such affairs, as the exposition hall is 
heavily guarded both day and night. 

Many Improvements 

The 1928 models for the most part con- 
tain many improvements and modifica- 
tions over those of other years. From 
the standpoint of service, the chassis of 
the latest models show a marked ad- 
vance in simplification with easier acces- 
sibility to all parts. Last year there was 
a general tendency to adorn the radiator 
cap with ornaments. The trend this sea- 
son seems to be toward abandoning the 
elaborate ornaments and most of the ra- 
diator caps are unadorned. The caps 
this year are much larger. On the new 
Graham-Paige models there is a harmo- 
nious wing design. 

New cooling systems also have been 
introduced and the Chevrolet model has 
a new radiator shroud. With this sys- 
tem the air is drawn through the core 
and the flow concentrated in the engine 
in such a way that the greatest efficiency 
is obtained from the air. Another inter- 
esting feature is the method of lighting 
the name plate on the Buick car. This 
is accomplished by a red and white bulb 
which flashes alternately through - the 
plate. 

There is a more gencrous use of shock- 
absorbers in the new models which pro- 
vides, of course, greater ease in riding. 


people 
parts of the country. 





agents. 





A Company with a continuous 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 
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Agents Wanted Where Not 
Represented 








NEWARK FIRE INSURANCE COMPANY 
Newark, N. J. 


Incorporated 1811 

















With these improvements the 
also have been made quieter. 


Bolder Use of Color 


An interested visitor to the show was 
Captain H. Ledyard Towle, who had 
made a study of color effects for motor 
vehicles. He has just returned from Lon- 
don and Paris where he visited motor 
shows. He said the cars in the Na- 
tional show this year reveal a stronger 
and bolder use of color than heretofore. 
He particularly remarked the colored 
roofs which were not in vogue last year. 
He thought this indicated that color 
stylists are bringing the roof of the car 


engines 





outihiabeenememenemminmennat 
into harmony with 
scheme of the car. 

Visitors to the show manifested much 
interest in the exhibit of parts and ac- 
cessories on the fourth floor of the Pal- 
ace. Here were to be seen every pos- 
sible thing that can be used in connec- 
tion with automobiles; everything from a 
shock absorber to a cap ornament for the 
radiator. Garage material also was 
shown. One of the most interesting fea- 
tures was a folding door for garages 
which may be lowered or raised as de- 
sired. These doors are manufactured by 
the Overhead Door Corporation of Hart- 
ford City, Indiana. 


the general color 








isn’t equipped to handle. 











NOT EVERY AGENT 
CAN HANDLE IT! 


Because of the wide variety in types of dependable insur- 
ance that the Philadelphia Fire & Marine agent can write, he 
is in an ideal position to procure business the average agent 


That makes for a wider clientele and a diversified service 
which, in turn, means a larger field and more business. 


Of course, it isn’t likely that any one property-owner will 
need all the forms of insurance protection this company offers. 


But—isn’t it an ideal condition for any insurance agent 
when he can offer such a varied list of services to property- 
owners in a company that is not only a “good company” for 
the policy-holder, but a “good company” for the agent? 


PHILADELPHIA 
FIRE & MARINE INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia, Pa. 
CITY AND SUBURBAN OFFICE 
Lewis Bldg., 15th & Locust Sts., Philadelphia, Pa. 
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BUY REPUBLIC FIRE 





Corroon & Reynolds Add Pittsburch 
Company to Their Rapidly Expanding 
Group; Weed President 
Corroon & Reynolds, Inc., that fire in- 
surance office which has been attracting 
such wide attention throughout the coun- 
try, recently by virtue of its rapid ex- 
pansion, has purchased still another com - 
pany, bringing the group total up to six 
companies, with combined assets of ovr 
$16,000,000 and surplus to policyholders 
in excess of $11,000,000. This week the 
organization purchased about 80% of the 
stock of the Republic Fire of Pittsburgh, 
a company that has been in business 

since 1871. 

N. A. Weed, for over twenty years 
secretary and underwriting manager of 
the Republic, was on Monday of this 
week elected president and R. A. Cor- 
roon was elected chairman of the board 
of directors. The company will continue 
its home office in Pittsburgh and will 
have the facilities of the Corroon & 
Reynolds companies. At the close of 
1927 the Republic had assets of about 
$1,750,000. The other Corroon & Rey- 
nolds companies are the American Equi- 
table, Knickerbocker, New York Fire, 
and the Merchants & Manufacturers of 
Newark. 


BOYLAN WITH ST. PAUL 

William F. Boylan, who has been east- 
ern manager for A. F. Shaw & Co., gen- 
eral agents of the St. Paul Fire & Ma- 
rine, has resigned to become special east- 
ern representative of the St. Paul for 
jewelers block and kindred inland marine 
lines. Mr. Boylan opened the Shaw of- 
fice in New York in 1925 and built up a 
fine business in jewelers’ block lines. He 
is considered one of the best underwrit- 
ers in New York for this type of busi- 
ness. In addition to the St. Paul he 
will write for its running mate, the Mer- 
cury. 





MUTUAL HAIL CO. LOSSES HEAVY 
Net losses paid by the Connecticut Val- 
ley Mutual Hail Insurance Co. were dou- 
ble the net premiums written by the 
company during the past season. The 
company’s net premiums written for the 
crop year ending September 30, 1927, 
were $114,219, and the net losses paid 
during this period were $228,558. The 
acres insured dropped from 4,489 in 
1926 and 14,899 in 1925 to 3,958 in 1927. 
The company was able to show a sur- 
plus of $104,706 for the entire period of 
its history, dating from May 9, 1925. . 





BROWN HEADS GENERAL AGENCY 

Robert E. Brown, of the general agen- 
cy firm of Gordon & Brown, at Rich- 
mond, Va., representing the London As- 
surance and several other fire companies, 
announced that he will carry on the 
agency under the same style. Colonel 
Gordon, senior member of the firm, died 
recently. Other companies in the agency 
are the London Underwriters, the Man- 
hattan Fire & Marine and the Eagle 
Star & British Dominions. 





FIRE ASSOCIATION PLANS 

The Fire Association of Philadelphia 
will add shortly to its home office space 
by the erection of a new fourteen story 
building near to the present headquar- 
ters. The old building of the Constitu 
tion Indemnity will be demolished within 
the next month. A nine-story building 
of the same architecture of the Fir 
Association structure will be erected ad 
joining the latter building, which will b: 
increased by the addition of two mor: 
floors. 





PROF. H. H. RASSWEILER DIES 

Prof. H. H. Rassweiler of Naperville 
Ind., formerly state agent in Indiana for 
the Insurance Company of North Amer- 
ica, and also owner of a local agency, 
died last week at the age of eighty-five 
years. He was the second president 01 


the North Central College of Naperville 
a position he held before entering the 
insurance business. 





January 














January 20, 1928 




















& 





DOOD PLOVTPMO VTA 





NODC OD NOTING NG LENO DNC NOD NOD OI NC NO NO NONO NO NO NON ON ONE ON CN ONONONONONONENON 





BRITISH AMERICA 


Assurance Company 





Toronto, Canada 
Incorporated 1833 





CITY 


Insurance Company 
of Sunbury, Pa. 
Incorporated 1870 










WESTERN 


Assurance Company 
of Toronto, Canada 


Incorporated 1851 



















SOUTHERN FIRE 


Insurance Company 
of Durham, N. C. 
Incorporated 1923 











UNITED STATES 
Merchants & Shippers 


Insurance Company 
of New York 
Incorporated 1866 











UNION FIRE 


Insurance Company 
of Buffalo, N. Y. 


Incorporated 1874 

















UNITED STATES FIRE 


Insurance Company 
of New York 
Incorporated 1824 











CRUM & FORSTER 
MANAGERS 


110 William St. New York City 


DEPARTMENT OFFICES 


Western Dept. 
FREEPORT, ILL. 


Southern Dept. 
ATLANTA, GA. 


Pacific Coast North Carolina Dept. 
SAN FRANCISCO, DURHAM, 
CAL. N. C. 





NORTH RIVER 


Insurance Company 
of New York 


Incorporated 1822 

















' WESTERN NATIONAL 
FIRE 
Insurance Company 


of Fargo, N. D. 
Incorporated 1919 














RICHMOND 


Insurance Company 
of New York 


Incorporated 1907 





METROPOLITAN FIRE 


Insurance Company 
of Chicago, Ill. 


Incorporated 1919 











ALLEMANNIA FIRE 


Insurance Company 
Pittsburgh, Pa. 
Incorporated 1868 
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BUCKEYE 


Insurance Company 
of Toledo, Ohio 
Incorporated 1912 








NEW YORK STATE 
FIRE 


Insurance Company 


Incorporated 1836 
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New Building of Firemen’s of Newark 










































































eH fi, rT 
= et i Wy Le We ‘l sah MA | ok Pil lack! dhl | aid 
FORT A (NT PRT PTT 























“ae Men quails 
















































































vem AT 
i) 


Py 
































The Firemen’s of. Newark building as it will appear when eight stories are added 
to the front of the building making it ten stories there, and seven in the rear. A 
feature of the building will be a large restaurant for employes on the top floor. It is 
expected that the building will be ready for occupancy during the summer months. 








NIAGARA’S FINE YEAR 
The 1927 annual financial statement of 
the Niagara explains the persistent rise 
in the value of. that company’s and 
others’ stocks in the security markets 
during the last year. The Niagara’s ad- 


mitted assets on December 31, 1927, were 
$24,539,772, a gain of over $2,101,000. Net 
surplus was $8,157,630, a gain of $2,115,- 
672. The unearned premium reserve is 
$11,096,085, representing a small decrease. 
The company’s capital is $3,000,000. 


NEW YORK 
MINNEAPOLIS 











MARSH & McLENNAN 
INSURANCE 
FIRE LIABILITY MARINE 
164 W. Jackson Boulevard, Chicago. 


LONDON SEATTLE MONTREAL 
WINNIPEG DETROIT DULUTH 
PITTSBURGH CLEVELAND BUFFALO 
PHOENIX COLUMBUS PORTLAND 
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Cabell’s Suggestion 


(Continued from page 1) 


loss under the reduced rate might be 


permitted to proceed independently in 
the Federal court and there raise the 
question, based upon its own experience, 
of having been deprived of its property 
without due process of law. In such a 
proceeding the method of calculating un- 
derwriting profits adopted by the insur- 
ance commissioner could be attacked. 

“Tt is to be borne in mind, however, 
that an equally important element in the 
problem is the acquisition cost, and the 
high acquisition costs incurred by the 
companies in large cities is a matter of 
serious consideration and so long as the 
companies are permitted to file identical 
rates, should be, to a reasonable extent, 
within the jurisdiction of the commis- 
sioner.” 








WILLIAM S. IRISH HONORED 


William S. Irish, treasurer of the re- 
cently organized Brooklyn Fire, was 
feted at a dinner given in his honor last 
week by the board of directors of the 
company. . The dinner also celebrated the 
opening of the company’s home office at 
52 Clinton street, Brooklyn. William M. 
Tomlins, Jr., president of the company, 
presided and presented Mr. Irish with a 
gold watch. 





CHEMICAL FIRE HAZARDS TALK 


Williath Vlachos, president of William 
Viachos ‘& Co., underwriting inspection 
service, Philadelphia, gave a talk on 
“Chemical Fire Hazards” before the 
class of the New Jersey Society of In- 
surance last Friday evening in the audi- 
torium of the American of Newark 
3uilding: He will also speak on the 
same subject in the American Building 
on January 20. 








ance protection. 


insurance service. 


prestige—for you! 





This Advertisement is Directed to agents of 
The Alliance Insurance Company 


Millions Of People Read About You! 


It’s a fact! Every advertisement of the 
in The Saturday Evening Post features the 


Property-owners are urged to consult you in the matter of insur- 
They are being told that yoti—the Alliance Agent— 
can, and gladly will, point out to them how their fire hazards may be 
reduced and their insurance premiums lessened. 


You are being “sold” to millions of people as an expert on all 
forms of dependable property insurance and they are being told of your 
qualifications and willingness to render them a distinctive, practical 


All of which means—to the Alliance agent—a 100 percent coopera- 
tive effort that aids directly in procuring business and developing 


THE ALLIANCE 


INSURANCE COMPANY 
of PHILADELPHIA 


HEAD OFFICE 
1600 Arch St., Philadelphia, Pa. 
209 W. Jackson Blvd.; Chicago, Ill. 
231 Sansome St., San Francisco, Cal. 


8th floor Hurt Bldg., Atlanta, Ga. 
451 St. John St., Montreal, P. 2, Canada. 


lliance Insurance Company 
Iliance agent. That’s you! 
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Marine Underwriting Experience of 
Soviet Union Gosstrach Since 1922 


Organization With Monopoly Of Russian Ocean And 
Inland Marine Lines Has Built Up Large 
Business In Five Years; Places Re- 
insurance With British And 
German Companies 


The Gosstrach, the organization of the 
Soviet in Russia which has a monopoly 
oj marine insurance transactions, started 
business in 1922 and has since developed 
a large business. Private company opera- 
tion was discontinued early in the Soviet 
regime. The Gosstrach has established 
ayenctes in a number of foreign countries, 
including the United States and has suc- 
cecded in capturing about all of the ma- 
rive imsurance on Russia’s import and 
export trade. The Soviet organization has 
some private company connection, how- 
ever, in the reinsurance line, placing some 
large lines with British, German and other 
foreign companies. The following para- 
graphs are taken from an article on Rus- 
sian marine insurance written by F. Wi- 
nogradow of Moscow: 

For the development of the Russian 
export and import insurance business, 
the Gosstrach has formed branch estab- 
lishments abroad, through issuing float- 
ing policies to the various managing de- 
partments of the Soviet Union’s Com- 
mercial Missions in the Eastern and 
Western foreign countries, and securing 
the services of Soviet undertakings 
abroad as agents. In this way, towards 
the end of its fourth business year, the 
Gosstrach had agents and representa- 
tives in eleven countries, among others, 
in the United States, China, Persia, 
Mongolia and Turkey. By means of 
these organizations in foreign countries 
the Gosstrach succeeded already in 
1925 in capturing all the marine insur- 
ance business in connection with the 
Russian import and export trade. Then, 
after having transferred its European 
and American business to the Black Sea 
& Baltic General Insurance Co. in Lon- 
don, the Gosstrach was able to devote 
its attention to the development of ma- 
tine insurance in the home market. 

Growth Of Marine Premiums 

The following table, showing the num- 
ber of risks written and the premiums 
received in all branches of marine in- 
surance, cargo as well as hull, may 
serve to illustrate the general growth of 
the business:: 


Premium 
No. of Income, in 
Yrs. (from Oct. Risks 1,000 gold 
1 to Sept. 30) rbls. 
1921-22 1,307 102,5 
1922-23 43,042 2,524,3 
1923-24 93,386 4,250,8 
1924-25 291,683 -6,315,5 
1925-26 433,823 4,445,2 
17,638,3 
Plus interest for premium 
Payment by instalments 
and other. proceeds derived 
from transport insurance.. 210,- 
17,848,3 


The extremely rapid development of 
th: Gosstrach business, both as regards 
the number of risks insured and the 
amount of premium income, will be seen 
from the foregoing, and this in spite of 
the large annual reduction in rates. The 
income for the financial year 1925-26 is 
somewhat less than that for the previ- 
ous year, but this is explained by the 
faci that it was in that year that the 
import and export business to and from 
western Europe and America was trans- 
ferred to the Black Sea & Baltic In- 
surance Co, . 

In the following we are reproducing 


a summary of the results achieved by 
the Gosstrach in the various classes of 
business and shall endeavor to give some 
explanations regarding policy conditions, 
the rating system and the claims experi- 


ence, first in respect to cargo risks and 
then for hull insurance. 


Carriage Of Goods By Land 


For this class of risks the conditions 
customary in pre-war days, in Russia as 
well as abroad, are applied. The Goss- 
trach accepts liability for loss or dam- 
age due to the elements or accidents to 
the means of transport theft and pilfer- 
age of any kind, and non-delivery of 
the goods. At present the underwriters’ 
liability is extended to also cover loss in 
weight (except ordinary trade shortage), 
breakage, even when the outer packing 
has not been damaged, and a number of 
other risks peculiar to the carriage of 


’ goods by land. 


Asa result of the excellent traffic con- 
ditions in the Soviet Union, the almost 
complete disappearance of robbery and 
theft during transit, and the improve- 
ments effected in recent years in the 


———— 


railway lines and rolling stock, the claims 
side of the land transport insurance busi 
ness may be said to be quite satisfac- 
tory. Consequently, the Gosstrach is in 
a position to revise and reduce the rates 
from year to year. At present the scales 
are considerably lower, by about 30%, 
than they were in pre-war years. Tak- 
ing 100 as the basis of the premium level 
in 1921-1922, the reductions will be seen 
from the following index numbers: 

1921-22=100 % 

1922-23= 52,5% 

1923-24= 13,4% 

1924-25= 8 % 


In view of the extremely favorable de- 
velopment of the business during the 
current year a further reduction in the 
existing rates, amounting to about 
30-40%, is contemplated. However, it 
must be admitted that owing to the very 
generous reductions in the rates which 














For 64 years the Fireman’s 
Fund has been building | 
slowly and with infinite 
care, a world-wide spirit 
of friendliness and good 
will that is being trans- 
lated into commissions by 
our agents everywhere. A 
Company so widely and so 
favorably known is a good 
Company to represent. 
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are made from year to year, the aggre- 
vate premium income has shown a fall- 
ing off, in spite of the increased num- 
ber of risks insured. x 
Marine Cargo Business 

Here we have to consider two 
ferent categories, viz.: 

(1) Insurance of cargo carried in ter- 
ritorial waters, i. e., the coasting trade 
between the Soviet Union ports, in which 
line the Gosstrach from the outset had 
no foreign competition of any kind to 
cope with; 

(2) Insurance of exports and imports, 
which was done, before the Gosstrach 
was established, by foreign underwriters 
abroad. 

Keeping in view that the practice of 
the Gosstrach shows certain peculiari- 
ties in connection with each of these 
two classes, it would appear expedient 
to deal with them separately. 

The Marine Insurance conditions of 
the Gosstrach were drawn up in 1922 
on the basis of the Hamburg Rules of 
Marine Insurance, 1867, because the 
German General Rules of Marine Insur- 
ance, 1919, were not sufficiently known 
as yet in the Soviet Union. Later on, 
however, in 1924 to be exact, the said 
Russian Rules of 1922 were revised and 
now follow the G. M. I. R. of 1919 
closely, with the exception of one or two 
slight deviations of little consequence. 
They include a_ special memorandum, 
whereby it is expressly agreed, that any 
question which may arise and has not 
been provided for in the Russian Rules 
shall be settled according to the provi- 
sions of the G. M. I. R., 1919. These 
rules will remain in operation until such 
time as the Soviet Union Government 
has issued a Maritime Code, which will 
regulate the mutual relations between 
the parties in all questions relating to 
marine insurance, in a special chapter. 

Export And Import Business 

Risks on exports and imports are ac- 
cepted on conditions similar to those in 
use in the foreign markets, and in con- 
sideration of premiums identical to the 
rates charged in Hamburg and London. 
The policies issued are based on either 
the Gosstrach conditions, the G. M. I. 
k., 1919, or the Marine Insurance Act, 
1906, supplemented by the clauses of the 
Institute of London Underwriters. Sepa- 
rate scales of rates and conditions have 
been drawn up for grain, timber, naph- 
tha, cotton and the like. All the stand- 
ard tariffs apply to shipments in first 
class steamers, not over 25 years of age, 
unless specially approved by the Goss- 
trach. Such an express acceptance has 
been granted in regard to a number of 
Soviet Union vessels which are thor- 
oughly reliable and trustworthy, although 
they do not possess a class proving 
their technical qualifications. An expe- 
rience of five years in the marine busi- 
ness has shown the most excellent re- 
sults especially as regards the shipments 
carried in Soviet vessels. These very 
risks have given the smallest amount of 
losses. 

At a later date the Gosstrach trans- 
ferred the greater part of the export 
and import business to the Black Sea 
and Baltic General Insurance Co., only 
retaining in its own management the 
business with the Near and Far East, 
viz., China, Japan, Persia, Turkey, etc. 
This, of necessity, brought about a de- 
cline in the premium income derived 
from the foreign trade risks last year, 
as will be seen from the following table: 


Export and Import 
Business 


dif- 


Coastwise Shipping 


Gross ross 
Premium Premium 

Income Income 

Number in1,000 Number _ in 1,000 
Years of Risks goldrbls. of Risks gold rbls. 
1922-23 155 160,3 3,145 272,4 
1923-24 1,056 383,4 8,780 677,0 
1924-25 11,169 2,327,7 17,213 2,702,2 
1925-26 4,372 253,3 24,097 1,170,2 


Looking at the aggregate losses in the 
cargo business it will be realized that, in 
the course of the business year 1924-25 
and previous years, the heaviest losses 
were sustained on export risks, while the 
losses were somewhat less on imports 
and least in connection with the coastal 


trade. The ratio of losses as compared 
with the premium income will be seen 
from the following table: 
Gross Premium 
Income Losses Paid 
In Per Cent 


in 1,000 gold in 1,000 gold of Gross 
Years rbls. rbls. Premiums 
1922-23 272,4 11,2 4,25 
1923-24 677,0 105,0 15,52 
1924-25 2,702,2 1,834,0 68,0 
1925-26 1,170,2 220,0 18,0 


six months of 1926-27 show a change for 
the worse, for according to provisional 
returns, the loss percentage in marine 
insurance has again risen to 70%. 
Marine Reinsurance Treaties 


As far as marine reinsurance is con- 
cerned, the treaty system is applied only 
to cargo risks. For this business the 
Gosstrach has concluded reinsurance 
treaties with a number of leading for- 
eign companies, chiefly English and Ger- 
man offices, in the marine hull business 
a certain line is ceded facultatively. Dur- 
ing the period commencing January 1, 
1924, and ending October 1, 1926, the ag- 
gregate reinsurance premiums were l,- 
801,622 rbls., while the losses and com- 
missions paid by reinsurers amounted to 
1,298,759 rbls. 

In conclusion, it may be of interest to 
note what the Gosstrach has done or is 
doing in other spheres which, while not 
belonging to marine underwriting proper, 
open a very large field of action. In this 
connection the survey of goods insured 
with foreign underwriters must first of 
all be mentioned. In fact, the staff of 
the Gosstrach in the head office and the 
provinces are acting as average agents 
since the beginning of 1925. At pres- 
ent there is a large number of well- 
trained and experienced agents and ex- 
perts at the disposal of the Gosstrach 
in all sea ports and the more important 
places of the U. R. R. R. who are safe- 
guarding also the interests of foreign 
companies in case of loss of or damage 
to shipments of goods bound to the So- 
vict Union. These claims agents are 
practising their profession in accordance 
with the Instructions for Average Agents 
published by the International Union of 
Marine Insurance and supplemented for 
the purpose of adapting them to the spe- 
cial requirements of surveys in the So- 
viet market. What has been achieved in 
this field is evidenced by the fact that 
in 1925-1926 alone more than 1,000 sur- 
vey reports for account of foreign com- 
panies have been drawn up, and not a 
single case occurred where objections 
were raised against the assessment of the 
loss or damage either from the assured 
or their underwriters. 





A. H. SEEKAMP DEAD 

Alwin H. Seekamp, 39 years of age, 
former managing editor of the Insurance 
Field, and later a special agent for the 
Equitable Life, at Louisville, died last 
week at Louisville, Ky., following a 
year’s illness, dating back to a nervous 
breakdown and collapse. Mr. Seekamp 
was born and educated in Louisville and 
started as a reporter on the Louisville 
Courier Journal. He later became a fea- 
ture writer for Scripps-McRae, and in 
1910 assistant city editor of the Cincin- 
nati “Commercial Tribune,” and a year 
later accepted a similar position with the 
old Louisville “Herald.” A few months 
later he became city editor of the “Cou- 
rier Journal,” and four years later left 
to go with the “Insurance Field,” of 
which he became managing editor. 





MADISON, N. J., FIRE LOSS 


According to a report of Fire Chief 
Jethrow Gibbs of Madison, N. J., the fire 
loss for the year just passed amounted 
to $32,989.46, while in 1926 the amount 
totaled $43,518, showing a decrease of 
$10,530.54 over 1926, The value of build- 
ings in which fires were reported was 
$434,355, while the value of the contents 
in the buildings was $80,000. Insurance 
on the buildings was $257,750 and insur- 
ance on contents, $70,000. The insurance 
loss on the buildings was $20,189 and on 
the contents $12,800.46. 


AGENT WON’T PAY CLIENT 





Holds Back Company’s Check, Saying 
Loss Did Not Come Properly 
Under Fire Policy 


It is not often that an agent will re- 
fuse to settle a claim after a company 
has authorized payment of it. Usually, 
he is only too glad to settle. H. V. 
Godbold, local agent at Richmond, is an 
exception to the rule, as evidenced by 
his refusal to pay a claim to a client 
after a company in his office had ap- 
proved it. Several months ago, one of 
his clients had a small fire in his home. 

In carrying out a piece of furniture, he 
stumbled and fell down a stairway, 
breaking his glasses and an arch sup- 
porter in one of his shoes. He present- 
ed a claim for $25 basing it on the dam- 
age to the glasses and supporter. When 
Mr. Godbold declined to settle after the 
company had approved the claim, the 
claimant complained to the bureau of in- 
surance insisting that the damage to the 
articles in question came within provi- 
sions of the fire policy. 

Mr. Godbold insisted that it did not 
and after the bureau had heard from him 
it decided that the claimant’s conten- 
tion was without merit and that he was 
not entitled to any compensation, 





L. G. SHERMAN’S NEW JOB 

Laurence G. Sherman, formerly of the 
advertising department of the Aetna 
(Fire) of Hartford and who joined the 
advertising department of the Hartford 
Fire on December 1, 1927, as a copy 
writer, has been elected vice-president 
of the Walter A. Allen Agency, Inc., a 
prominent advertising agency of Hart- 
ford. He was immediately released by 
the Hartford and is now serving in his 
new capacity, and accepting the congrat- 
ulations of his many friends. 





NORTH AMERICA GAINS 


A financial statement of the Insurance 
Company of North America, issued last 
week, showed total assets of $68,874,000, 
an increase of $6,745,000 over a year ago. 
The surplus was $23,255,000, a gain of 
$2,099,000. The North America has been 
making steady gains for a long while 
and is one of the strongest fire and ma- 
rine companies in this country. 





N. E. EXCHANGE MEETS 

The New England Insurance Exchange 
held its annual meeting on Saturday in 
Boston and elected M. G. Wright, spe- 
cial agent of the Hartford, president. H. 
H. Plumer, special agent of the Niagara, 
was elected second vice-president. Ralph 
Sweetland was reappointed secretary and 
John S. Caldwell assistant secretary. 
Also a new assistant secretary was ap- 
pointed in the person of Ward E. Wil- 
kins. New members of the executive 
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INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
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THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


Charles W. Higley, President 
HOME OFFICE 


Hanover Building, 
34 Pine St., 

New York City 
Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 
99 John Street, New York 











25TH ANNIVERSARY 

The twenty-fifth anniversary of Cra- 
vens, Dargen & Co., insurance firm, was 
observed Friday, December 30, at the 
firm’s offices at Houston, Texas. James 
Cravens was presented with a memento 
bearing the signatures of more than 100 
employes of the firm. H. M. Heyde, 
manager of the loss department, made 
the presentation. 





PITTSBURGH CLUB MEETS 

The Smoke and Cinder Club of Pitts- 
burgh started its twenty-second year 
with an excellent meeting January 9 
with its new president, Paul J. Mullen, 
of the Phoenix of London, in the chair. 
William S. Diggs, president of Hoover 
& Diggs Co., Pittsburgh, talked on “The 
Insurance Profession.” 








committee were elected as follows: F. C. 
Burrill, special agent of the Phoenix; 
J. T. Horan, special agent of the Con- 
tinental, and J. L. Sandison, special agent 
of the Royal. G. M. Lovejoy is chair- 
man of the committee. 











O. J. PRIOR, President 


INCORPORATED 1868 


The Standard Hire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, 


Secretary 
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Royal Exchange Assurance 


THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 
in combination with 
CAR & GENERAL INS. CORP., Ltd. 
for full cover of Automobiles 
95 Maiden Lane, New York 
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C. W. Bailey Analyzes 
Farm Insurance Losses 


INDUSTRY ITSELF IMPAIRED 
President of American of Newark Says 
Unprofitable Conditions of Farming 


Lead to High Losses 


C. Weston Bailey, president of the 
American of Newark, and a student for 
many years of American underwriting 
ce se has written some interesting 

ews on farm insurance for last week’s 
issue of “The Spectator.” His article 
is in the form of a series of replies to 
questions submitted to him by the insur- 
ance newspaper. Mr. Bailey says that 
the experience.of his company, and it is 
none too favorable, is based upon under- 
writing in the Middle West. The Am- 
erican does not accept farm risks in New 
England, the Middle Atlantic, Southern 
or Pacific Coast states, with the excep- 
tion of Alabama, Arkansas and Ten- 
nessee, 

Mr. Bailey finds that the experience 
upon farm risks is generally forecast by 
crop conditions, good crop prices bring- 
ing down the loss ratio and unfavorable 
seasons being followed by a large num- 
ber of claims for the fire company loss 
departments. 

Speaking of the American’s experience 
in the Middle West and of the reasons 
that have caused many companies to cut 
down their. farm underwriting, Mr. 
Bailey says in part: 

“Our experience over a period of ten 
years has shown a loss ratio of 54%. 
This includes the tornado premium, 
which hazard is written under a com- 
bined policy covering the fire and tor- 
nado hazard, which is obtained in almost 
all cases in writing farm insurance in the 
Middle West. It is the tornado business 
which has contributed to producing a 
loss ratio of 54%. Over a period of five 
years our fire and lightning farm busi- 
ness shows a loss ratio of about 65%, ex- 
cluding tornado premiums. 

Causes of Poor Experience 

“The increasingly unprofitable expe- 
rience on farm business is due to several 
causes, among them the added hazard 
due to the increasing use of power farm 
machinery; the inability of the farmer, 
from his farming efforts, to obtain a re- 
turn sufficient to pay his living expenses 
or to pay interest on borrowed money 
and to keep up his automobile; the stor- 
age of automobiles and the gasoline haz- 
ard; electric wiring and appliances; the 
tendency to build larger barns, thus in- 
creaging the area hazard and the hazard 
of congested values under one roof; 
scarcity of farm labor has resulted in 
the lowering of the standard of such em- 
ployes; cigarette smoking; and perhaps 
the greatest of all is the increase in 
moral hazard. 

“When the farmers are prosperous the 
business of farm insurance is profitable. 
The prosperity of the farmer, or its re- 
verse, is an unerring barometer by which 
the results of farm insurance operations 
can be gauged. If the business of farm- 
ing could again be placed upon a profit- 
able basis, such as it enjoyed during the 
war period for instance, there would be 
no complaint as to results by companies 
writing this class. Not all of the effects 
of the moral hazard, however, should be 
laid to the door of the farmer himself. 
Speculators who have sold farms at high 
prices, and even money lenders and oth- 
ers having a collateral interest in farms, 
are, sometimes interested in the securing 
of cash, only made possible through a 
fire insurance policy. Another cause 
which has contributed largely to the un- 


satisfactory experience is that of wind-. 


storms and tornadoes. For some reason, 
yet unaccounted for, tornadoes have been 

ceurring with greater frequency than 
in former years. 

“Small wind storm losses have become 
numerous during the failure of owners to 
keep roofs in condition and to make 
other needed repairs. The modern farm 


barn is not constructed as substantially 
as the old type. Barns are being built 
quite generally with open hay mows, of 
the hip-roof variety, not tied together 
with heavy timbers such as characterized 
the construction twenty-five years ago. 
This has made them more vulnerable to 
the attacks of wind storms which left the 
old type of barns unscathed. 

“To my mind the remedies for the un- 
profitable conditions are: better crops 
and/or better prices for crops and the 
other products of the farm; more time 
should be put in tilling the soil and less 
time attending circuses, carnivals, pub- 
lic speaking and gala events; also-the 
avoiding, as much as possible, of the un- 
necessary use of the automobile. It is 
necessary, in handling this branch of the 
business, to have underwriters who are 
experienced and discriminate between 
the profitable and unprofitable sections 
of the various states in which they oper- 
ate. Care should also be taken in the 
selection of risks. 


Rates Still Too Low 


“The effect of moral hazard on our 
business is quite a serious one, brought 
about by the depression in the value of 
the farm land and there also has been 
a great depression in the value of farm 
improvements, Too frequently the build- 
ings are over insured and this in itself 
creates a moral hazard. Under present 
conditions there will be little profit in 
the farm business until there has been 
a substantial advance in fire and light- 
ning rates. Even with increased rates 
the underwriters must revise their ideas 
as to the amount of insurance which 
should be written on farm improve- 
ments. 

“Some years ago we wrote farm busi- 
ness in New Jersey but it became so un- 
profitable we gave it up. One reason the 
stock companies have been unable to 
make a profit is due to the fact that in 
the better farming communities the best 
class of business goes to the mutual com- 
panies which leave the poorer risks for 
the stock companies—hence the difficulty 
of showing a profit as we are not getting 
a fair average of business.” 





PHOMENE DEMONSTRATION 


The Globe Automatic Sprinkler Co. of 
Philadelphai. and the Pyrene Manufac- 
turing Co. of Newark offered jointly yes- 
terday in Newark an exposition and dem- 
onstration of the phomene accumulator 
system. A number of important fire in- 
surance officials attended the luncheon in 
the main plant of the Pyrene Co. and 
the exhibition in the plant at 2:30 p. m 
The demonstrations consisted of auto- 
matic extinguishing of an oil fire in a 
tank, protection of flammable liquid haz- 
ard from external ignition, automatic 
putting out of fires in spray booth and 
in a dip tank, and a demonstration of a 
Phomene generator. 





NEW FOAM EXTINGUISHER 


A completely automatic extinguishing 
system, which may revolutionize the 
fighting of oil fires and those involving 
lacquers and other flammable liquids, is 
now available, according to Walter 
Bauer, president of the Pyrene Manu- 
facturing Co. Exclusive rights for the 
manufacture and sale, in the United 
States, of the new foam producing ap- 


paratus, known as the “phomene accu- 
mulator,” have been acquired by the Py- 
rene Co. The system is the result of 


six years of research and experimenta- 
tion carried on by the Pyrene com- 
pany and the Minimax Co. of Germany, 
the latter a leader in the European fire 
extinguisher field. 





TO MOVE IN PHILADELPHIA 

On and after February 1 the offices 
of the Pennsylvania Lumbermen’s Mu- 
tual Fire Insurance Co. will be located 
on the eleventh floor of the Public 
Ledger Building, Seventh and Chestnut 
streets, Philadelphia. The new quarters 
will be much larger than those occupied 
at present and more efficiently arranged. 


Jersey Agents File 
Protest With The E.U.A. 


CALL CONDITIONS STILL BAD 


Agents From Eighteen Ordinary Coun- 
ties Meet In Trenton; Says E. U. A. 
Hasn’t Fulfilled Promises 


New Jersey local agents from fourteen 
of the eighteen counties of the state 
subject to the ordinary territory com- 
missions of the Eastern Underwriters’ 
Association met in Trenton last week 
and approved a letter subsequently sent 
to President R. M. Bissell of the E. U. 
A. protesting against the new commis- 
sion agreement placed into effect in New 
Jersey the first of this year. Agents 
in the other four counties are under- 
stood to have given their support to 
this letter which also tells why the 
agents are opposed to the new agree- 
ment. 

The two leading objections are cited 
as follows: 

“Your committee promised the 
agents of New Jersey that the many 
bad practices and deplorable condi- 
tions that existed in the state would 
be remedied on or before the going 
into effect of the new agreements. 
This general clean up was part of the 
consideration for the new agency con- 
tract. The failure to keep this prom- 
ise is the first reason for the agents’ 
objection. 

“Your committee notified the agents 
that it would use the ‘Journal of Com- 
merce’ for its official notices to agents. 
On January 27, 1927, an article ap- 

peared in said paper stating that the ex- 
ecutive committee of the Eastern Wn- 
derwriters Association unanimously ap- 
proved the plan for agency commissions 
in New Jersey, viz. 20% for the whole 
state and in addition 10% contingent for 
Essex, Camden and Hudson counties. 
Upon publication of this article which 
the agents accepted in good faith bills 
which were to be introduced in the 
Legislature were withheld. 


“In instructing the undersigned, act- 
ing in the capacity of secretary of the 


temporary meeting of the agents of the 
eighteen counties to present these facts 
to you the agents hoped in fairness to 
all that you would make these facts 
known to the members of your associa- 
tion.” 


NATIONAL F. & M. ELECTION 

Directors and officers of the National 
Fire & Marine of Elizabeth, N. J., were 
elected at the annual meeting of the 
company which was held last week at 
the home office of the company, Eliza- 
beth. The officers re-elected 


were 
president, Edwin C. Jameson; vice- 
president, H. R. Chambers; secretary 
and treasurer, H. C. Trowbridge. The 


directors’ board is composed of Ray- 
mond ‘f. Parrott, Edwin C. Jameson, H. 
R. Chambers, Jr., R. W. Lewis, C. C 
Coleman, G. E. Bogert, H. R. Chambers, 
John Pp. Spinning, Moses M.. Crane, 
Henry W. Crane and E. A. Lyon. 





JESSE SPIER STOCK BROKER 

Jesse Spier, for the last twenty-two 
years in the insurance field, has an- 
nounced the formation of his own firm, 
Jesse Spier & Co., to transact a general 
business in insurance, bank and title 
company stocks, with offices at 67 Wall 
street. Mr. Spier was associated from 
1905 to 1918 with Despard & Co. He 
severed his relationship with that firm 
to organize the Importers & Exporters, 
of which he was vice-president and still 
is a director, and also the Washington 
Marine, later merged with the United 
States Merchants & Shippers. 


ENTERS KENTUCKY 
Shelton M. Saufley, Insurance Com- 
missioner, has admitted the Peoples Na- 
tional Fire Insurance Co., of New York, 
to operate in Kentucky. It lists capital 
of $1,000,000 and surplus of $509,400. 
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Home’s Assets Reach 
Total Of $96,105,000 


OTHER COMPANIES’ 


FIGURES 
Franklin and City of New York Had 
Highly Successful Years in 1927; 
Home’s Surplus $42,000,000 


Companies in the Home fleet of com- 
panies had a remarkably successful year 
in 1927. Figures of the Home, Frank- 
lin and City of New York went to stock- 


holders this week and showed the 
Home’s assets to be in excess of $96,- 
101,000. The surplus to policyholders is 
$41,909,990, and the net surplus $23,909,- 
990. A year ago the admitted assets 
were $91,604,550 and the total surplus 
$40,068,474. 

The Franklin’s policyholders’ surplus 


is $4,754,000; 
The City 
$6,269,348 ; 
$2,744,594. 
Following are the financial statements 
for the three companies: 
Summary of Assets of the Home 
Market Value 
Cash in banks and trust companies. .$ 8,508,665 
Government bonds ..........ceeeeee 6,603,000 
State and province bonds........... 6,170,91€ 


its assets $12,092,000. 
of New York has assets of 
and policyholders’ surplus of 


County and municipal bonds........ 14,163,770 
ar cre tree 15,931,990 
Industrial and other bonds.......... 8,604,350 
eee ere CCC ECCT COTE 12,352,950 
Bank and trust company stocks...... 966,250 


Industrial and. other stocks......... 13,991,300 
Premiums uncollected, in course of 

transmission and in hands of agents 
pe re re 
Other admitted assets............... 


7,652,936 
688,421 
470,790 


$96,105,332 


Liabilities 
Co CRBRE oi s's kcoia ne cecacnkinc *$18,000,000 
Reserve premium fund.............. 4 38,758,377 
Reserve for losses ...ccccccccccccce 7,240,704 
Due for reinsurance premiums...... 146, 261 


ee ee ee re 
Reserve for miscellaneous accounts 
due and unpaid 
Reserve for 
dends 


1,750,000 


contingenceis and divi- 


$96,105,332 
*Surplus as regards policyholders, $41,909,990 
Summary of Assets of City of New 
York 
Market Value 
Cash in banks and trust companies. .$ 699,515 


Gaveremient HONGE co dcccccdsccccesccs 614,900 
State bonds Decbcauncwaedeaesaue owes 411,400 
Bite ete ees 363,560 


DO NES “Sc ccreetuwe nse dca we 1,052,770 
Industrial and other bonds.......... 533,990 
Rattread stoehe oo scccccccsocsdcccces 925,300 
Bank and trust company stocks...... 212,560 


Industrial and other stocks.......... 878,775 
Bonds and mortgages.........eeeee0% 65,750 
Premiums uncollected, in course of 
transmission and in hands of agents 424,128 
Moceted msteeeke 6c ccicccccccvccccsees 43,223 
Other admitted assets... <.cccccscacsecsc 43,476 


$6,269,348 


Liabilities 
CRA CHIU: «ohn sc hae dhs cieenss “$I, 000, 000 
Reserve premium fund .............. 2,5 515,902 
Meserve for TOSSES 6¢ ccccccccescnas 448,151 
Due for reinsurance premiums....... 210,701 
Reserve for contingencies and divi- 

GUE ce puddgecngeadedcuacdastenes 250,000 
Reserve f6€ thxed <. cjncigcccccccesens 100,000 
Surplus over reserves and all liabilities 

including capital ......ccccccecces 1,744,594 


” $6,269.348 
*Surplus as regards policyholders, $2,744,594 
Statement of the Franklin 


Assets 

Caghy int Bate. occ doc ccccbecccceess $ 1,090,269 
Stocks and bonds. ........cccccccece 9,818,63¢ 
Tee .ORNOE cc cance cesecseceseeecas 167,120 
Uncollected premiums ...........+. 900.771 
Acerued interest 2. iicencccccccceses 115,999 

$12,092,791 

Liabilities 

Cad CARRE 0 cein cs ucdcediseewes *$1,000,000 
Unearned premiums .......-+-eeeeee 4,627,292 
Reserve for losses .....20ccccceee 936,617 
Unpaid reinsurance ..........+-ee-- 1,422,968 
Reserve for taxes, etC......0-eeeeee 102,000 
Reserve for Contingencies.......... 250,000 
Net strplus .....cccccccccseccceces a 753,913 


*Surplus as re “> nee rs, $4, 753, 913 


RAHWAY. N. ‘ FIRE. LOSSES 

Fire losses in Rahway, N. J., for the 
year 1927 amounted to $20,118, which 
was $2,766 more than in 1926 when the 
losses totaled $17,352, according to a re- 
port issued last week by Fire Chief Wal- 
ter H. Ritzman. 
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Calcutta Marine Men 
Consider Jute Fires 


LOSSES INCREASED IN YEAR 1927 





Tampering With Cargo Prior to or 
During Loading Given as One of Chief 
Fire Causes; Details of Meetings 





The proceedings at the annual meet- 
ing of the Calcutta Marine Insurance As- 
sociation, held recently, have been re- 
corded in a pamphlet, which makes in- 
teresting reading. A British correspond- 
ent reviews the proceedings in the fol- 
lowing digest: 

This year W. Henderson of the Lon- 
don & Lancashire, was in the chair, and 
in the course of his speech dealt exten- 
sively with the question of fire on ship- 
board, with especial reference to coal and 
jute cargoes. Both of these, of course, 
are burning questions in more senses 
than one so far as underwriters are con- 
cerned, and since Calcutta coal and jute 
from Calcutta have both been the source 
of severe losses in recent years, it is im- 
portant to keep well informed of the 
opinions held by underwriters on the 
spot, who, after all, are best qualified to 
deal with the matter. 

In the first case, so far as coal is con- 
cerned, Mr. Henderson called attention 
to the alterations made in the coal tariff, 
both with regard to the “hot weather” 
rates and with regard to the question of 
heating, inherent vice and spontaneous 
combustion. He said: 

“In addition, it has, after due collab- 
oration with the Institute of London Un- 
derwriters, been definitely laid down 
now in the tariff that loss or damage 
caused by heating, inherent vice, and 
spontaneous combustion are covered by 
the policy, following the general practice 
recognized by underwriters at home.” 

The Jute Fire Question 


_ With regard to the question of fire in 
jute cargoes, Mr. Henderson, in the 
course of an exhaustive statement, raised 
no objection to the inclusion of the fire 
risk, although it is to as yet by no means 
certain that the frequent fires in jute 
cargoes are not the result of the “inher- 
ent vice” which heating undoubtedly 
would be in the case of jute, even if it 
is not where coal is concerned. 

Instead, he went into what had been 
done by the association. It appears that 
the Calcutta Marine Insurance Associa- 
tion sent a deputation to the Calcutta 
Liners’ Conference, and found a ready 
response not only from the Conference 
Lines, but also from other shipowners. 

A meeting was held at which the fig- 
ures for jute fires in Calcutta cargoes 
were available and these may be quoted: 


No. of No. of 
Year Fires Year Fires 
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to the date on which the figures were 
compiled. 

Mr. Henderson said that the causes of 
fires were: (a) Stowage of cargo; (b) 
Nature of supervision of stevedores; (c) 
Smoking on board when hatches are 
open; (d) Tampering with cargo prior to 
or during loading. 


Second Meeting Held 


Perhaps the most valuable result of the 
Conference was another meeting, at 
which representatives of the Marine In- 
surance Association discussed in a 
friendly but frank manner the question 
of interference with cargo prior to or 
during loading. In this meeting mem- 
bers of the Calcutta Baled Jute Associa- 
tion also took part, and some valuable 


results accrued. It appears from Mr. 
Henderson’s account of the meeting, 
that although it is customary for a num- 
ber of bales to be opened at random 
prior to shipment the number thus ex- 
amined amounted to only 3% of the 
bales for shipment, so that in a consign- 
ment of 6,000 bales only 150 would be 
opened for inspection. This, presumably 
is a maximum, since it was stated that 
the percentage opened depended upon the 
reputation of the baler. Here is a valu- 
able discovery, for obviously the baler 
loses all control of his goods at some 
stage prior to or during shipment, and 
it is easily conceivable that if there were 
any conspiracy to interfere with jute 
cargoes for political or other purposes 
the conspirators would choose just those 
shipments least likely to be opened for 
inspection for their purposes. 

However, this aspect of the question 
has doubtless presented itself to those 
conducting the inquiry, while another 
good result of the conference is that the 
Baled Jute Association has offered the 
Marine Insurance Association facilities 
for an interesting experiment. This is 
no less than the insertion within a spe- 
cial bale of jute of some extraneous 
combustible matter. This bale will be 
kept under observation, presumably 
either on a voyage or in circumstances 
similar to those prevailing in the hold of 
a ship at sea, and it may be that some 
very useful informatoin may be obtained 
in this manner. Nevertheless, Mr. Hen- 
derson was careful to make it clear that 
it is probably too much to expect the in- 
quiries now being carried out to lead to 
the discovery of the origin of the fires 
which have proved so baneful to under- 
writers, but he said that he thought the 
ventilation of the subject, and the extra 
precautions which were to be taken 
would, he thought, help to improve mat- 
ters. He then announced that in view 
of the importance of the subject the 
committee of the association had also 
approached the Institute of London Un- 
derwriters with a request that they 
should discuss the position with ship- 
owners. Of course the institute will act 
in this matter, if it has not already done 
so, and it must not be forgotten that the 
Liverpool Underwriters’ Association also 
has this question of fire at sea under spe- 
cial consideration, and that it has been 
dealt with extensively in the annual re- 
ports for the last two years at least. 





BROOKLYN FIRE OFFICES 


The Brooklyn Fire is now located in 
its new home office building at 92 Clin- 
ton street, Brooklyn. John A. Campbell, 
vice-president of Corroon & Reynolds, 
Inc., will manage the home office. He 
will be assisted by William S. Bower, 
assistant secretary of the Brooklyn Fire. 


COSTLY FIRES AT SEA 





Review for 1927 Shows Fire Hazard Has 
Not Been Diminished as Rapidly 
As Others 
Among numerous authoritative articles 
on shipping in the annual review for 
1927 of Lloyd’s List & Shipping Gazette, 
which has just been published, is one 
of great interest to marine underwriters. 
The writer draws attention to the large 
number of fires at sea in 1927, and espe- 
cially in liners, owing no doubt to the 
inflammable nature of many commodi- 

ties carried overseas. He writes that: 

“During the war, and since, a great 
number of new inventions and improve- 
ments of old ones have been introduced 
to safeguard vessels further and all they 
contain, the greatest of all being, per- 
haps the extension of, and improvement 
in, wireless communication; but I think 
it could be easily demonstrated that the 
fire risk at sea has not diminished in a 
manner comparable with the risks of 
stranding and collision.” 

A list of important vessels in which 
fires have occurred supports the conclu- 
sion that the fire hazard has again 
proved a most costly one for the insur- 
ance market. 

Taking a broad view of the results of 
cargo underwriting for 1927, the writer 
suggests that the results might show a 
little improvement on those for 1926, 
which was one of the worst years for 
marine underwriting within living mem- 
ory. It is suggested, however, that there 
is no justification whatever for expect- 
ing a final result which could be con- 
sidered satisfactory., A small improve- 
ment in the rates for hull insurance has 
taken place, but it is held that “a fur- 
ther considerable increase” will be need- 
ed before this important section of the 
business is restored to a satisfactory con- 
dition. 

The writer considers it imperative that 
underwriters should unite in a common 
endeavor and do everything possible to 
assist each other in a determined effort 
for improvement. Happily he is able to 
record “with the greatest satisfaction” a 
disposition among them to work together 
in a more harmonious spirit and to intro- 
duce into their business something of 
what might be called the “team spirit.” 


HONOR HARRY T. WINTERS 

Harry T. Winters, secretary of Carpin- 
ter & Baker, ocean and inland marine 
underwriters, last week rounded out 
fifty years of service with the organi- 
zation. The occasion was suitably cele- 
brated by his associates. 








QUOTING BIBLE AS PRECEDENT 
G. B. Powers, insurance agent of Wal- 
ton, Ky., recently got out a blotter, on 
which he said: “Noah was a wise man. 
He built an ark before it began to rain, 
and when it rained it poured—but he 
was prepared.” It was further stated: 
“You don’t need an ark, but fire, theft, 
cyclone and accident insurance can be 
bought only when it is not needed.” 
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APPLETON & COX, Inc. 


1 South William Street, New York 








AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $5,335,216.16 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $8,132,324.02 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,293,473.36 
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COLLISION LIABILITY ARGUED 
Question Of Liability Of Master For 
Negligence Of Subordinate Officer 
Before Supreme Court 
The question of the liability of the 
master of a vessel for the negligence «{ 
a subordinate officer which results in the 
collision of one vessel with another was 
argued before the Supreme Court of the 

United States on January 6. 

This question arose in the case of 
Wilson et al., etc., petitioners, v. Pacific 
Mail Steamship Co. et al., on certiorari 
to the Circuit Court of Appeals for the 
Ninth Circuit. It was contended that the 
vessels were in sight of each other from 
the time when they were about eight 
miles apart. It was stated that the col- 
lision occurred in broad daylight on the 
Pacific Ocean while the vessels were on 
crossing courses. The vessels were pro- 
ceeding approximately north and east, 
respectively. 

Counsel alleged that the master was 
on deck about 20 minutes before the 
collision occurred, that he went below 
and that an inexperienced licensed junior 
officer was then left in charge. Argu- 
ment was addressed to the question as 
to whether the negligence of the junior 
officer was to be imputed to the master 
under the circumstances of the case. 

Counsel further stated that search had 
revealed but 10 cases which have defi- 
nitely passed upon the question whether 
a shipmaster is subject to this rule of 
liability. Three of these six are from 
New York State Courts; one is a Fed- 
eral District Court case; and two are 
Louisiana cases which counsel was of the 
opinion had been overruled. Of the four 
cases holding to the contrary, two are 
from the Court of Common Bench in 
England, and one from the Supreme 
Court of Victoria, Australia. 

It was said that the text writers of 
this country generally hold that the mas- 
ter is liable for the subordinate’s negli- 
gence and that the English text writers 
take the contrary view. It was pointed 
out that until this case there had been 
no adjudications on the point since 1885. 

It was brought out in argument that 
the rules on the Continent on this issue 
are in conflict. The legal history of the 
responsibility of the master of a vessel 
was traced back to the time of Jus- 
tinan’s Code of Roman law. 

Counsel suggested that the rule that a 
master is liable for the negligence of 
his subordinate officer may have arisen 
from the fact that formerly the master 
was also frequently the owner of the 
vessel. . 





OIL HAZARD ON THAMES 


Following the recent danger to ship- 
ping at Liverpool in the Mersey River 
in England due to presence of the float- 
ing oil hazard London has tried the ex- 
periment of setting the Thames on fire. 
Ten tons of oil were ignited on Sunday 
of this week in a creek off the Thames 
at the Isle of Grain. 

The blaze represented an experiment 
made in connection with the Ministry of 
Transport’s inquiry into a proposal of 
the Port of London Authority to allow 
petroleum in bulk to be brought up the 
Thames beyond the point now permitted, 
the idea being to determine the duration 
of the risk attending floating petrol. 

The oil was allowed to float for three 
hours after being poured into the sea, 
tests being made meanwhile to see how 
deeply it had settled. At the end of 
three hours most of the petrol which 
had not evaporated had drifted into a 
space about thirty yards long, and when 


_this was ignited the flare spread quickly. 


For nine minutes the mighty flames 
roared, sending up clouds of smoke. For 
some time after the flames had sub- 
sided an enormous cloud of smoke wes 
visible, traveling in the direction of the 
North Sea. The Commission of Inquiry 
will meet sdon to discuss the results ©! 
the tests. 
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| CASUALTY AND SURETY NEWS 





A. & H. Leaders Optimistic for 1298 


If Conservatism is Keynote 





Expect Normal Profits This Year; More Interest In 
“Waiting Periods”; Non-Can Lagging; Greater 
Development Of Group Disability Seen 
While Companies Are Watchful Of 
Purchasers’ Disability 


\ccident and health underwriters are 
optimistic that there will be an increase 
in premium volume in these lines in 
1928; some say this increase will be 
small; others expect a normal increase, 
while the executive of one of the larg- 
est companies says quite frankly that 


he doubts if the business will show any, 


unusual increase unless it is put on a 
more satisfactory basis and companies 
generally are willing to put more pres- 
sure behind it. 

It is noted that a number of compa- 
nics are making corrective changes in 
their accident and health underwriting 
program. There is a tendency to stick 
to seasoned plans and keep away from 
the spectacular in 1928. The Business 
Men’s Assurance of Kansas City, for ex- 
ample, has adopted as its standard form 
policy contracts under which indemnity 
begins with the fourth instead of the 
first day of disability. 

Hopeful for Profit 


W. T. Grant, president of this com- 
pany, says that this change is made with- 
out any reduction in rates heretofore ef- 
fective, but applies only to new busi- 
ness and not renewals. He adds that 
as soon as a_ sufficient volume of his 
company’s business in force is on this 
basis, he is hopeful that a reasonable 
margin of underwriting profit will be 
experienced. 

Reviewing the past year some compa- 
nies increased their premium volume in 
these lines and others did not. The 
Travelers did not make as large an in- 
crease as in previous years. The Mary- 
land Casualty did not make a gain. The 
Business Men’s Assurance had a total 
volume of $3,860,000, which was an in- 
crease of about $350,000 over the pre- 
vious year. 

It is not expected in health insurance 
circles that there will be an underwrit- 
ing profit for the past year in many 
companies although some of them who 
have “repaired their fences” may break 
even on this business. One underwriter 
believes that the outstanding develop- 
ment in this field in 1927 has been te 
sit tight and underwrite carefully which 
others will agree is a common-sense re- 
mark, 

Interest in “Waiting Periods” 

Companies have shown reluctance to 
accept health insurance without a wait- 
ing period or without a house confine- 
ment clause in the policy. In fact, there 
seems to be a rapid trend toward the is- 
suing of health insurance with the so- 
called waiting periods. The Commercial 
Casualty passed on a two-week waiting 
period recently. It is regarded by some 
as the universal plan of the future. 

On the other hand, F. L. Templeman, 
accident and health manager of the 
Maryland Casualty, says that “it has 
becn found difficult for multiple line 
companies having agents writing all lines 
of insurance, to educate their agents to 
the advantages of selling health with the 
wa ting period. The result has been that 
a very small proportion of the health 
business of such companies is being writ- 
a with it. 

John E. Ahern, secretary, accident and 
health department of the Travelers, re- 
marks: “Some companies have limited 


Growing 


their health insurance to house-confine- 
ment forms which seems to be the most 
logical form of health coverage to write 
at a reasonable premium rate. I doubt 
if present health rates are sufficient but 
if the premium rate is pitched too high, 
the good risks will not be attracted. 

“T don’t know what the answer is, but 
I believe health insurance should be 
written as an accommodation line with 
a lower rate of commission than paid 
on accident. My company writes very 
little ‘waiting period’ health insurance. 
My impression is that it has been diffi- 
cult to write any volume of this type 
of insurance with a ‘waiting period’ for 
the reason that the agent and the public 
are pretty well accustomed to one-day-up 
coverage. 

Auto As Increasing Accident Factor 


The general opinion among accident 
men is that the automobile is an in- 
creasing factor in accident frequency and 
severity of losses. One view expressed 
was: “With most people riding in or 
operating automobiles, and some of them 
using the automobile daily in their busi- 
ness, the companies are faced with a se- 
rious situation. Approximately 30% of 
all losses paid under accident policies 
are due to automobile accidents of one 
kind or another.” 

Those who have been watching the 
trend of the loss ratio during the past 
year feel that premium rates are inade- 
quate on certain commercial classes and 
occupations, especially where the expos- 
ure to the automobile hazard is great. 
The proper rating for these classes is 
now receiving the attention of the stand- 
ard manual committee of the Bureau of 
Personal Accident and Health Under- 
writers. 

Personal accident business continues to 
be a problem and in some companics 
this line produced a loss in 1927 for the 
reason that the accident frequency in 
certain occupations increased, and cor- 
rective measures, such as higher pre- 
mium rates for certain classes, increased 
rates for risks in the older ages, and 
clarification of policy language so as to 
reduce claims from malingerers, were not 
generally applied. 

Non-cancellable insurance had its ups 
and downs during the past year. Many 
of the companies have dropped out of 
this class entirely while the Continental 
Casualty, one of the pioneers, has with- 
drawn one contract and is starting with 
another. The Massachusetts Accident 
continues to write it up to age 60. The 
Travelers retired from the field some 
time ago. 

Ray L.. Hills, assistant vice-president, 
Great American Indemnity, says that his 
company does not choose to write non- 
can. and does not see that its omission 
from the policy program has been of 


any consequence in the handling of the, 


business. Mr. Grant declares that the 
Business Men’s Assurance has had a 
very small volume of non-cancellable 
business up to this time and that the 
experience on it has been very satis- 
factory. He has improved his non- 
cancellable contract and expects to do a 
much larger business in the future with 
the line. 


(Continued on page 38) 
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R. O. Davidson Enters 
Deferred Payment Field 


LEAVES THE ROYAL INDEMNITY 
To Open Service Office in N. Y. on 
February 1, Helping Agents Country- 
wide to Handle This Line 





What is considered as the first de- 
ferred payment insurance service office 
for agents of its kind in the country is 
to be opened on February 1 in New York 
City by R. O. Davidson, prominent acci- 
dent and health executive who has just 
resigned from the Royal Indemnity. This 
office will conduct a country-wide service 














R. O. DAVIDSON 


for agents of all companies, handling de- 
ferred payment insurance or purchaser’s 
disability as it is sometimes called. 

Mr. Davidson does not consider: his 
new activity in the nature of a venture, 
He is convinced that its possibilities are 
unlimited. He knows from letters re- 
ceived when he was with the Royal In- 
demnity that agents do not know very 
much about handling this type of insur- 
ance. His chief forte will be to act as 
their adviser, giving them information 
not only on deferred payment insurance 
on automobiles but on all classes of mer- 
chandise and bonds. 

His deferred payment plan on bonds, 
for example, will be similar to the plan 
of the U. S. Mortgage & Trust Co. of 
New York and the S. W. Straus & Co. 
plan. 


A Veteran A. & H. Man 
Mr. Davidson is considered one of the 
keenest accident and health men in the 
country. He started his insurance career 
about cighteen years ago as a solicitor 
for the Pacific Mutual in San Francisco, 
specializing in accident and health lines. 


The Royal Indemnity obtained his serv- - 


ices in 1912 as manager of its accident 
and health underwriting in Chicago and 
later in New York. From there he went 
with the Equitable Life Assurance So- 
ciety as its chief underwriter of this line. 
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When the Equitable Society discon- 
tinued writing accident and lealth, Mr. 
Davidson was selected by the Pan Am- 
erican Life to organize its department 
for this line. With this job satisfactorily 
completed, Mr. Davidson rejoined the 
Royal Indemnity in November, 1922, 
where he has been ever since as man- 
ager of its accident and health depart- 
ment. 

Mr. Davidson’s interest in deferred 
payment insurance started with the first 
activity in this comparatively new field. 
He played an important part in the sav- 
ings bank and insurance scheme started 
in January, 1926, whereby a tic-up was 
effected between savings banks and in- 
surance companies. The disability fea- 
tures of this plan were handled by the 
Royal Indemnity. 

A short time ago when the Personal 
Accident & Health Underwriters’ Asso- 
ciation decided to make a survey into de- 
ferred payment insurance Mr. Davidson 
was selected to be chairman of the com- 
mittee appointed. The findings of his 
committee did much to clarify the situa- 
tion and give insurance executives some 
idea of the possibilities in-the field. 

In November, 1926, Mr. Davidson 
spoke before the annual gathering of the 
Casualty Actuarial Society on the growth 
of the deferred payment line. In_ his 
talk he predicted that this more or less 
recent form of coverage was destined to 
play an important part in bringing about 
an improvement in the installmet pur- 
chase situation as it exists today. Men- 
tioning that a few years ago such ne- 
cessities as homes, real estate, etc., were 
the only articles purchased on the time 
payment plan, Mr. Davidson observed 
that today the average individual is buy- 
ing not only the necessity but the luxury 
as well. 

He followed this up by saying: 

“The better type of furniture is now 
being sold on the instalment plan; also 
the automobile, radio, houschold utilities, 
clothing and jewelry. 

“The average individual will have no 
hesitancy in admitting to his friend that 
he is buying his home on the instalment 
plan, or his automobile; he is reluctant, 
however, to include in that list his furni- 
ture; seldom will be admit the household 
article; and never clothing or jewelry. 
Yet this is our friend that we encounter 
in business daily. His income is mort- 
gaged temporarily to the limit. 

“What happens if the unexpected ar- 
rives in the form of disability on the 
part of the wage earner? In most in- 
stances, he will meet his outstanding 
notes, but none outside of his immediate 
family will have any conception of 
the hardship entailed in doing so. Only 
too frequently the payment of the note is 
represented in quantity as well as qual- 
ity of the food on his table, the clothing 
for his family. He returns to his busi- 
ness duties in debt. This is the usual, 
not the unusual case I am citing.” 

Commenting on the growth of deferred 
payment insurance in the Royal Indem- 

(Continued on page 37) 











Page 36 








January 20, 192: 








Says Massachusetts Law 
Is Not to Blame For 
Jump In Accidents 


CONSTABLE RELEASES FIGURES 
Also Gives Contributing Factors Bear- 
ing on the 1927 Decrease in Motor 
Registrations 








The Massachusetts Automobile Rating 
& Accident Prevention Bureau through 
its secretary, W. J. Constable, has re- 
leased some important figures this week 
compiled by the registry of motor ve- 
hicles which would seem to indicate that 
the compulsory automobile liability law 
in that state has not been responsible 
for the increase in motor accidents and 
fatalities. Reasons are also given for 
the decrease in automobile registrations. 

Taking up the accident figures for 
the vears 1925, 1926 and 1927, Mr. Con- 
stable says: F 

“The first thing that is noticeable is 
that the number of people killed by mo- 
tor vehicles has decreased from 755 in 
1925 to 705 in 1926 and still further to 
693 in 1927. There is no doubt that 
that these figures are complete and are 
an accurate record of the number of 
people killed in Massachusetts by mo- 
tor vehicles in each of these years. 

Figures Call for Analysis 

“The next thing that is noticeable is 
that the number of people injured de- 
creased from 27,736 in 1925, to 25,351 in 
1926 and then increased to 31,721 in 1927. 
It is these figures particularly which are 
liable to be misinterpreted. The figures 
showing the number of people injured 
do not represent in any year the total 
number. The law requires that a person 
report an accident in which anyone is 
injured, but ignorance of the law or ac- 
tual violation of it results in the figures 
being misleading if used without analy- 
sis. 

“In 1925 the insurance 
reported to them as injured by cars 
which carried insurance 14,139 persons. 
During this year the various insurance 
companies insured approximately 200,000 
cars out of a total registration of close 
to 800,000. No one can tell whether the 
uninsured cars caused more or less acci- 
dents than the insured cars, so, assum- 
ing that the 600,000 uninsured’ cars 
caused proportionately the same number 
of accidents as the 200,000 insured cars, 
there should have been reported to the 
registry as injured in motor vehicle ac- 
cidents somewhat over 50,000 persons. In 
1925, however, the registry had reported 
to it only 25,351. It is very apparent, 
therefore, that in earlier years all cases 
of personal injury were not reported to 
the registry. 

All Accidents Now Reported 

“In 1927, however, conditions changed 
because of the introduction of the com- 
pulsory insurance law. All owners of 
motor vehicles in Massachusetts (except 
those exempted by law, such as common- 
wealth or cities and towns and those cor- 
porations coming under the jurisdiction 
of the department of public utilities) 
now are required to provide security for 
damages to persons caused by the oper- 
ation of such motor vehicles which se- 
curity in nearly every. case is provided 
by an insurance policy. 

“Before this law went into effect there 
was no means other than the newspa- 
pers whereby the registry might hear of 
an accident involving personal injury 
which was not reported as required un- 
der the law. Now, however, the insur- 
ance companies receive reports of inju- 
ries in the nature of claims and with the 
co-operation of the registrar can find 
whether or not the — nt has been 
reported as required by law. This fact 
is known to a great many people and 
the: increase in the number of personal 


companies had 


injuries reported to the registry is the 
result, 

“The figures do not mean that there 
have been more accidents under the 


compulsory law nor do they mean that 
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there have been more people injured. 

“They do mean that more accidents 
involving personal injury have been re- 
ported to the registrar, and this increase 
in reporting can be attributed to the 
compulsory law, but the conclusion that 
the compulsory law is responsible for an 
increase in accidents and the resulting 
personal injury is not a proper conclu- 
sion to draw from these figures.” 


Decreases in Registration 


Turning his attention to the total reg- 
istration of automobiles and motorcycles 
in Massachusetts by years from 1900 
through 1927, Mr. Constable observed: 

“Beginning with 1911 we notice first 
that the increase in each year’s registra- 
tions over the preceding years was be- 
tween 20% and 30% up to 1924 with the 
exception of the years 1918 and 1921. The 
year 1918 was the year during which the 
United States was in the World War 
and quite naturally the number of regis- 
trations did not show a normal increase. 
The year 1921 was the year of country- 
wide business depression due to transi- 
tion from the war prosperity to nor- 
maley and here again the normal in- 
crease cannot be expected. 

“In 1923 it appears as though the ‘sat- 
uration point’ was being reached and 
from then on the increase of one year’s 


registration over the preceding years is 
rapidly diminishing. In 1924 the increase 
fell off to 18.2%, in 1925 to 13.4% and in 
1926 to 8.1%. Of course, this decrease 
in percentage is somewhat tempered be- 
cause each succeeding year’s percentage 
is based on a larger total than in the 
preceding year and an identical increase 
in the number of cars in each year would 
result in a decreasing percentage in- 
crease, but even on the actual increase 
in number of cars the trend is apparent. 


Reasons for 1927 Decrease 


“In 1923 there were 116,370 more cars 
registered than in 1922; in 1924 there 
were 105,210 more than in 1923; in 1925 
there were 91,668 more than in 1924 and 
in 1926 there were 63,350 more than in 
1925. Following the trend into 1927 we 
would expect a normal increase of ap- 
proximately 40,000 registrations or 5%, 
while as a matter of fact, there was a 
decrease of registrations of 1.1% or in 
actual number a decrease of 9,316. Add- 
ing together the 40,000 ‘expected’ in- 
crease in registrations and the 9,316 de- 
crease actually recorded, we find approx- 
imately 50,000 less registrations than 
were expected. 

“Various reasons can be given for this 
decrease and all of them have a bearing 
on it. The business depression in the 
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Weve Run The Gauntlet! 


Only a man possessed of strength and speed afoot 
could survive the gauntlet—that terrible method of 
torture used by the early North American Indians. 


Through a 43 year gauntlet of competition—epi- 
demics — robberies — accidents —the Standard has 
grown to a sound, nation-wide organization—a rec- 
ord you will do well to consider when seeking a 


For further information about the Standard, write 
our Agency Department. 


STANDARD ACCIDENT 
INSURANCE COMPANY 


HOME OFFICE 


One of the Oldest and One of the Largest 
Casualty and Bonding Companies in America 
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textile industry which is one of the lead 
ing industries in Massachusetts undoub:- 
edly was a contributing factor in the 
decrease. The withdrawal of the produc- 
tion of Ford cars during 1927 is another 
contributing factor. 

“The Compulsory Automobile Law also 
contributed its part. Which one of these 
contributing conditions had the most e!- 
fect is hard to determine, but without a 
doubt all three affected the registration 
of motor vehicles to a considerable de- 
gree. The business depression, and the 
withdrawal of the production of Ford 
cars, kept only new cars off the road, 
but the effect of the compulsory insur- 
ance law was to keep used cars off the 
road.” 


E. M. ALLEN PROMOTED 








Becomes Executive Vice-President Of 
The National Surety And Director 
Of The N. Y. Indemnity 
Edward M. Allen, who left the agency 
field in Helena, Ark., in the fall of 1926 
to join the National Surety and New 
York Indemnity as a vice-president and 
assistant to the presidents of these com- 
panies, was promoted this week to be 
executive vice-president of the National 
Surety, a newly created office. He was 
also made a director of the New York 

Indemnity. 

Mr. Allen’s promotion will come as a 
welcome surprise to his many friends, 
particularly in agency circles all over the 
country. He has been a popular figure at 
agency gatherings, is a polished and con- 
vincing speaker and a keen executive. He 
is a past president of the National As- 
sociation of Insurance Agents. 

One of the responsibilities in the Na- 
tional Surety, recently turned over to 
him, has been to direct the credit in- 
surance activities of the company follow- 
ing the death of E. M. Treat, the credit 
vice-president. 


AMERICAN SURETY’S GOOD YEAR 








Its Financial Statement Shows Increase 
In Both Premiums And Earnings 
From Real Estate and Securities 
The annual report of the American 
Surety, presented this week to its board 
of trustees, showed increased earnings 
from premiums as well as from real es- 
tate and securities. The premium income 
for 1927 was $9,576,802 and the net in- 
come from dividends, interest and rents 
of $1,200,990, brought the total income 

up to $10,777,796. 

The outgo for expenses amounted to 
$5,453,345 in addition to which taxes add- 
ed $439,526.56 and net losses totaled $2,- 
485,606, the total outgo being $8,378,538. 

The excess of income over expendi- 
tures amounted to $2,399,257 to which is 
added a decrease in reserve for overdue 
premiums of $90,812 and $300, 729 profit 
on securities sold and appreciation of 
securities unsold; from which is de- 
ducted various legal and voluntary re- 
serves amounting to $482,177. 

The balance of $2,308,622 is more than 
twice the dividend payments of $1,100,- 
000. Following deduction for dividends, 
$1,208,022 was transferred to the  sur- 
plus account. 


HILLES-ROOSEVELT BROADCAST 


Two prominent political leaders— 
Charles D. Hilles, a member of the Ke- 
publican National Committee, and Frank- 
lin D. Roosevelt, a member of the Denio- 
cratic National "Committee—participated 
in a joint discussion on the sub- 
ject “Some Historic Presidential Cam- 
paigns” on Tuesday night over radio sta- 
tion WEAF and eleven other stations. 
Each speaker made his statements ring 
with sincerity and truth. 

Mr. Hilles is well known to insurarce 
men as the New York State manazer 
of the Employers’ Liability while Mr. 
Roosevelt is vice-president in New York 
of the Fidelity & Deposit. 





Freeland Kendrick, former mayor 
Ps Philadciphia, has been elected a di- 
rector of the Commonwealth Casualty. 
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J. S. Rowe Traces His 
Company’s Progress 


BIG PREMIUM JUMP IN 3 YEARS 





Predicts Healthy 1927 Statement in 
His Talk Before J. P. Hancock Co. 
of Buffalo 





Scofield Rowe, president, Metro- 
po tan Casualty, gave out some addition- 
al information about his company at a 
bar quet this week given by the John P. 
Hancock Co. of Buffalo, marking their 
appointment as general agents of the 
Metropolitan. Mr. Rowe was the guest 
of honor. 

“When we took over control of the 
company in October, 1924,” he said, “our 
anuual premiums were $2,713,051. They 
are Now approximately $11,500,000. In 
that period of a little over three years 
our agents have increased from 811 to 
more than 2,800, our branch offices from 
3 to 15 (including 5 service branches), 
our salaried staff from 90 to over 450, 
our home office staff from 141 to more 
than 600. 

Assets Pass $15,000,000 Mark 

“Corresponding growth is reflected on 
our books. From assets of $3,075,617 in 
1924, we have passed the $15,000,000 
mark. Our reserves today exceed $10,- 
000,000 as compared with $1,958,740 in 
1924. Our capital and surplus then was 
$1,117,000, whereas our present capital 
and surplus, allowing full credit for un- 
paid premiums which will unquestionably 
be collected, is over $5,000,000. y 

“This rapid growth,” President Rowe 
explained, “has naturally required a sub- 
stantial increase in premiums and other 
lezal reserves, and has made an inevita- 
ble and heavy demand upon our surplus. 
Having attained an adequate volume to 
carry the overhead expenses necessary to 
maintain an experienced organizaticn, we 
propose to allow our present business saa 
ripen and mature, thereby gradually re- 
leasing sufficient reserves to care for a 
normal increase in premium volume.” 

Alluding to the Metropolitan Cas- 
ualty’s annual statement, soon to be pub- 
lished, Mr. Rowe said, “We expect to 
show an excellent statement, with re- 
serves amply fortified to cover all pos- 
sible losses and unearned premiums. 

$900,000 Paid in Cash Dividends 

In concluding his remarks, President 
Rowe touched in an interesting and en- 
lightening way upon phases of the Met- 
ropolitan’s growth, particularly interest- 
ine to stockholders. “During the past 
three years,” he pointed out, “the Met- 
ropolitan has paid its shareholders $900, - 
00 in cash dividends—that_ is, $4 per 
share on a par value of $25, or at the 
rate of 16%. By continuing to pay sub- 
stantial dividends during this period of 
rapid expansion, the Metropolitan has 
set a record rarely equalled in insurance 
company history, the almost universal 
practice having been to omit dividends 
altogether during the first. five or six 
years of development, utilizing all earn- 
ines to build up a surplus account for 
financing new business. 





RAPS AUTO CLUB LETTER 





Boston Broker Complains To Insurance 
Dep’t. That Boston Auto Club Is 
Violating The State Law 
President Harry A. Stevens of Boston, 
president and general manager of the In- 
surance Brokers Association of Massa- 
chusetts, on behalf of the association, 
has filed a complaint with the Massachu- 
set's Insurance Department against the 
Boston Automobile Club in which it is 
charged that a circular sent out by the 
secretary and manager of the club to 
members is a direct violation of the in- 
surance law in that the letter is solicit- 
inc insurance and acknowledges that the 
clu receives compensation on the busi- 
Ness of insurance written by its mem- 
bers. President Stevens requests that 
the insurance commissioner investigated 

the matter. 





Keeping Up 


WITH THE 


NATION'S BIG BUSINESS 


This Company is engaged in a business 
which today is a recognized essential part of 
the business of the nation. 


FIDELITY AND SURETY BONDS— 
This Company writes: Fidelity Bonds, Mer- 
cantile Blanket and Bankers and Brokers’ 
Blanket Bonds (Primary and Excess cover- 
ages), Fiduciary, Judicial, Depository, Pub- 
lic Official, Contract, Forgery, Fraud and 
Merchant’s Protective Bonds. 


MULTIPLE CASUALTY LINES—This 
Company writes: Personal Accident, Com- 
pensation, General Liability, Public Liabil- 
ity, Employers’ Liability, Elevator Liability, 
Teams Liability, Sports Liability, Contin- 
gent Liability, Automobile Property Dam- 
age, Elevator Property Damage, Teams 
Property Damage, General Liability and 
Contractors’ Property Damage, Burglary 
and Theft, Plate Glass, Boiler and Fly 
Wheel, Engine Breakage and Electrical 
Machinery. 


SERVICE AND SATISFACTION—We 
do every reasonable thing to give everyone 
of our Agents the kind of cooperation which 
will help them build up a good volume of 
business on a sound basis—There is satis- 
faction in representing a multiple line com- 
pany of national scope and character. 


We shall be glad to hear from good agents 
at any point where we are not now repre- 
sented. 


New York Indemnity Company 


115 Broadway, New York 


William B. Joyce, Chairman Spencer Welton, President 


U.S. F. & G. Leaps Ahead 
To New High Records 


R. H. BLAND IN HAPPY MOOD 





Gives Company’s Financial Statement 
At Annual Meeting; Also New Ap- 
pointments And Building Expansion 





R. Howard Bland, president, United 
States F. & G,, was particularly happy 
at the annual meeting of his company 
this week, revealing that 1927 was the 
most prosperous year in the history of 
the company. The premium income was 
$40,856,097, an increase of $2,720,791 over 
the previous year. The total investments 
of the company in stock and bonds now 
amount to $43,285,798, which is an in- 
crease for the year of $7,743,128. The 
assets of the United States F. & G. are 
now $59,800,722, an increase of $7,346,503. 

Reserve For Unreported Losses 

Mr. Bland said that the company car- 
ries a reserve for incurred, but not re- 
ported, fidelity and surety losses, under 
a recent ruling of the New York Insur- 
ance Department, of $770,000, which is 
an increase of $370,000 over the reserve 
carried as of December 31, 1926. Total 
net increases in reserves during 1927 
were $3,342,258. 

He also suggested that the subject of 
taxation of insurance companies should 
receive more sympathetic attention from 
the public than is now the case. “In 
proportion, insurance companies prob- 
ably pay higher taxes than any other 
class of corporation, and yet, whenever 
a state needs more revenue, the compa- 
nies are usually the first to have addi- 
tional taxes imposed on_ their already 
heavy burden,” was his observation. 

Addition to Home Office 

Mr. Bland made known that an addi- 
tion to the company’s home office is now 
under way. He said: “These improve- 
ments will consist of the erection of five 
additional stories superimposed on the 
new building and the construction of a 
twelve-story addition on the site of the 
small structure in the rear of the new 
building and formerly used as a clinic, 
thus making a complete unit twelve sto- 
ries high. The cost of these improve- 
ments will approximate $400,000. This 
enlargement of the home office plant is 
necessary in order to provide more space 
to take care of the company’s steady 
growth and to create healthier and bet- 
ter working conditions for its em- 
ploves.” 

He also announced the appointment 
of J. Kemp Bartlett, Jr., as a director 
of the company and the promotion of 
Charles G. Whyte and R. H. Mottu to 
the post of assistant secretaries, as well 
as the selection of Edwin W. Levering, 
Jr., Baltimore banker, as the executive 
vice-president of the United States F. & 
G. He spoke sympathetically about the 
death of Charles O. Scull, vice-president 
and chairman of the board of directors, 
saying that his passing was a severe loss. 
Two other directors: Robert Taylor and 
Alexander P. Knapp also passed away 
during the past year. 

Commenting on losses during the past 
year, Mr. Bland said: “While the losses 
in the fidelity and surety lines were 
somewhat greater than in 1926, the losses 
in most casualty lines have decreased. 


Davidson In New Field 


(Continued from page 35) 





nity, Mr. Davidson said: “During the 
first of three years that the Royal In- 
demnity experimented in this business, 
little interest was aroused. During the 
past two years, many requests have daily 
been received from all types of mer- 
chants and manufacturers, direct rather 
than through the medium of an insurance 
agency. Economically the plan has been 
judged sound by reputable concerns on 
the order of the General Motors, West- 
inghouse Electric, Federal Electric. as 
well as by some of the larger banking 
institutions and bond houses.” 
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A. & H. Leaders Optimistic for 1928 


(Continued from page 35) 


Comments come from all sides on 
group disability insurance. The under- 
writer of a large multiple line company 
believes that it is going ahead rapidly 
but is not growing as fast as group life 
insurance. He adds: “There is no logi- 
cal reason, however, why the companies 
should not write an enormous volume of 
this coverage as it is basically sound and 
gives the industrial worker an oppor- 
tunity to buy his accident and health 
insurance under an easy-payment plan at 
a reasonable cost.” 

Mr. Templeman of the Maryland Cas- 
ualty observes that his company’s expe- 
rience with this line has been limited 
and that they have found it difficult to 
write it without men especially trained. 

Another view is that while group dis- 
ability is capable of a great development, 
it is expensive to develop it aggressively. 
This executive says he would not advise 
an agent to specialize on the line be- 
cause there is a lot of missionary work 
to be done in proportion to the business 
written. The best plan, he feels, for the 
average company and agent is to be in 
a position to take care of prospects as 
they present themselves. 

Accident and health underwriters are 
inclined to watch carefully their writings 
on purchasers’ disability insurance. The 
Royal Indemnity is one of the pioneers 
in this field and has had an increasing 
business with fairly satisfactory experi- 
ence. The Globe Indemnity also writes 
some business. 

Ahern on “Purchasers’ Disability” 

Mr. Ahern of the Travelers says frank- 
ly that his company does not write this 
form and he doubts if it will ever be a 
great factor in the development of ac- 
cident and health insurance in this coun- 
try. Here are the reasons he gives for 
this statement: 

1. There is a grave question as to the 


soundness of the plan from an under- 
writing standpoint. 2. There is not the 
same stability to this line that there is 
to the regular accident and health or 
group lines, because it is short term in- 
surance which as a rule lapses when the 
car or any other article is paid for. 3. 
The theory that some insureds under 
such policies can be rewritten for regu- 
lar accident and health insurance does 
not work out in practice. 

To give another viewpoint, Mr. 
Templeman says: “Purchasers’ disability 
insurance may be safely written if ade- 
quate rates are secured, if the dealer 
guarantees to insure all of his time sales 
and if other reasonable underwriting re- 
quirements are observed. It may be ex- 
tended to the lines other than the auto- 
mobile provided the insurance is not 
granted to cover deferred payments con- 
tinuing over a period of more than a 
year or eighteen months. 

Another angle to this class of insur- 
ance is that it may still be regarded in 
its experimental stage and would bear 
close watching as a line written at a 
rather low rate without the advantage 
of selection of individual risks. Perhaps 
the volume being written in the auto- 
mobile industry will furnish a good ex- 
perience on which to judge the future of 
the coverage. 





J.C. HEYER ON COAST 

James C. Heyer, vice-president of the 
Metropolitan Casualty of New York, has 
been spending some little time on the 
Pacific Coast in with the 
company’s for reorganizing and 
strengthening its San Francisco service 
office following the resignation of V. A. 
Hancock. 


connection 
plans 


H. K. Remington Joins 
Constitution Indemnity 


ELECTED A_ VICE-PRESIDENT 





Formerly With Aetna Life Companies; 
Was That Company’s Branch Mana- 
ger in Philadelphia for 10 Years 





_ Harold K. Remington, who started his 
insurance career as a mail boy in the 
home office of the Aetna Life & Affii- 
ated Companies and who has been that 
company’s branch manager in Philadel- 
phia for the past ten years, joined the 
Constitution Indemnity this week as 
vice-president. Mr. Remington will de- 
vote the major portion of his time to 
underwriting matters. 


Mr. Remington’s appointment was 
made at the annual meeting of the com- 
pany and was made necessary by the 
growth of the company. All the pres- 
ent officers were re-elected. 

In all, Mr. Remington spent twenty- 
four years with the Aetna Life & Affi- 
liated Companies. He was confidential 
secretary to Vice-President Faxon from 
1905 to 1911 and gained from him a thor- 
ough experience in the varied lines of 
liability insurance when they were in 
the formative stages of development. 

In 1912 he was made manager of the 
Springfield, Mass., branch office, having 
jurisdiction over a large portion of the 
New England states. In 1917 he was 
given managerial duties of the branch 
office of the Aetna Life & Affiliated 
Companies at Philadelphia. His expe- 
rience in Philadelphia has made him 
well and favorably known in the frater- 
nity, and he has become widely known 
to the business men of that city. 

Mr. Remington is a member of a num- 
ber of prominent clubs and also a for- 
mer treasurer of the insurance Federa- 
tion of Pennsylvania. He is now serv- 
ing on the board of directors of this 
organization. 


— 


APPOINTS ST. LOUIS MANAGER 





National Surety Names G. W. Wendling 
Who Was Formerly With the 
F. & D. for 19 Years 


George W. Wendling has been p- 
pointed this week by the National Surety 
as its branch manager in St. Louis «ind 
adjacent territory. He will start on his 
new duties February 1. 

Mr. Wendling started his insurance 
career in the field as a special agent for 
the Fidelity & Deposit. His work took 
him into nearly every state in the ccin- 
try. Later he was sent to Argentine at 
the time the Fidelity & Deposit contem- 
plated building up a large organization 
in that country. He was with the F, 
& D. for approximately nineteen years, 

The National Surety new branch office 
will be located in the Pierce Building and 
will not disturb in any manner the pleas- 
ant relationship which has always exist- 
ed between the company and the Na- 
tional Insurance Agency, which is the 
present general agency of the company 
in St. Louis. 





TRAVELERS CONFERENCE 

Two hundred representatives of the 
Travelers, the Travelers Indemnity, and 
the Travelers Fire, will attend the con- 
ference of managers to be held at the 
home office of the Travelers, Hartford, 
Conn., January 24-27, inclusive. 

Branch office managers of the three 
Travelers companies from almost every 
state in the country and from several 
provinces in Canada will be present at 
the conference. The managers are com- 
ing from seventy-cight cities in the 
United States and seven cities in Canada. 





INDUSTRIAL ACCIDENT TOLL 

Industrial accidents in Virginia have 
caused more than 34,000 days’ loss of 
time of employes during 1927 and com- 
pensation amounting to more than $100,- 
000 has been paid out by the Industrial 
Commission. 
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E are anxious that every insurance agent know 
more about the Continental Companies. This de- 
; sire to tell our story comes from the fact that we believe 
we have something of interest to say. 


Those who guide the destinies of the Continental Com- 

panies have constantly built with an eye to the future. 
The most progressive principles have been used in 
creating what we believe is today the most efficient and 
complete insurance agency service available. 


In the insurance trade paper we will open the pages of 
this “Book About Ourselves” at various times during this | 


year. On them you will read such things as we think you | 
will care to know about us. 


The Agency Department is always glad to consider ap- 


plications from agents anxious for better or more 
complete understanding facilities and service. 


Continental Casualty Company — 
Continental Assurance Company — 


H. G. B. ALEXANDER, President | 
910 South Michigan Avenue - 





Chicago 
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E. C. Stone’s Size-up of 
the Competent Agent 


sTOCK COMPANIES’ BEST ASSET 





Raps the “Commission Chaser” in His 
New England Insurance Exchange 


Talk 





That the competent insurance agent is 
the insuring public’s best friend was 
strcssed by Edward C. Stone, United 
States manager of the Employers’ Liabil- 
ity at the forty-sixth annual banquet of 
the New England Insurance Exchange, 
hel’ at the University Club, Boston, last 
weck, with a large attendance of field- 
mer and company officials, from various 
sections of New England, and New York 


EDWARD C. STONE 


City. The annual banquet always takes 
place on a Friday evening preceding the 
annual meeting which is held at the or- 
ganization headquarters on Saturday 
morning. President W. H. Boutell of 
the Aetna Fire acted as toastmaster, and 
the dinner arrangements were handled 
by Kenneth H. Erskine, of the Liverpool 
« London & Globe. 

Mr. Stone, who is one of the out- 
standing insurance men of this country, 
and an authority on compulsory automo- 
bile insurance, being the author of the 
stone Plan which is now in effect in the 
state of New Hampshire, took the occa- 
sion in addressing his fire insurance au- 
lience to point out the value of the 
laithful, conscientious and competent in- 
surance agent, whom he characterized as 
the most valuable and worthwhile asset 
ol the stock fire insurance companies, 
and by the same token the worst liabil- 
ity a company can have is the disloyal, 
eoinpetent commission chaser. By this 
he said he had in mind not the relation 
of the agent to the company, but his re- 
lation to the insuring public—his possible 
Customer, 

The Most Misunderstood Business 


Mr. Stone spoke as follows: “Insur- 
nee, while a necessity for the business 
man and of the most benign benefit -to 
‘one, is today probably the least un- 
ood, the most misunderstood, and 
tbly the most misrepresented busi- 
hess in the world. 

“Insurance is also one of the most 
high'y technical of businesses, one in 
ch actuaries and statisticians revel, 
‘ne in connection with which lawyers 
deal; a business, too, which in at 
one of its many ramifications calls 
he aid of the expert physician and 
‘trgecon—an_ enterprise, also, that oft- 
‘mes calls to its aid experts in every 
line 


surance, too, is a business that af- 
protection to every other kind of 
iess, is the backbone of credit, takes 


ford 
busi: 


within its sheltering, protecting arms ev- 
ery form of industry, and even affords 
to the widowed and fatherless the cer- 
tainty of comfort and the warding off 
of poverty. 

“An institution so beneficial to all, so 
necessary to some, without which mod- 
ern business would be at a_ standstill 
ought to have ready champions, and it 
should be possible to have the great body 
of our people obtain at least ‘some real 
notion of our business. A better realiza- 
tion of what our policies cover, a clearer 
idea of what loss ratios are, a surer con- 
ception of the items that make up the 
ever necessary expense ratios, what an 
underwriting profit is, what reserves are 
and how they are arrived at would do 
much to strengthen the whole institution 
of insurance against the attacks of the 
radical, the inroads of the sccialist, and 
the onslaughts of the politician. 

“The one great connecting link be- 
tween this extraordinary marvel of our 
present great industrial era is the insur- 
ance agent. Under our existing methods 
of carrying on this far-reaching, wide- 
spread business the company’s customers 
are obtained for it by that same agent. 
And, incidentally, insurance viewed from 
this standpoint is the means of livelihood 
of a great body of our citizens—a group, 
by the way, of as public-spirited, genu- 
ine good citizens as may anywhere be 
found or as is associated with any of 
the outstanding industries in this great 
country of ours.” 


The Real Insurance Agent 


Further along in his talk, Mr. Stone 
gave a few suggestions on how the agent 
should conduct his business so as to be 
regarded in a favorable light. He said: 
“Let him who holds himself out as an 
insurance agent be rather an insurance 
counsellor. Instead of expediting his 
business that he may chase more com- 
missions and in place of contenting him- 
self merely with pointing out to his cus- 
tomer the slogan, ‘Read your policy,’ let 
him take the time and devote the atten- 
tion to the subject that will result 
in his familiarizing himself with the 
policy he sells. Thus will he be able 
to explain the agreements, the conditions 
and the declarations of a policy. Thus 
can he make clear to the purchaser just 
what that purchaser may expect and just 
what more protection or further kinds of 
policies that purchaser’s needs require. 

“That agent best typifies the high 
ideals of his business who takes the time 
to learn the wherefore of rates, that can 
explain the make-up of prices, that 
knowing the facts justifies and not com- 
plains of the rate. He who contents him- 
self with making quick and easy sales of 
cheap insurance ofttimes has sold some- 
thing that is neither cheap nor insurance. 

“As long as the world has existed, 
there have been those who shout against 
the existing order of things. People gen- 
erally always have and always will listen 
to the loud-voiced decrier of costs in in- 
surance or any commodity that is a pub- 
lic necessity. Yet the saner instincts of 
the sober-minded citizenship of this 
country of ours will always bring them 
back to facts. 

“In these days whenever you hear any- 
one, be he merchant or politician, boldly 
denounce company or insurance cost, be 
prepared by knowing the facts to meet 
general allegations, sweeping assertions, 
and sarcastic comments by facts. These 
exist and are such as to justify condi- 
tions. Learn these facts and hurl them 
back. In the long run, the fair-minded 
people—and they still constitute the ma- 
jority—will be persuaded by the facts 
and will have the greater regard for you 
and your business. 





PHELPS BILL UP AGAIN 

Phelps Phelps, Republican, of New 
York City, has introduced in the New 
York Assembly a bill amending subdivi- 
sion 2, section 3, workmen’s compensa- 
tion law, by adding to list of occupa- 
tional diseases for which compensation 
is payable all disabling diseases and dis- 
abling illnesses. This same bill failed 
of passage last year. 





AGENTS 


OF THE 


ATIONAL SURETY COMPA 


Will Start 


1928 


In a better position than ever 
before to serve their 
clients 


With the largest capitalization 
any Surety Company ever had. 





With more than 50 million in 
assets back of every bond written. 


With a systematic plan of co- 
operation and sales help in full 
operation. 


With all underwriting depart- 
ments organized to give prompt 
service and liberal commitments. 


With local claim offices every- 
where to assure prompt settlements. 
With salvage departments or- 
ganized to make excess recoveries 


wherever possible for benefit of 
their clients. 













With the nationwide prestige of 
this great institution. 


NATIONAL SURETY COMPANY AGENTS HAVE 
} Y E 
EVERYTHING TO ASSURE THEM A 
WONDERFUL YEAR IN 1928 


* 


If you are interested in such service we would like to hear 
from you, too. 


We can usually use good men and good agencies 
everywhere if they can satisfy us that 
they are of National calibre. 


NATIONAL SURETY COMPANY 


115 BROADWAY 


NEW YORK CITY 
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Large Vs. Small Risks 
Featured by Senior 


SOLUTION NOW UP TO BEHA 





Major Activities of the Compensation 
Inspection Rating Board During 1927 
Brought Out at Annual Meeting 





Twenty-six companies were represent- 
ed last week at the 
the Compensation 
the feature 


annual meeting of 
Rating 
of which was Mana- 
ger Leon S. Senior’s report. An ex- 


Inspection 
Board, 


pression of sympathy was drawn up to 
extend to the family of the late General 
S. Herbert Wolfe. Following this the 
board passed favorably on the election 


of a new governing committee oe 1928. 
It will be composed of Victor Trun- 
dy, American Mutual Liability ; ae 
J. Grahame, Globe Indemnity; Thomas 


H. Silver, Lumber Mutual Casualty; 
Eugene F. Hord, Standard Accident, and 
Charles G. Smith, N. Y. State Insurance 
Fund. 

It was also suggested that the actuarial 
committee, which is now composed of 
seven members, be increased to eight to 
make it a balanced committee as is true 
in the case of the other technical com- 
mittees of the board. A resolution to 
this effect was adopted unanimously and 
the committee now consists of an equal 
number of participating and non-partici- 
patig carriers. Mr. Senior, as manager 
of the board and chairman of the com- 
mittee, shall have the right to vote in 
such cases where there is a tie. 


History of “Small Risk” Meetings 


Senior put 
conferences 


In his annual report Mr. 
particular stress on the 
which have been conducted into the 
small compensation risk problem. A re- 
port on this subject from Superintendent 
of Insurance Beha is now being awaited. 
Mr. Senior said: 

“After fourteen years of striving for 
perfection in that branch of workmen’s 
compensation which deals with the in- 
surance of the employer’s obligations, one 
might reasonably expect to find most of 
the important questions definitely settled 
and the unde rwriting practice complete- 
ly standardized. But surprising as it 
may seem, on the approach of the fif- 
teenth year we are still confronted with 
several problems of a serious nature that 
reach into the very fundamentals of our 
system and demand our careful thought 
and urgent consideration. 

“In March, 1927, we were moving 
peacefully along, laying plans for a gen- 
eral revision of rates to take effect on 
October 1, 1927. The several technical 
committees of the board proceeded to 
determine the proper rate level, to select 
pure premiums and to complete all other 
necessary details in connection with the 
contemplated rate revision. But ques- 
tions which had remained dormant for 


some time rose to the surface and mat- 
ters previously talked about—but not 
acted upon—were brought forward for 


discussion and for authoritative answers. 

“Items dealing with readjustment in 
cost as between large and small risks and 
with redistribution of loadings for serv- 
ice and expense developed differences of 
views and opinions which could be set- 
tled only on the basis of ascertainable 
facts. By direction of the actuarial com- 
mittee a call was issued for loss ratio 
experience by size of risk and industry 
group with the object of determining 
whether there was merit in the conten- 
tion that small risks as a class are cost- 
lier from the standpoint of loss and ex- 
pense than the type of risk which is 
large enough to qualify under the pro- 
visions of the experience rating plan. 
The results derived from such call 
seemed to justify this contention, but op- 
position to any change in rating methods 
was offered on the ground that the sta- 
tistical exhibit compiled by the board on 
the basis of information submitted L , its 
members was not conclusive and was 
open to question as to accuracy and com- 


pleteness. The matter then came up for 
determination before the superintendent 

of insurance as an incident to the sched- 

ule of revised rates filed by the board 

to be made effective o October 1 


National Bureau’s Recommendations 


“At a meeting held on September 22 
in the New York office of the Insur- 
ance Department a committee from the 
National Bureau of Casualty & Surety 
Underwriters submitted certain proposals 
for specific and material changes in the 
rate making program. These proposals 
included among other things: (a) recog- 
nition of differences in loss ratio depend- 
ent on size of risk and the establishment 
of suitable rate differentials; (b) recog- 
nition of an invariable element in the 
loading for service and the adoption of 
a constant policy fee with an appropriate 
reduction in the percentage loading for 
service and expense; (c) recognition of 
tendencies and trends in individual ex- 
perience, allowing greater weight to more 
recent experience; (d) introduction of a 
factor in the rates to provide a margin 
for safety or profit. 

“Following a discussion of the several 
points involved in the above program, 
the superintendent appointed a confer- 
ence committee comprising five represen- 
tatives from the following organizations: 
American Mutual Alliance; Compensa- 
tion Inspection Rating Board; National 
Bureau of Casualty & Surety Underwrit- 
ers; National Council on Compensation 
Insurance ; State Insurance Fund. The 
appointment of this committee was made 
in order to reconcile differences of view- 
points developed by opposing groups and 
also to secure an unbiased opinion on 
the merits of the proposed program. 
Pending the report of the committee, the 
rate revision originally approved for Oc- 
tober 1 was deferred indefinitely. 

The conference committee studied with 
great care the questions submitted for 
its consideration and on December 17 
filed a report embodying its conclusions 
and recommendations. This report will 
be made available for publication as soon 
as the superintendent has rendered his 
decision thereon. For the present it may 
suffice to state that the conferees have 
reached an agreement in principle on the 
major items under discussion. If the rec- 
ommendations in the report are approved 
by the superintendent of insurance, steps 
will be promptly taken to revise the New 
York rates in accord with the agreed 
program. At the present writing the 
effective date of such contemplated re- 
vision is still a matter of uncertainty.” 


Four Companies Join in 1927 


Mr. Senior then commented on the 
work of the various committees, the first 
being the governing committee. He said 
that during the past year it had admitted 
to membership the Merchants Mutual 
Casualty; Century Indemnity; Constitu- 
tion Indemnity and the National Casual- 
ty. Resignations were accepted from the 
U. S. Mutual Liability which had with- 
draw from the state and the Manufac- 
turers’ Liability which was placed in the 
hands of receivers. 

The governing committee also author- 
ized the introduction of a plan of group 
life insurance for the benefit of employes 
of the board. This plan became effec- 
tive on October 7, 75% of the personnel 
having subscribed to it. 


The classification and rating commit- 
tee, among other things, established 
stevedoring and shipwright rates under 
the provisions of the U. S. Longshore- 
men’s and Harbor Workers’ Compensa- 
tion Act. The actuarial committee made 
a number of important recommendations 
after making a study of statistical re- 
quirements, 

The safety engineering committee 
adopted a rule limiting credits for safety 
organization to plants having annual pay- 
rolls of $50,000 and over; considered rec- 
ommendations of the actuarial committee 
looking towards a correction of deficits 
developed under the so-called “morale 
items” of the industrial compensation 
rating schedule and has co- operated with 
the State Industrial Commission in im- 
proving forms for reporting industrial ac- 
cidents so as to develop intormation that 
will enable a more accurate allocation of 
injuries to accident causes and to specific 
classifications. 

The staff committee held twenty-eight 
meetings and displayed considerable in- 
dustry during the year. 

Mr. Senior devoted the rest of his re- 
port to the activities of the several re- 
maining divisions of the board, all of 
which he indicated displayed a healthy 
growth last year. 





GEORGIA CASUALTY DEAL 





President Mitchell Says Company Was 
Sold in Open Market Through 
Clients of Brokerage Houses 
Iver since the Georgia Casualty was 
sold and Harry C. Mitchell was selected 
to head the company, casualty men have 
been trying to figure out who the new 
owners are. It was learned last week 
that the new stock issue of the company 
was marketed by Kidder, Peabody & Co., 
investment brokers in "New York and 
that some $1,500,000 in cash was put into 
the treasury. Joseph Froggatt & Co.,, 
the public accountants, are now over- 

hauling the books. 

Asked about the rumor that the 
Georgia had been bought by some fire 
insurance carrier, President Mitchell is- 
sued a flat denial. He said that the com- 
pany was sold in the open market 
through the customers of brokerage 
houses. Furthermore, no promotion ex- 
pense was involved in the sale of the 
new stock. 





W. A. GRAY DIES 





Superintendent of the Casualty 
Department of the Yorkshire 
in Canada 


William Alexander Gray, superintend- 
ent of the casualty department of the 
Yorkshire in Canada, died at his home 
in Westmount, Canada, the first of the 
year after an illness lasting a month. 

Mr. Gray was with the Ocean, and 
later casualty superintendent of the 
Yorkshire in Glasgow, Scotland, and 
came to Canada fourteen years ago to 
take charge of the casualty department, 
which position he held until his death. 
He was a very popular underwriter, and 
his absence in Canadian circles is keenly 
felt. In addition to the officials and 
special agents of the company, there was 
a large representation of other city and 
out-of-town company managers and off- 
cials present at the funeral. 


Was 








Georgia Casualty Company 
Atlanta, Georgia 
HARRY C. MITCHELL, President 


COMPLETE CASUALTY INSURANCE SERVICE 
APPLICATIONS FOR AGENCIES SOLICITED 





DROPS BANK AGENCY PLAN 


National Surety Will Not Appoint Bank 
Burglary Agencies Following Na- 
tional Association’s Ruling 
One of the important questions taken 
up at the two-day executive commi {ce 
meeting of the National Association of 
Insurance Agents last week was a plan 
formulated by the National Surety to ap- 
point as agents for bank burglary busi- 
ness the secretaries of several western 
and southern state bankers’ associations, 
It was stated that the National Surcty 
sought these appointments because the 
Ocean Accident now has several sich 

agents. 

Following a ruling of the executive 
committee that such agencies were to be 
classed as bank agencies, the National 
Surety abandoned its intentions to seek 
such agents. The National Association 
stated that this practice was in violation 
of its principles; that it constituted a 
rebate within the provisions of many anti- 
rebate laws; and that it established an 
indefensible precedent. A full report of 
the executive committee’s activities at 
this meeting will be found in the fire 
department of this issue. 





RETURN FROM AGENCY VISIT 


L. D. Edson, home office manager of 
the accident and health department of 
the Zurich, and H. H. Fuller, executive 
special for the company here, returned 
to their headquarters in Chicago after a 
field visit to agencies in Richmond, Nor- 
folk, Raleigh and cther cities. 





J. A. MANNING’S NEW POST 
John A. Manning, who was manager 
of the New York branch of the Ameri- 
can Employers’ for three years, resign- 
ing last July, has been selected by the 
Constitution Indemnity to take charge of 
its surety department in New York when 

that company’s office here opens up. 














Massachusetts 
Accident 


Company 
Established 1883 
BOSTON, MASS. 





Our Specialty: 


Non-Cancellable 
Disability Policy 
Both Total and Partial Dis- 
ability Indemnity Unlimited 
Renewable to Age 60 
14 Days Elimination 


— 
om 





>. W. McNEILL 
President 
V. R. WEsTon 
Mgr. Commercial Dept. 


The oldest Company in the United Stzies 
writing Personal Accident and Heailh 
Insurance exclusively 














shou 
its 
mot 
perm 
Det 
sem! 
atin: 
tiga 
mot: 


high 


ture 

publi 
ating 
a ter 
study 
latur 
in re 


vehic 


Th 
a. ter 
fords 
held 
for ¢ 
the n 

No 
bill in 
actua 
estab 
hicle 





isi a 

















January 20, 1928 


——— — 





Page 41 





—— 





1929 Legislature To 
Get Compulsory Law 


AFTER COMMITTEE STUDIES IT 





Feeling Is That New York Shouldn’t 
Rush Headlong Into An Auto 
State Fund 





Declaring that the state of New York 
should make haste slowly, in order that 
its policy in relation to compulsory 
motor vehicle insurance might effectuate 
permanent results, Maurice Bloch, 
Democratic Minority Leader in the As- 
sembly last week introduced a bill cre- 
atin a temporary commission to inves- 
tigate the practicability of requiring all 
moter vehicles operated on the public 
highways to carry liability insurance. 

The commission is directed to report 
its recommendations, together with legis- 
lation to carry them out, to the legisla- 
ture of 1929. It is expected that the Re- 
publicans will introduce a resolution cre- 
atine avlegislative committee, instead of 
a temporary commission, to make such 
study. Republican leaders in the legis- 
lature are not committed to any policy 
in relation to the study of the motor 
vehicle insurance problem. 

May Have Public Hearing 


The introduction of the bill creating 
a temporary commission, however, af- 
fords opportunity for a hearing to be 
held on it at which time public sentiment 
for or against the proposition may be 
the more readily ascertained. 

No provision has been made in the 
bill introduced for a special study of the 
actuarial problem in connection with the 
establishment of compulsory motor ve- 
hicle insurance in this state. This means 


if the legislature decides to investigate 
and report to the legislature of 1929, 
that a law could hardly be put into ef- 
fect before January 1, 1930, which would 
conform to the next date when motor 
vehicles are registered for the annual 
period. 

The bill authorizes the commission to 
study the merits of casualty insurance, 
protection secured by self-insurance, and 
the practicability of a state fund. That 
a state fund would be necessary to ef- 
fectuate any plan of compulsory insur- 
ance in New York state to take care 
of the more hazardous risks seems cer- 
tain. 


DONORS OF PRIZES NAMED 








Insurance Society Of N. Y. Will Also 
Present Nichols Prize For Best 
Essay On “Insurable Interest” 


Thomas J. Grahame, vice-president, 
Globe Indemnity in New York, who is 
chairman of the committee on prizes for 
the Insurance Society of New York, has 
named the donors of prizes to the stu- 
dent body of the society for the year 
1927-1928. They are as follows: 

Casualty Course (Junior): Floyd N. 
Dull, resident vice-president, Commer- 
cial Casualty, in New York City. 
Fire Course (Junior): Charles R. Pitcher, 
deputy manager, Royal Insurance Co., 
Ltd.; Intermediate. Robert P. Barbour, 
U. S. manager, Northern Assurance; 
Senior. Clinton V. Meserole, vice- 
president, Pacific Fire 

Marine Course: Intermediate: Edger- 
ton Parsons, of Marsh & McLennan; 
Surety Course: Junior: F. Wade Hughes, 
vice-president, Royal Indemnity. 

The Waldemar J. Nichols prize for 
1928 will be awarded to that member of 
the society who submits the best essay 
on “Insurable Interest.” The manu- 
script must be typewritten, not less than 
thirty-five hundred words, and must 
reach the society on or before July 1, 
1928. 


Australian Company 
Has Prosperous Year 


IT PAYS LIBERAL BONUSES 
Premium Income Is $1,000,000; Has Had 
Bad Experience in Western Austra- 
lia on Compensation 








A somewhat curious insurance com- 
pany called the Chamber of Manufac- 
tures Insurance. Ltd., Victoria (Austra- 
lia) has just issued its annual report. The 
premium income is roughly $1,000,000. 
After making provision for claims, ex- 
penses, and taxation the company has 
made allowances to policy holders of 
about $150,000, and over $40,000 to the 
Chamber of Manufactures. 

The allocations of allowances differ 
according to the results of the various 
districts where the company operates, for 
instance in Victoria and South Australia 
and allowances to policyholders are: On 
workers’ compensation, 30%; on marine 
premiums (in addition to 15% discount), 
Interstate 20%, overseas 10%; on motor 
cars and cycle premiums, 10%; (com- 
prehensive and third party), on public 
risk, plate glass, fidelity guarantee, per- 
sonal accident and sickness, boiler ex- 
plosion and highway robbery premiums, 
20%. 


Able to Maintain Cash Bonuses 


The report says it is becoming more 
apparent cach year that, since the bene- 
fits of the workers’ compensation acts 
have been materially increased the mar- 
gin between premiums and losses is dis- 
appearing, but that the company’s low 
expense ratio has enabled the company 
to maintain its cash bonuses in this de- 
partment. 

The losses in western Australia have, 
however, been particularly severe, partly 
owing to the excessive medical fees pro- 
vided by the workers’ compensation act, 
and this has necessitated the suspension 
of the bonus for a year in that state. 


The company’s massage center continues 
to give beneficial treatment to injured 
employes, for which no charge is made. 
The treatments average 41 per week. 
The average rate of interest of all in- 
vestments totalling some $1,400,000, is 
6.47%, the whole of the funds being in- 
vested in Government and trustee stocks 
except for the amount of the building 
of the company’s own head office. 





153 LIVES LOST IN NOVEMBER 





Figures Of N. Y. State Industrial Com- 
mission Show That Falls Were Most 
Important Cause Of Death 


Industrial accidents in New York state 
claimed a toll of 153 lives during No- 
vember, according to the figures com- 
piled by State Industrial Commissioner 
James A. Hamilton. One hundred and 
forty-four men, five women and four 
children made up this total. 

Only ten of the workers left no de- 
pendents, while 103 workers left as de- 
pendents &5 wives, 106 children, 18 sis- 
ters or brothers and 18 parents or grand- 
parents. 

Falls again in November continued to 
be the most important cause of death, 
killing 43 of the workers, three more 
than were killed this way in October. 
The breaking of scaffolds caused four 
men to lose their lives. Two more men 
fell because the scaffolds came down 
and one fell from a swing scaffold. Two 
simple and preventable falls were re- 
ported. A yard foreman stepped cn the 
end of a removal plank which tipped and 
let him fall 12 feet to a concrete floor. 
In the other instance a quarryman work- 
ing too near an embankment lost his 
balance falling over the embankment. 
Elevator and hoists were responsible for 
the death of 15 workers. 

The New York district reported 101 
deaths, two-thirds of the total for the 
entire state. The Buffalo and Roches- 
ter districts each reported 16, Albany 11 
and Syracuse nine. 
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K. M. Wehinger Gives Review of 
Book on Scientific Employment 


The Eastern Underwriter has asked 
K. M. it echinger of the Wehinger Service, 
employment consultants, to review the 
new book of Donald A. Laird, “The 
Psychology of Selecting Men.” It 1s pub- 
lished by the McGraw-Hill Book Co, Mr. 
Hehinger’s comments follow: 

This is an interesting book dealing with 
the scientific selection of cmployes 
through measuring the minds of appli- 
cants by means of so-called psychologic- 
al tests. An attempt is made to show 
how it is possible before a person is as- 
signed to a specific task to determine 
whether or not that person is fitted for 
the specific operation or to determine 
for which operation the applicant is 
qualified. 

It contains charts and tables showing 
curves and statistics pertaining to labor 
turnover, and the reasons therefor; out- 
put; the effect of education upon the 
capacity of individuals; the difference 
between individuals; and other interest- 
ing phases of personnel research. 

The author follows each step neces- 
sary to advance an applicant for em- 
ployment from the first effort made to 
procure candidates, through the point at 
which an individual is put on the payroll 
and to the time it becomes necessary to 
keep a record of his accomplishment as 
an employe. 

Characteristics 

He touches upon the characteristics 
which may be determined by analyzing 
one’s handwriting; upon one’s- appraisal 
of an applicant’s mental faculties ob- 


A CLEVER HOUSE ORGAN 


Standard “Cog” Celebrates Its 16th 
Birthday; How it Gets Originality 
in Cover Designs 
C. E. Rickerd, advertising manager of 
the Standard Accident, 


many compliments 


has received 
on the originality of 
His Standard “Co: 


the monthly house organ, has just passed 


his publicity work. 


its sixteenth birthday. One of the many 
features about this magazine is its clever 
covers. For example, in the February, 


1926, cover, instead of reproducing a pic 


ture of Abraham Lincoln, a bright new 
Lincoin penny was glued to the black 
paper background 

The cover of the issue devoted to 


golfers liability insurance shows in_ the 
foreground, a large golf ball on a te 
ready for a good sock But the te 
instead of being simply a drawing, is of 
actual sand. A dab of mucilage and a 
sprinkling of sand did the trick 

The September issue pictures a school 


boy on his way back to school. Over 
his shoulder he carries a school bag. A 
slit in the top of the bae reveals that 
the book on the interior can be with 
drawn and that it is a miniature vol 
ume entitled “Primer of Insurance 
Selling.” 

The cover of the January issue con 
tains the words “A Happy New Year” 
written in longhand and covered with 
glue. Confetti was then sprinkled over 


the top of the words giving the impres- 
sion that they were actually written in 


this material. The background is of 
a dark blue sky with a tiny village 
far below. 

Another feature of the “Cog” which 
casualty men look forward to each 
month is the informal comment in the 


forepart of the magazine’ written by 


KE $; Scofield, vice-president of the com- 
pany. Mr. Scofield is well known for 
his interesting style of writing. 


OPENS FLORIDA BRANCH OFFICE 

The National Surety has recently es- 
tablished a branch office in Jacksonville, 
Kla., and during the reorganization 
riod Assistant Secretary C. M. Abbott 
will be in charge. 


tained through character reading both as 
to generalities and specifics, upon a per- 
son’s industrial history (past experi- 
ences), and the obtaining of information 
regarding the previous success and 
known character of the applicant. 

Methods are explained for the meas- 
uring of the success of individual em- 
ployes, for the measuring of personality 
traits and for the comparison of groups 
of employes. 

Various samples of tests (intelligence, 
vision and hearing) are shown, their 
uses explained and an attempt is made 
to show that which is learned through 
their application. Samples of various 
other employment forms are illustrated. 

An employment man who has had con- 
siderable experience in the selection of 
employes for routine operations will 
readily agree that this book contains 
many very splendid and practical ideas. 

There can be no doubt that much can 
be learned about an individual’s mind, 
vision, hearing and intelligence through 
the application of many of these tests. 

In my own experience as an employ- 
ment man I have successfully used 
similar tests and have also resorted to 
the analyzing of one’s hand writing and 
the appraisal of an individual’s mental 
faculties through what is generally 
known as character reading. 

I have found, however, that no “one” 
of these methods can be used by the lay- 
man to any great degree of success, but 
they are all valuable when used in con- 
junction with cach other. 


JERSEY SOCIETY MEETS 
Elects Fifteen New Members; A. D. 
Reid, President of Globe Indemnity, 
Re-elected Vice-President 

\t the regular meeting of the New Jer- 

sey Society of held on No- 
officers and the board of 
governors were elected for the ensuing 
year. The officers of the society, ac- 
cording to the by-laws, must be chosen 
from the board of governors. Through 
an oversight Emil P. Scheitlin, a char- 
ter member of the society, but not a 
member of the board of governors was 
nominated for the vice-presidency, but 
was not clected as reported by the so- 
ciety. 
\t the special meeting which was held 
last week at the offices of the Ameri- 
can of Newark Mr. Scheitlin’s name was 
withdrawn and A. Duncan Reid, presi- 
dent of the Globe Indemnity, who was 
vice-president, was re-elected. The new 
members elected to the society include 
\. E. Allsopp, Fred E. Benjamin, Will- 
iam O. Chapman, Alexander J. Fracken- 
pohl, Warren C. Hall, William A. Hall, 
\rthur., J. Hardt, Theodore Jay, 
Kay, James Marshall, Clinton V. 
erole, Paul Poggenburg, Walter R. 
den, Joseph C. Thomas and Charles F. 
Woodcock. 
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FIRST AUTO IN TUBE INSURED 

B. W. Douglas, general insurance agent 
of 786 Broad street, Newark, wrote a 
policy for firc, theft, liability and prop- 
erty damage on the first automobile that 
entered and passed through the Holland 
Tube from New Jersey to New York, 
after the official cars on the opening day. 
The car at that time was owned by Rob- 
ert Morris of Newark, but was sold re- 
cently to James Howard, Sr., of Bloom- 
field, N. J. The policy was written by 
the Metropolitan Casualty. 

NOT LIKE SELLING SOAP 

Selling casualty insurance is not like 
selling soap, observes the Globe Indem- 
nity house organ editor. You're not sell- 
ing a pretty wrapper or a fleeting per- 
fume. You are selling a lasting protec- 
tion that is actually needed, and will 
eventually be demanded of you. 


E. J. Schohdilaens 


If you nurse a grouch long enough it 
will grow strong enough to lick you. 
~ = 


The less you have the more there is 
to get. Go get it. 
* * 

Getting things done is one thing and 
getting them done at the right time is 

another, 
* * * 

Don’t keep your ideas in cold storage. 
Send them in. 

* x 

Remember this, you sell more to a 
customer who is paid up than to one 
who is in arrears. Your commission 
comes from sales made and money col- 
lected. Remember, it is a double funeral 
if you don’t get the money—yours first, 
and ours next. 

ok 

No man should be too big or too little 
to render any service which the occasion 
demands. 

* kx 

The only way ty.grow and to keep on 
growing is to send down the roots of 
stability and make a place in the sun 
for ourselves. : 

Se 

The end of insurance activity can 
never be. Always will come more people 
wanting more protection, and always will 
come new forms of coverage and new 
forms of property, new forms of liability, 
to tax the ingenuity cf the company and 
the activity of the agent. 

* 


Many a fast sale has been spoiled by 
slow pay. 

* * 

Why not spend a given time each week 
in cleaning up and ironing out the ideas 
of the past week for future use? Take 
out the spots, mend np the weak places, 
smooth out the rough parts—all ready 
for more and better use. 

x * * 


Habits are like horses—the older they 
are the harder to break. To do just be- 
cause you always have and for no other 
reason is bunk. 

* * 

Not only brevity plays its great and 
important part in salesmanship, but con- 
ciseness of expression is also, to my 
mind, a very important thing to have 
before you in the planning of a sales 
talk. 

* * x 

In the conduct of your everyday busi- 
ness remember that the best sellers are 
usually the best, servers. 


All of us, I think, are too prone to 
regard old customers and old friends 
much as we regard the tick of the clock. 
We become so accustomed to hearing it 
and having it that we don’t know that 
it’s there until it stops. 

x * x 


The man who rebates in the insurance 
game today is the lowest form of life 
in agency work. 

‘ *& <& 

I have said. before that opportunity 
often roams around disguised as hard 
work. 

ee Ok 

More people are scared to death by 
competition than are ever actually killed 
by it in contact. 

* * 

Mr. Schofield is vice-president in 
charge of production of the Standard 
Accident of Detroit. 





INSURES FEET AND LEGS 


Lady Georgianna Sholto Douglas of 
London, an aspirant for Hollywood film 
honors, has just had her legs and feet 
insured for $100,000. She wears size 
234 shoes. 


HARRY W. DAVIS DEAD 


Harry W. Davis, manager of the in- 
surance department of the State Realty 
Company, Colorado Springs, died Janu- 
anys. 
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ARNOTT’S 20TH ANNIVERSARY 
Travelers’ Manager In Buffalo Has Built 
Up Big Volume Of Business; Giddi igs 
Brought Him Into Company 

James K. Arnott, manager for casialty 
lines at the Buffalo office of the 7 -ay. 
elers, is now celebrating his twen icth 
anniversary with the company. Mr. Ar. 
nott was a “find” made by Vice-Presi:ent 
Howard A. Giddings, who met him \ hen 
on a business trip to the middle \\ est. 
Major Giddings was impressed by Mr. 
Arnott’s alertness and foresaw tha: his 
pleasing personality, coupled with his 
past business experience, would carry 
him far in the Travelers’ organization. 
Major Giddings’ prediction was correct, 
for he became manager of the Buffalo 
branch less than a year after being em- 
ployed. 

Mr. Arnott first went through the 
training school at the home office, aiter 
which he was sent to Milwaukee as a 
liability special agent. On August 31, 
1908, he was transferred to Buffalo as 
special agent and -then manager. 

Under his leadership this branch has 
developed into one of the largest cas- 
ualty branches of the Travelers. The 
company feels that the Buffalo district 
produces a large volume’ of the right 
kind of business and that the branch js 
so well organized that this business is 
handled with an unusual economy of op- 
eration. Mr. Arnott was the subject of 
a full page story in the current issue 
of “Protection,” the company 
organ. 


he USE 


N. Y. CASUALTY GAINS 

The New York Casualty, under the 
leadership of J. Carroll French, rolled 
up a premium volume of about $2,175,000 
last year which is a gain of about $340),- 
000 over 19260. Mr. French, who is a 
strong advocate of personal contacts 
with his field force, is planning to leave 
about the end of February on a swing 
of the country. He expects to cover 
about 25,000 miles. 





MAKES $323,000 PREMIUM GAIN 

George F. Manzelmann, agency direc- 
tor, North American Accident, who has 
just closed his first year in this position, 
notified the field force last week that 
the company made approximately a $323, 
000 increase in premium collections in 
1927. This would make its total business 
for the year about $2,966,837 as compared 
with $2,643,837 in 1926. 

Mr. Manzelmann = encourages each 
agent to set his goal for a 25% increase 
in premium collections for 1928 and feels 
confident that it can be done. 


Big Bill Says: 


(Continued from page 19) 





she was referred to the Bankers Trust 
Co., which handles Lindbergh’s mail, 
trophies and other personal affairs. The 
Bankers Trust was cold to the idea but 
finally referred her to Lindbergh’s law- 
yer, who went up in the air and declared 
that under no circumstances could Lind- 
bergh’s picture be run in connection with 
a business matter, incidentally making 
threats of heavy suit for damages under 
the copyright act and what not. 

About this time—late in the afteroon, 
rather exhausted, and having see! 
thousands of unauthorized pictures 0! 
Lindbergh printed generally, the th ught 
occurred to Mrs. Clarendon tha’ the 
printing of a story by her compa'y !0 
the effect that the United States Lile 
had insured the aviator was princ pally 
the business of the United States Lit 
and not of any aviation foundation, ‘rust 
company or lawyer, and she gently ith 
mated as much, whereupon the lawy: © 1" 
formed her that if she sent the ory 
down he would deign to give it the |) ne 
fit of a reading and if all was we: al 
O. K. This Mrs. Clarendon did an: the 
story came back endorsed as fit for ub- 
lication. * It was a good story at tii! 
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